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NEWS OF THE CONVENTION 


—_— 


LOCAL AGENTS’ DISCUSSIONS 





Running Account of the Deliberations 
of the National Association’s Meet- 
ing at St. Paul 





{A summary of the reports of officers and 
committees and papers read before the National 
= can found on page 3 and pages 
18-21. 


(From a Staff Correspondent) 


St. Paul, Minn., Aug. 12.—When the 
twelfth annual convention of the Na- 
tional Association of Local Fire Insur- 
ance Agents was called to order at the 
Ryan Hotel, Tuesday morning, there 
were present something like 200 dele- 
gates, and ladies. The attendance rep- 
resented all parts of the country to a 
more than usual degree. The New 
Englanders came by the lakes. The 
southern agents were well represented, 
while the states of the middle west 
sent good delegations. Twenty-nine 
states having associations responded to 
the roll call, while seven were not rep- 
resented. At noon those in charge of 
registration stated that about 600 had 
registered. 

President F. W. Offenhauser called 
the meeting to order at 11 o'clock. 
He stated that encouraging reports had 
been received from every state asso- 
ciation. The unsettled conditions in 
many parts of the country raise many 
questions which this association is 
called upon to solve. 

Welcome Is Given 

Mr. Offenhauser then introduced 
Daniel W. Lawler, mayor of St. Paul, 
who on the part of the city extended a 
cordial and witty welcome. -The 
weather which on Monday had been 
ideal had become somewhat gloomy 
and threatening. Mayor Lawler said 
there was much complaint of en- 
croachment of the National government 
on the rights of the states. The state 
and city administrations are Demo- 
cratic, but the Republican national ad- 
ministration controls the weather bu- 
reau. The city administration, there- 
fore, declined to be responsible for the 
weather. 

Governor Johnson, who was to ex- 
tend the welcome to the state, was ab- 
sent filling a lecturing engagement, and 
Insurance Commissioner John A. Har- 
tigan took his place and did it very 
acceptably. In the course of his re- 
marks Mr. Hartigan spoke of evils of 
excessive commissions and condemned 
rate cutting and rebating in fire insur- 


ance as being as subversive of morals’ 


as the same practices in life insurance. 
Jocularly he advised that the agents 
abolish commissions, as they would 
have the active cooperation of the pub- 
lic and the companies in this undertak- 
ing. 
_ F. H. Wagner, of Minneapolis, retir- 
ing president of the Minnesota Asso- 
ciation, welcomed the agents to the 
great Northwest, a country whose re- 
sources he pictured in glowing terms. 
F, W. Leballister, of Oakland, secre- 
tary of the recently organized Califor- 
nia association, responded to the wel- 
comes. He said the California body 
now has 200 members and will have 
(CONTINUED ON PAGE 22) 





The Western Branch Attna Insurance Company 
is now located at 159 LaSalle Street, Chicago, 
ath floor, National Life Building, where we 
shall be pleased to see our agents and friends. 








Tuomas E. GALLAGHER, General Agent 
Louis O. Kontz, Assistant General Agent 
Jas. S. Gapspgn, Gen. Agent, Marine Dept. 








As a Continental Agent you are 
selling the most secure Fire Insur- 
ance obtainable. Its net surplus 
($8,881,992.26) exclusively pro- 
tecting American policyholders 
is larger than that of any other 
company. 




















The Continental Fire Insurance Company 


Continental Building 


Western Department 
46 Cedar Street, New York 


280 La Salle St., Chicago, Ill. 











D. W. C. SKILTON, President 
J. H. MITCHELL, Vice-President JOHN B. KNOX, Secretary 
EDW. MILLIGAN, Vice-President THOMAS C, TEMPLE, Secretary 


Surplus to Policy-holders, $3,421 ,837.31 Total Loses paid, $61,162,468.28 


Cash Capital, Two Million Dollars 


Reinsurance Reserve, $3,945,278.63 
Reserve for Outstanding Losses, $424,872.80 
Reserve for all other Claims, $173,465.00 
Net Surplus, $1.421,837.31 


Total Assets, $7,965,453-74 





THE WESTERN DEPARTMEN1 
Northeast Corner Fourth and Elm Streets ‘< se CINCINNATI, OHIO 
LGVEJOY & SPEAR, Managers Agencies in all cities and towns 








MINNESOTA STATE MEETING 
ASSOCIATION SHOWS GROWTH 





Local Agents Hold a Brief Session, 
Transact Routine Business and 
Hear Some Speeches 





President—J. Quincy Haas, St. Paul. 
First Vice-President—John EH. Griffin, 
Albert Lea. 


Second Vice-President—Theodore Will- 
iams, Mankato. 


Third Vice-President—A. ©. Dix 
‘Winona. _ 


Pourth Vice-President—G. A. B 
Bochester. ~—_ 


Secretary and Treasurer—W. H. Hart 
St. Paul. : 


Executive Committee—J. P. Thomson, 
Minneapolis; C. E. Braden, Minneapolis; 
A. A. Doolittle, St. Paul; John F. Schurch, 
Minneapolis; B. W. McGarry, Stillwater. 
Committee on Legislation—Hubert Han- 
ae St. Cloud; A. P. Pierce, Red Wing; 


—, Winona; W. A. Marin, Crookston. 
Minneapolis; J. FP. Wolfe, Moorhead; 


Quincy Haas, St. Paul; J. P. Thomson, 
Minneapolis; Fred H. Wagner, Minnea: 

. Strickland, St. Paul; J. H. 

Albert Lea; Joseph A. Rogers, St. 

Paul; A. P. Pierce, Red Wing; 0. H. 

Clarke, Duluth; Jacob Stone, Minneapolis; 


Alternates—W. 8S. Gilliam, St. Paul; 
H. A. Nolte, Duluth; John Rogers, Jr., St. 
Paul; J. H. Walter, St. Cloud; EB. J. Fors- 
ter, George I. Gorham and C. B. Shove, 
Minneapolis; F. E. Joy, Stillwater, Theo- 
dore W: ms, Mankato; John F. Schurch, 
Minneapolis. 


(Prom a Staff Correspondent) 


St. Paul, Minn., Aug. 10.—The Min- 
neapolis Association of Local Agents 
held its annual meeting at the St Paul 
board rooms today. Apparently the 
more important national meeting, to 
begin tomorrow, overshadowed the 
the state meeting, for the attendance 
was small. Of the thirty or forty 
present, a considerable number were 
agents from other states who had ar- 
rived early. 

After calling the meeting to order 
President F. H. Wagner of Minneapolis 
spoke briefly of the responsibility of 
fire insurance agents and expressed 
the hope that many more from the 
state would be present at the national 
meeting. He said his personal work 
during the year had produced results 
in increased membership, but he could 
not see that the circularizing he had 
done had borne any fruit. 

Membership Shows Increase 

Secretary E. J. Forster of Minne- 
apolis reported the membership is now 
169, as against thirty-two last year. 
The association has $148 in the treas- 
ury with over sixty members to pay 
annual dues. 

The president having called for re- 
marks, Secretary Henry H. Putnam 
said Mr. Wagner should not be dis- 
couraged because of the apparent poor 
results of circularizing. Mr. Putnam 
believes all this work does good. If 
it does not actually bring members in, 
it makes agents more ready to respond 
to personal appeals. 

Secretary Forster expressed agree- 
ment with Mr. Putnam’s views and 
Ed S. Moore of Birmingham, Ala., 
did also. Mr. Moore was secretary of 

(CONTINUED ON PAGE 11) 
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MICHIGAN AGENTS DOINGS 


SIDELIGHTS ON THE MEETING 





Important Subjects That Received At- 
tention From the Locals at the 
Annual Gathering 





(Prom a Staff Correspondent) 


Saginaw, Mich., Aug. 6—The two 
leading questions that were before the 
convention of local agents which came 
to a close here this afternoon were 
those affecting the objectionable laws 
which are now on the statute books of 
the state, and which the legislative 
committee that was appointed at this 
meeting is going to strive to have re- 
moved or amended, and the question 
of the organization committee which 
was appointed to take care of getting 
new members into the association. 

President Geer in his address showed 
that the chief troubles of an agent were 
those that were brought about by the 
present laws, which are the source of 
more trouble and worry than anything 
else in the business. The principal bone 
of contention is the signature clause in 
the present coinsurance law which has 
done more harm than good and which 
has in many instances caused the as- 
sured to cancel part of his insurance 
rather than be put to the trouble of 
signing the numerous blanks that the 
law requires. Besides there were so 
many different constructions placed on 
the meaning of the law that the agents 
are worse than confused while the as- 
sured are vexed beyond measure bv the 
never ending demand for signatures to 
this, that or the other form. 

Shows Community of Interest 

He advocated the bringing of the ob- 
jectionable features of the present law 
to the attention of the assured and thus 
showing that there is a community of 
interest between the assured and the 
agent which required that they work 
in harmony in getting measures through 
the legislature that will help and not 
hinder them in their dealings with one 
another. 

The question of getting a law on the 
statute books that will allow the ap- 
pointment or election of a state fire 
marshal was brought before the meet- 
ing and the legislative committee was 
instructed to see that there is some ac- 
tion taken on this subject at the next 
meeting of the state legislature. The 
fire marshals of other states are doing 
good work not only in keeping down 
the number of incendiary fires, but in 
showing the general public that they 
have to pay the fire losses in the end 
and that a little care on their part will 
prevent a great deal of the fire waste. 
The opposition to the passage of a 
fire marshal law in Michigan which 
comes principally from the school 
teachers of the state, has been the one 
factor that has kept this law off the 
statute books so far, but it is hoped 
that the next session of the legislature 
will pass a law of this kind. 

Agency License Law 

The resolution that was passed re- 
questing the committee to use its best 
efforts to secure the passage of an 
agency license law met with the ap- 
proval of all as it will be of immense 
benefit to the insurance fraternity of 
the state inasmuch as it will kill off 
at one fell swoop that mosquito of the 
insurance business, the side liner who 
sucks the blood of the business and 
who usually implants the rate cutting 
germ into the business. A graded li- 
cense law has already been advocated 
in the states of Iowa and Indiana and 
the time is not far off, it was said, when 
there will be a general awakening to the 
fact that the insurance business is of 
too much importance to be intrusted to 
the hands of any one who thinks he 
ought to have a company in his office 
without regard to his qualifications. 

The question of sole agencies was 
(CONTINUED ON PAGE 11) 


BEARDSLEY TO BE PRESIDENT 





Likely the Hartford Agent Will Head 
the National Agents Association 
for Next Year 





St. Paul, Minn., Aug 13—(Special)— 
It is generally understood that E. W. 
Beardsley, of Hartford, Conn., will be 
elected president of the National Local 
Agents Association at its meeting to- 
day. L. W. Childrey of Norfolk, Va., 
is senior vice-president, but he refused 
to be considered for the presidency. 
Mr. Beardsley is a young man, a live 
wire, talks like lightning when he has 
anything to say, but is not given to 
much talking and will make a splendid 
head for the organization. 

The next meeting probably will go 
south. It was thought Mr. Offen- 
hauser would renew the invitation of 
Hot Springs, but he is said to have 
concluded it was inaccessible and that 
a large attendance could not be se- 
cured there. Invitations have not been 
presented yet, but if Atlanta wants the 
next meeting it is not unlikely it will 
get it. 

This meeting has been a very suc- 
cessful one. The agents present, while 
not sO numerous as at some former 
meetings, are representative men. The 
papers were few but excellent and not 
too long. The discussions have been 
on live topics and much of interest and 
value has been brought out. There 
has been a profitable interchange of 
views. Agents have accumulated new 
ideas from the experiences of others 
and have doubtless in many cases ac- 
quired broader views. There has been 
nothing spectacular, no red-hot de- 
bates,but calm, sensible discussion. 
Speeches were short and generally to 
the point. There is no reason to ex- 
pect the resolutions committee will re- 
port anything startling today, as the 
strong conservatism which always has 
governed the leaders in the organiza- 
tion has been in evidence throughout 
the meeting. 


St. Paul F. & M. Keeps Open House 

St. Paul, Minn., Aug. 2.—(Special.)— 
The St. Paul Fire & Marine is keeping 
open house this week. Some twenty 
special agents are in and many locals 
from various parts of the country are 
visiting the home office. On Thursday 
evening the company will give a din- 
ner to the field men, visiting locals and 
a few invited guests at the Town and 
Country Club. On Friday afternoon 
the company’s office will close early so 
that the officers and the office force 
may be the guests of the special agents 
at an outing at Big Island, Lake Minn- 
etonka, with a steamer ride and sup- 
per. 








Preparing for Blue Goose 

John F. Stafford of the London & 
Lancashire in the northwest, is in Chi- 
cago this week arranging the entertain- 
ment features for the grand Blue Goose 
rally in Chicago, Oct. 9. Mr. Stafford 
is chairman of the entertainment com- 
mittee. An interesting occasion will 
be the evening festivities. 





Resume Belleville Hearings 


The Belleville anti-trust proceedings 
against the fire companies in Illinois 
has been resumed. Depositions have 
been taken in Chicago and an adjourn- 
ment has been taken to next week. 





South Dakota Clearances 


Unusual vigor is noted on the part of 
some of the companies in the matter of 
agency clearances in South Dakota. It 
is reported a few of the larger compa- 
nies are bringing about separation with- 
out exception and regardless of the 
length of service of an agency. Many 
shifts are being made in consequence, 
and much hard work and exercise of 
diplomacy on the part of the field men. 





The Canadian Fire Underwriters Association 





has increased rates on grain and elevators i 
c e ts in the 
( anadian Northwest, : 





Insurance 
Company 


The Western Reserve 


OF CLEVELAND, OHIO 
MARS E. WAGAR, President ROBERT E. GOOCH, Secretary 


JANUARY, 1908 


CASE ABBETS...ccecsccccse Peas nies mebscesasnnan $470,530.35 
I  6:ko ic saxsonaieaeamisashsbe seseesoes 157,275.36 
SURPLUS TO POLICYHOLDERS ............. 313,254.99 











The OHIO GERMAN FIRE 


INSURANCE COMPANY 
OF TOLEDO, OHIO 
Capital $200,000.00 Surplus to Policyholders $260,192.74 Gross Assets $751,012.56 


M. DonneELLY, Pres. F. D. Prentice, Sec’y and Treas. 
AGENTS WANTED IN ALL DESIRABLE LOCATIONS 





HASKELL, MILLER & CO. 


159 LaSalle Street, Chicago. Cook County Agents 











Stands First among American Companies 
for Length of Service and Losses Paid 


Insurance Company of North America 
OF THE CITY OF PHILADELPHIA, PA. 


Losses Paid in 115 Years, $135,408,617.31 


Western Department, Erie, Pa. Establishedin 1864 
J. F. Downine, Gen’l Agt., W. N. Jounson and B. L. West, Ass’t Gen’l Agts. 











CONFLAGRATION PROOF 


Liverpool & London & Globe Insurance Co. 


LOSSES PAID IN THE UNITED STATES OVER 
ONE HUNDRED MILLION DOLLARS 
LOSSES PAID IN SAN FRANCISCO OVER 
FOUR MILLION FIVE HUNDRED THOUSAND DOLLARS 
UNITED STATES NET ASSETS, $12,560,211.94 
UNITED STATES NET SURPLUS, 4,421,815.47 


M. DEC AMP, p hn ph 208 LaSalle Senet CHICAGO 
. . 7 t ba 
Ohio, Indiana, Kentucky, Tennessee, ‘Arkansas, WILLIAM s. WARREN, Resident Secy. 
West Virginia at Cincinnati. Geo. H. Moore, John V. Thomas, Asst. Secys. 














MARSHALL S. DRIGGS, President. F. H. WAY, Sec’y 
——ORGANIZED 1853—— 


Williamsburgh City Fire Insurance Company 


150 Broadway, New York 


F. H. DOUGLASS, Gen. Agt. 


BOOED o.cco00e0es cocccccccessece seers «++ $2,146,618.i12 
Liabilities, except Capital .......-..++++++++- 1,440,931.94. 
Policyholders’ Surplus ......----...... 705,686.18 

F. M. GUND, Manager Western Department 


FREEPORT, ILL. 
BRUMMEL BROS., Cook County Managers, 153 La Salle St., Chicago. 














OHIO FARMERS INSURANCE COMPANY 
cat LEROY, OHIO 
Fire, Lightning and Tornado Indemnity 
STATEMENT JANUARY 1, 1908 





Reserve for Reinsurance............ eoee $1,482,742.58 
Reserve for Losses.........--+.sssss eves 25,291. 
Reserve for Contingencies...........--. 125,(00,00 
Net Cash Surplus......sseesecescccsecees 600,476.83 
Total Assets.......... e000 ees $2,183,510.36 


JAS. C. JOHNSON, President 
M. L. BENHAM, Secretary 


ORGANIZED IN 1848 


Losses Paid More Than $13,000,000.00 
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REPORTS AND PAPERS GIVEN 


AGENTS ASSOCIATION MEETS 





Some of the Detail Work of the Na- 
tional Convention in Session 
at St. Paul 


(From a Staff Correspondent) 

St. Paul, Minn. Aug. 12.—In his an- 
nual address before the National Asso- 
ciation of Local Fire Insurance Agents, 
meeting in convention here, President 
F. W. Offenhauser said that the com- 
panies were becoming more friendly to 
the agency movement, although some 
frown down on it. He stated that 
through the influence of the officers, the 
best of feeling prevails between the 
southern associations and the parent 
body. The southern trip of Secretary 
Putnam and himself, he felt, resulted in 
much benefit. 

President Offenhauser referred to the 
commission agitation in the south and 
regrets the strained relations between 
the Southeastern Underwriters Asso- 
ciation and the agents committee. The 
agents, he felt, were led to believe they 
would receive more consideration and 
he deplores the sudden termination of 
negotiations. He advised a broad view 
of the commission question so that the 
decision may be the best for all con- 
cerned. 

Better Standard of Agents 


The president remarked that there is 
hardly a calling that places so little 
premium on intelligence and experience 
as fire insurance. The companies in 
their greed for premiums appoint any 
one who is able to produce some busi- 
ness. The National Association of 
Credit Men has expressed itself emphat- 
ically on the injustice companies do 
the public in licensing so many ignor- 
ant and inefficient agents. He recom- 
mended the appointment of a special 
committee to deal with the credit men’s 
association to see if some state law 
can be passed whereby applicants must 
pass an examination. 

President Offenhauser urged agents 
to do more to acquaint the public with 
the true nature of fire insurance and 
thus stem the tide of adverse legisla- 
tion. He advised agents to support the 
independent rating bureaus. 


Some Recom dati Made 


President Offenhauser made the fol- 
lowing recommendations: 


Conceding that more publicity should be 
given to matters connected with our business, it 
is suggested that the different state associations 
establish a “press committee’ to provide local 
and weekly newspapers throughout the state 
with items of news and information regarding 
the association and fire insurance. This would 
aid in educating the public and would promote 
the associated movement. 

It has occurred to some that it would be well 
to provide for a “committee on subjects,” to 
recommend a list of subjects to be considered 
by state associations. This would center atten- 
tion uniformly throughout the country on partic- 
ular questions, providing live topics for state 
cca, and give additional interest to their 
work, 

It is recommended that the association con- 
sider the advisability of issuing a directory of 
association members. This would prove a bene- 
fit in many ways, giving added value and stand- 
ing to membership and informing each mem- 
ber of his associates in the organization. If 
such a directory were issued, it would probably 
be well to include therein a list of co-operating 
ecmpanies, as well as affiliating special agents 
holding honorary membership in the state asso- 
ciations, 





EXECUTIVE COMMITTEE REPORT 


Continued Growth and Influence of Asso- 
ciation Is Shown 


Chairman J. P. Thomson of the 
executive committee in its report said: 


Several new state organizations have been 
added. The sober dignity with which each con- 
vention handles questions affecting the welfare of 
its members has challenged the admiration of 
company managers as well as the insurance 
Press, and excited the interest of that large and 
very conservative element in our business who 
have heretofore said, ‘““What’s the use?” 

We are “doing things” and your committee 
believes that the same calm deliberation that has 
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H. N. KELSEY, Manager 


heretofore marked the proceedings of each 
convention should be continued. 

As directed by the Richmond convention, con- 
ferees were appointed to meet the managers in 


joint conference in New York. Immediately 
fcllowing the joint conference, the midwinter 
meeting of the officers and committeemen of 
the National Association was held at Chicago, 
which we believe it is proper and pertinent 
to say, was the largest midwinter meeting the 
cfficers and committeemen have ever held, thus 
indicating a widespread and increasing interest 
in the work of the association. 
Brokerage and Overhead Writing 

Data was submitted regarding the practices 
of a number of companies and brokerage firms 
that indicated a total disregard of their ac- 
ceptance of the principles of our association 
in regard to overhead writing and illegitimate 
brokerage, and after discussion, it was voted 
to drop such from our list of co-operating com- 
panies, 

The publication of this list in the Bulletin 
excited the attention of companies and agents, 
resulting in considerable correspondence from 
both companies and agents of companies which 
had been dropped from the list, also from com- 
panies not included in the list, several of whom 
have since applied for admission, and after 
full correspondence, your committee finding 
them to be in full accord with our require- 
ments, they have been printed in the list. 

Your committee has taken a rigid stand on 
qualification and has adopted the rule that “A 
man is known by the company he keeps,” as 
being the truest indication of character. For 
instance, a company may conform to all of the 
principles of our association at its home office, 
but place its interest in the hands of a general 
agent in certain states, who conducts the com- 
peny’s business at total variance with the in- 
terests of the members of this association. In 
such cases, your committee has refused the com- 
pany a place on our honor call. 

More Companies on Honor Roll 

The association, at present, advises only pref- 
erence in the placing of business against com- 
panies not appearing on our cooperating list. 
Your committee believes the convention should 
consider whether any further action is desirable, 
and whether the list of non-cooperating com- 
panies should be published as well as that of 
ccoperating companies. 

The following companies have been added to 
the revised list: 

Citizens of West Virginia, Dubuque F. & M., 
German of Pittsburg, Imperial of Denver, Stand- 
ard of Arkansas, Sun of New Orleans, Southern 


of Virginia, Virginia F. & M. and Walla 
Walla. 
Acting upon the request of the National 


Board, the executive committee decided to ad- 
dress a circular to all association members rec- 
ommending their cooperation in placing the 
building code in the hands of city officials and 
securing its adoption in whole or in part, pro- 
viding the National Board would bear the ex- 
pense of printing and mailing the circulars, 
which the Board agreed to do. 
Finance Committee’s Work 

The growing interests and membership of the 
association made it manifest to the Richmond 
convention that the association should have a 
finance committee. 

The work of the finance committee is to audit 
and approve accounts and prepare the assess- 
ment on the state associations for their propor- 
tion of the expense of the national body. 

The committee selected this year consisted 
of A. H. Robinson, Louisville, H. N. Pinkham, 
Portland, and illiam Gilmour of Boston. 
Owing to the illness of Mr. Pinkham, W. L. 
Hatch of New Britain, Ct., was appointed to fill 
the unexpired term. This committee made an 
equitable levy upon state associations in ac- 
ceerdance with the vote at the Richmond con- 
vention. Many state associations have fully 
met the apportionment, and others are still 

(CONTINUED ON PAGE 18) 
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MAIN OFFICE IS IN CHICAGO 





Chief Officers of the Walla Walla Are 
Now Directing Operations From 
the Metropolis 


The coming of President C. K. Holl- 
oway to Chicago means the principal 
office of the Walla Walla Fire will 
now be in that city, the company find- 
ing it necessary to be in closer touch 
with what will be its chief source of 
income. Executive offices will be main- 
tained in Walla Walla to take care of 
the five Pacific Coast states in which 
the company is entered. President 
Holloway arrived in Chicago last Sat- 
urday and will now make the city his 
home, 

Secretary Conoway located in Chi- 
cago some months ago to direct the 
eastern and southern operations from 
the city and also to do the general un- 
derwriting for the company. 

The Walla Walla is entered in twen- 
ty states east of the Rocky Mountains 
and will handle them all from Chicago. 
Heretofore the central department has 
operated seven states in direct charge 
of Manager H. W. Colson. The com- 
pany will lay its plans to secure agents 
in all the good towns in the territory 
in which it operates. Its agency force 
in the Pacific Coast field has been de- 
veloped very thoroughly and the com- 
pany will try to become as well planted 
in the states farther east. 

The name of the central department 
will not be changed. The company 
will handle Illinois, Indiana, Ohio, 
Michigan, Wisconsin, Missouri, Ne- 
braska, Kansas, Oklahoma, Arkansas, 
Texas, Louisiana, South Carolina, 
North Carolina, West Virginia, Mary- 
land, Pennsylvania, New Jersey, Rhode 
Island and Connecticut from here 

President Holloway has moved his 
family to Chicago and will probably 
locate in Evanston for his home. 





Freak Match Fire 

Here is a new one on matches. A 
farm hand dropped some matches in a 
wheat field near New Carlisle, Ind. -A 
wagon ran over them, caused them to 
ignite and the stubble caught fire. It 
got beyond control, burned up a stack 
of grain, barn and four horses. 





Edward K, Beddall will withdraw from the 
New York firm of Hall & Henshaw Sept. 1 next 
to carry on a general brokerage business. The 
firm of Hall & Henshaw, constituted of William 
W. Henshaw and Warren F. Goodwin, will con- 
tinue their business at their present office as 
heretofore, but confining their attention to their 
company interests. 





AS VIEWED FROM CHICAGO 


TERMINAL ELEVATORS 

With the heavy elevator losses, com- 
panies see the big chances taken on the 
old style terminal house, which has about 
all the hazards of a flour mill. A sprink- 
ler equipment has but little effect. Dust 
and dirt add to the combustibility and 
also become explosive forces. The 
height of the building is against it and 
many elevators are in rather inacces- 
sable locations. 

The modern fireproof or concrete tank 
elevators at terminal points seem a ne- 
cessity especially as underwriters will 
be inclined to reduce lines or put the 
old style houses on the prohibited list. 

The country houses will not change 
much in construction. The values in 
them are not heavy. The only danger in 
such houses is where a chain of them 
expose each other. 

” * * ‘ 
NO CHANGE FOR THE PRESENT 

The firm name of Belden & Bush, 
western managers of the Fire Associa- 
tion, will be continued for the present 
in respect to the memory of the late 
John S. Belden, senior member of the 
firm. Henry W. Bush will be the man- 
ager and J. W. Robertson assistant 
manager. F. J. A. Mayer of Portland, 
Ore., also has the title of assistant man- 
ager, but continues in field service in 
the Pacific northwest. 

. * * 
MAKES LIBRARY PROPOSITION 

The Chicago Fire Insurance Club has 
made a proposition to take over the 
library of the Fire Underwriters Asso- 
ciation of the Northwest and act as cus- 
todian for the books in the latter’s li- 
brary. The Chicago club has a small 
library and if it secures the Northwest- 
ern books it will branch out on a 
larger scale. The proposition has been 
referred to the library committee of the 
Northwestern Association. 

* » © 
FOLLOW IN WEST’S TRAIL 

As a rule, eastern underwriters, par- 
ticularly in New York state, are in- 
clined to look upon the Western Union 
as behind the times, but in one instance 
at least it develops that the latter is far 
in advance of the eastern brethren. At 
a recent meeting of the Underwriters’ 
Association of New York a rule was 
adopted permitting brick mercantile 
buildings to be written for three year 
terms, at two annual rates, and the 
western contingent is somewhat amused 
over the passing of a rule which has 
been in vogue in the west for a number 
of months. There is a strange contrast, 
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however, in the cause and effect which 
produced the rule in the east and west. 
Its adoption was virtuall forced upon 
the western department by the clamor 
of agents and assured, while the con- 
trary is the case in the east where not 
only the companies but the agents are 
protesting against the new measure. 
One company expresses the opinion 
that the rule as adopted is too far-reach- 
ing and should have excented the con- 
gested districts of Albany, Syracuse, 
Rochester and Buffalo, where it is not 
thought rates are high enough in the 
business centers. Another company is 
being deluged with protests from its 
more intelligent agents who do not 
think it necessary to write mercantile 
buildings in congested districts at less 
than pro rata of the annual rate. Other 
companies have filed protests and it is 
thought there will be sufficient senti- 
ment against the rule to secure a repeal 
or modification of same at the next 
meeting of the association in Septem- 
ber. 
* & * 
PRUSSIAN NATIONAL TO MOVE 

The Prussian National has rented 
part of the former space occupied by 
the Springfield F. & M. in the New 
York Life building and will occupy it 
for its United States headquarters, 
moving from the Monadnock block 
before May 1 of next year. This shows 
the migration of the offices in the dis- 
tant buildings to the La Salle street 
district. The Prussian National moved 
to the Monadnock from the Manhattan 
building and now gets to the prom- 
ised land. This leaves the Phoenix of 
England, Providence Washington and 
Commercial Union still in the Man- 
hattan and the Northern in the Monad- 


nock block. 


* * * 


MAY BE HEAVY LOSERS 

Some of the small Canadian com- 
panies are supposed to have lost heavily 
for the size of their treasuries in the 
forest fires in Canada. Some of them 
do a surplus line business in this coun- 
try and agents are endeavoring to get 
reports as to the amount of their losses. 

Some of the companies have no loss 
in the burned district either because 
they feared the forest fires or do not 
operate in that section. The Mer- 
chants of Toronto, Hamilton of Can- 
ada, Ottawa Fire, Canada Mutual, Mt. 
Royal of Montreal, La Fonciere, Eco- 
nomical Mutual of Berlin, York of 
Toronto, Calgary Fire, Pioneers of 
Brandon, Wellington of Guelph, Cen- 
tral Canada Fire, Monarch of London, 
report no losses. The Quebec reports 
but light loss. The Mercantile of 
Toronto has about $25,000, but it is 
owned by the London & Lancashire. 
Its net loss will be about $5,000. Other 
losses are: 


Western, Tor...$27,000 Hudson Bay.... 2,500 
Brit. Amer..... 33,000 Rich & Dunn... 14,000 
Traders, Tor... 10,000 Sterling ....... 500 
Colonial, Win.. 3,000 Sovereign ..... 20,000 
Mercantile, Tor. 25,000 

* *” + 


INSURANCE MEN DEFEATED 

The insurance men who were candi- 
dates for office in the Republican pri- 
maries in Illinois last week went down 
in defeat. Col. Frank L. Smith, the 
Dwight local agent, who was in the 
list for lieutenant governor, came out 
second. Colonel Smith should have 
gone after the insurance vote with 
greater zeal as agents would have eas- 
ily seen the desirability of having one 
of their number at the head of the 
Senate. 
Thos. J. Magner, of Meeker & Mag- 
ner, Chicago managers of the General 
Accident, made a very creditable race 


WANTSGD 


BROKERAGE. We have Facilities to 
issue IMMEDIATE BINDERS UP TO 
$20.000 on Acceptable Risks. 


W. M. UMBDENSTOCK @ CO. 





against Roy O. West for Board of 
Review. 

John Morey, of the Chicago local 
office of the Liverpool & London & 
Globe, was a candidate for drainage 
trustee as was Frank X. Cloidt, a 
broker. 

* * * 

FIRE PROTECTION IN SUBURBS 
The beautiful Chicago suburb, Oak 
Park, is suffering from a water famine, 
the long dry spell having made a call 
upon the municipal water plant far in 
excess of its ability to satisfy. The 
fire protection of the village is sadly 
lacking at best and the recent experience 
will doubtless bring about some change 
in the system, possibly a connection 
with the Chicago service. Other sub- 
urbs are being severely taxed, owing to 
so much water being diverted to lawn 
sprinkling. The pressure is thus ma- 
terially reduced, and in case of fire the 
department would be greatly handi- 
canned. 

© * « 
FARM GRAIN INSURANCE 
Farm grain insurance is coming in to 
Chicago general offices in large quanti- 
ties from agents in the west and north- 
west. This is generally written for a 
short term, at short rate of 1 per cent, 
and is a welcome source of revenue, as 
it is generally profitable business. 
. 


SHOWS FOUR YEARS EXPERIENCE 
Manager Gibsone, of the Western 
Classification Bureau of the Western 
Union, is furnishing to members a four 
years’ experience of the bureau, show- 
ing the profit and loss on the numerous 
classes of business. But one more year 
remains to complete a five-year tabula- 
tion, when some action may be taken 
upon those classes showing, at that 
time, a high loss record. 


CALIFORNIA IS ELECTED 

President Georse W. Law announces 
the election to Western Union member- 
ship of George W. Brooks, secretary of 
the California Insurance Company. This 
company is now entered in Illinois and 
Colorado, and is preparing to apply for 
admission to Indiana, Minnesota, Ohio, 
Michigan and Wisconsin. 


* * + 
SOME LOCAL EVENTS 

Mrs. W. G. Lemay, wife of the head of the 
W. G. Lemay & Co. agency, died last week 
after a lingering illness. 

. J. Coffey & Co. have secured an independ- 
ent line of the Calumet. The firm also repre- 
sents the National of MHartford, Aachen & 
Munich and Western of Pittsburg. 

R. E. Rothwell, chief of the department of ac- 
counts in the western department of the Ger- 
man American, has severed his connection with 
the company after an association of twenty years. 
His future connection has not yet been an- 
nounced. 





Rearranges Field Plans 

The Prussian National has rear- 
ranged its field plans to some extent. 
It was announced that J. N. Hobbins, 
formerly special agent of the West- 
chester in Wisconsin and later with the 
American National traveling from Chi- 
cago, had been assigned to the west- 
ern field for the Prussian National 
with headquarters in Kansas City. Mr. 
Hobbins will be sent to Pittsburg as 
headquarters, traveling for the Prus- 
sian National in Pennsylvania outside 
of Philadelphia, West Virginia and 
North Carolina, 
The company has secured the serv- 
ices of H. F. Waterman, formerly chief 
clerk in the home office of the Indian- 
apolis Fire, who will go to Kansas 
City to cover Missouri, Kansas and 
Oklahoma, 





Union Committee Named 
President George W. Law has an- 
nounced the following committee on or- 
der of business, to prepare a program 
for the annual meeting of the Western 
Union, to be held at Hotel Frontenac, 
Frontenac, N. Y., commencing Sept. 9: 
Thomas E. Gallagher, chairman; F. C. 
Buswell, J. M. DeCamp, M. F. Driscoll, 
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LIABILITIES 


$7 . 


SURPLUS TO POLICY HOLDERS 


$1,801,701. 


INSURANCE CO. 
46 CEDAR ST., N. Y. 

















Marine and Transportation Insurance 


FIREMAN'S FUND INSURANCE CO. COLUMBIA INSURANCE CO 


of San Francisco, Cal. of Jersey City, N. J. 
MANNHEIM INSURANCE CO. THE UNION MARINE INSURANCE CO., Led 
of Mannheim, Germany of Liverpool, England 


Insurance on Hulls and Cargoes on the Great Lakes. 
Ocean cargoes— Export and Import. 


Automobiles under transportation forms. 


Tourist floaters, Traveling Salesmen's floaters, 
Transportation floaters on Merchandise. - 7 


Currency and Securities by registered mail and express. 
Motor boat insurance. 


ORR & WALL, General Agents, 2 6 4 Sherman St., Chicago, Ill. 


Agents wanted in desirable localities 


FEDERAL INSURANCE CO. 


OF NEW JERSEY 
CHUBB é SON, Managers, 5 and 7 So. William Street, N. Y. City 


ISSUES THE BEST CONTRACTS COVERING 


TOURIST FLOATER..-+-... +--+ 
AGENTS WANTED 


(Domestic and Foreign) 

SALESMEN’S SAMPLES. ... ......0++cccccccccsce 

CORRESPONDENCE SOLICITED WITH AGENTS EVERYWHERE. 
C. K. HOLLOWAY, Prest. 











MERCHANDISE IN TRANSIT 


MARINE (CARGO)... 
(Export and Import) 














O. P. CONAWAY, Sec’y. 


assets Gallallk 


$476,638.11 FIRE INSURANCE 
COMPANY 


WALLA WALLA, WASHINGTON 
CAPITAL, $200,000.00 
FIRE AND TORNADO INSURANCE—Agents Wanted 


CENTRAL DEPARTMENT 
Wisconsin, Illinois, Indiana, Michigas, Ohio, Missouri, Nebraska, 


0. G, PAREER, Treas. 


SURPLUS 


TO POLICYHOLDERS 


$343,484.54 





H. W. COLSON, Manager 171 La Salle Street, Chicago, Ill. 
MICHICAN OHIO KENTUCKY WISCONSIN MINNESOTA 
ILLINOIS MISSOURI INDIANA 


BIE RCE & SAGE 


General Agts., Detroit, Mich. 


COMPANIES REPRESENTED SPECIAL AGENTS 


CONCORDIA FIRE INS. CO., Milwauk-e, Wis. 
NORTH RIVER FIRE INS. CO., New York City F. M. SAGE and F. A. MARSHALL, Detroit. 
SEEVERSON Fan I. 00.. Puihaselges Se” _ J. T-KIREWOOD, Gertels Buliding, CS ‘ 
fd a, 
NASSAU FIRE INSURANCE CO., Brooklyn, N. Y. GEO. B. SEDGWICK, 612 Pabst Bidg., Milwaukee. 
DIXIE FIRE INSURANCE CO., Greensboro, N. C- F. C. SAMMIS, N. Y. Life Bidg., Minneapetis. 
BEN FRANELIN INSURANCE CO., Allegheny, Pa- ORA C. KINNISON, Ligonier, Indiana. 
QUEEN CITY INSURANCE CO., Sioux Falls, S. D 


We write a general class of business and Gyatee mermeniates nome Deee. VE ey > 





S. Warren. 


the above States. We have the Non-Union A; 
resenting 


largest and any agent rep- 
one or more of our companies is entitled to full capacity of our Office. . 
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OHIO AND WEST VIRGINIA 


AS VIEWED BY FIELD FORCES 











Comment on Existing Conditions in 
Ohio and Prospects for Future 
Local Business 





Columbus, Ohio, August 11.—(Spe- 
cial Correspondence.)—Field men here 
state that rate conditions over the 
state have not improved to any de- 
gree, and there is fittle probability 
that there will be any change until 
general business improves. Some of 
the companies are too anxious for busi- 
ness to hope that they will come into 
line, while there is but a certain volume 
that can be gotten at the present time. 
There is some prospect that an in- 
crease in the amount of business to be 
written will clear the situation some- 
what. 

It naturally follows that rates are not 
satisfactory in many of the towns, with 
companies hungry for business. While 
some will turn down a risk if it is not 
written at the advisory rate, others will 
take it at the figure offered and mark 
it up to competition. It is said that a 
few do not care enough about the mat- 
ter to make an excuse either to others 
or to themselves and they will prob- 
ably not be able to tell much about 
their liability until the second or third 
year comes with their losses. There 
will probably be an awakening when 
they find themselves paying losses in 
a territory that has not yielded enough. 

* oe * 


Some of the specials expressed sur- 
prise at finding small companies in the 
state but a short time and operating 
without regard to advisory tariffs in 
the offices of some of the best agents 
in the state. They say that there can 
be but one reason for their taking 
them and that is larger commissions 
than their old “stand-bys” have paid. 
It is believed they will find that they 
have made a mistake a little later on, 
but just at present, with business de- 
pressed, they can not be brought to a 
proper understanding of the situation. 

Agents are hard to secure now, ac- 
cording to a number of specials who 
cover Ohio pretty thoroughly. Those 
who have a good business are finding 
it difficult to give their companies 
enough business and new men who 
might enter the business wish to wait 
now until business conditions are bet- 
ter. As some of the field men are a 
little particular regarding the kind of 





men to handle their supplies, they pre- 
fer to wait until they can get the right 
kind rather than take any risks. 

* * * 


Losses are rather heavy just now 
and the prospects are that the state 
will not show up as well as it has for 
some years back. Some of the specials 
say they have been kept busy for some 
time, looking after losses and have had 
to let other duties go for a time. 

One feature about the business is 
rather encouraging or some of the field 
men have been fortunate along certain 
lines. Notwithstanding the fact that 
cash has been hard to get everywhere, 
the agents have all kept their balances 
in fair shape. It is said that most of 
them respond upon request by mail, and 
that but few trips have been made by 
specials to make collections. It is well 
known that the agents have found it 
uphill business to make their collec- 
tions, so many of them must have 
made sacrifices to keep themselves in 
good shape with the companies. 





Ohio Fire’s Plans 

Wm. H. Evans, of Wm. H. Evans & 
Son, the local agents at Akron who are 
organizing the Ohio Fire, and who are 
also in the banking business, will be 
the president of the company, and his 
son, Wm. Evans, Jr., the secre- 
tary. A number of local agents at im- 
portant points in the state will take 
stock in the company. A state agent 
will be appointed who is thoroughly 
conversant with Ohio business. The 
company will confine its operations to 
the state for at least a number of 
years. It expects to be ready for busi- 
ness in six weeks or two months. 





Ohio Agency Agqotntments 

Aachen & Munich—E. J. Knauss, Marion; J. 
C. Crisp & Co., Elyria; E. C. Norris, Newark. 

Agricultural—Gust Kolinsky, Elyria. 

Allemannia—Braun & Torgler, Toledo. 

Camden—E. C. Manning, Bethel. 

City of N. Y.—R. J. Christ, Zanesville. 

Commonwealth, Ia.—H. C. Johnson & Co. 
and Hancock & Wallbank, East Liverpool; C. 
H. Towson, Lancaster; R. R. Jones, Newark; 
Jas. B. W. Earich, Zanesville; M. D. Sullivan, 
Chillicothe. 

Dutchess—Real Estate Bureau, Canton. 

Fidelity—T. H. Wells, Collinwood; Consoli- 
dated Realty Co., Alliance. 

Franklin—Tucker Insurance Agency Com- 
peny, Elyria. 

Fire Assn.—H. H. Smith, Toronto. 


Ger. Alliance—Jacob Jacobson, Cleveland. 

Humboldt—Wm. W. V. Buchanan, Piqua; J. 
D. Inskeep, Bellefontaine; J. W. Corbett, Bel- 
laire. 

Hartford—G. S. Binder, Cincinnati; J. W. 
Brennan and M. F,. Smith, Youngstown. 

State of Pa.—Henry Miller, Elyria. 

Jefferson—A. M. Rice, Kenton; James Grisier 
& Son, Wauseon; W. H. Miller, Leipsic. 





The Onto Fire Insuranee G0 


Has been incorporated and is now being organized 
by Akron business and professional men with an 


Authorized Capital of 
Surplus to be paid in - <- = 


$100.000.00 
50,000.00 


The stock having a par value of $100.00 per share to be 
sold at $150.00, the extra $50.00 going to the surplus fund. 
No bonus or promotion stock, shares non-assessable. 

This will be strictly an Ohio Company, for Ohio insurers, 
and particularly desirable for Ohio local agents. 

$65,000.00 of the stock has been sold and a small amount 
has been held for local agente and their friends. 

Fire Companies, properly organized and managed, should 


prove a choice investment, and be valuable to an agency. | 


Stock for sale by the Company only. 
Wm. H. Evans, Jr., Secretary, Akron, Ohio 





Milw. Mech.—J. E. Meek, Stryker; W. B. 
Gregg, Bradner; J. H. Schroder, Pemberville; 
M. B. Frislie, Prairie Depot; W. E. Rose, Rising 
Sun; E. R. Sly, Whitehouse; T. B. Pinkerton, 
Waterville; G. Griffin, Fayette; L. A. Knight, 
Edgerton; C. G. Sweet, Pioneer. 

Monongahela—Sigrist & Dailey, Zanesville; 
R. B. Kenton, Mansfield. 

Mechanics & Traders—H. L. 
Greenville; H. F. Murphy, Tiffin. 

New Hampshire—J. I. Van Dyke, Athens. 

Northwestern F. & M.—Jones & Browning, 
Toledo. 

Norwich Union—Laurence Shawnee, Loveland. 

National, Ct.—J. D. Payne, Loveland; E. C. 
Miquery, Mowrystown; C. B. Buxton, C. L. 
McCracken and R. F. Youst, Johnstown; C. C. 
Smith, Rockford; R. M. Fountain, Somerset; 
C. M. Howser, Clarksburgh; Frank Wilson, 
Harveysburg. 

N. B. & M.—James I. Van Dyke, Athens; 
Stephen D. Shriner, Waynesville. 

Pa. Fire—David <A. Miller, Clarksville; 
Harry A. Risher, Mingo Junction. 

Phenix—J. C. Moore, Wakeman; Hoe Bros., 
Plain City; Albert Smith, Osnabury. 

Sun, La.—H. F. Murphy, Tiffin. 

Scot. U. & N.—C. E. Baughn, Washing- 
ton C. H. 

Union, N. Y.—E. P. Hubbell, Toledo. 

Westchester—Frank Sindelar and Minnie A. 


Skidmore, 








nil, the system as originally installed 
having been outgrown and having de- 
teriorated from the lack of attention. 
The town council has appropriated $30,- 
000 for the improvement of the water- 
works and the electric light plant and 
operation has already begun on the 
former. The improvements will require 
at least six months to complete and will 
materially improve conditions, but the 
system cannot be brought up to stand- 
ard, owing to small size of outlet at 
five plugs. The fire department is 
weak, with an inadequate apparatus. 
Credit is given in the new rate esti- 
mates for the improvements now be- 
ing made. 





Industrial Conditions Reviewed 
_ Industrial conditions in three Ohio 
cities as seen by R. G. Dun & Co. are 
of interest. Its review says: 
Cincinnati—Retail trade in all branches con- 


Jones, Cleveland. tinues dull. Business is good in wholesale dry 
goods, pe a salesmen sending in numerous 

° orders, and the personal attendance of buyers 

Improvements at Montpelier at the jobbing houses is large. There is a oo 

The present value of the water supply tage ES -y py Bad - -¥ —_ 

. . ‘ s $ ‘ enlargemen actua 

at Montpelier, Ohio, is reported almost | business; orders placed by consumers ave malay 





SEMI-ANNUAL STATEMENT OF 


Dixie Fire Insurance Company 


OF GREENSBORO, N, C, 
JUNE 30th, 1908 








ASSETS 


Accrued: interest........ 
Loans on collateral .... 


Loans on mortgages (first liens) 
Stocks...... 


Capital Stock.... 
Reserve for re-insurance 
Reserve for unpaid losses 
Due for re-insurance..... 


Total LIABILITIES... 


ee 


eee seers ee eeeeeeeseeees 


173,908.02 
111,175.04 
100,000.00 
8,186.96 
120,756.94 
132,500.00 
54,500.00 
441,425.11 
3,464.87 


$400 C8 CC ERb0wORC 6 - +» $ 1,145,916.94 


seeee+-% 500,000.00 
469,937.88 
71,653.09 
2,956.68 

$ 101,369.29 


oeeeeee SD 1,145,916.94 





Surplus as regards Policyholders..............$ 601,369.29 


L. S. MacENANEY, General Agent Iilinois and Indiana, Chicago, Ills. 
BIERCE & SAGE, General Agents Ohio, Michigan, Wisconsin, Minnesota, Detroit, Mich. 
H. G. HOFFMAN, General Agent Kentucky, Mt. Sterling, Ky. 











Total Assets $971,404.29. 


Hanna 





NORTHWESTERN FIRE and MARINE 
INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
JULY Ist, 1908. 


Net Surplus $128,572.73. 


OFFICERS, 
re Oe a ine 0.0.0:000000654550000K8000000 i 
BLN ROMEETROM .......2.0c000 0007722070000 cCeuiems gut Seeseate 
if - BR DOU EN6E0600000600600060000000500060560060 Vice-President 
; ht s+ hhh eorSeateasisedtekevsdececoesewse nes Vice-President 
Ws ss AMA Sian 55 0da 6 Cons ebedndbanensensdnescecuh bmnn Secretary 
Co GROUND. 6.60.06-0600000000500600008s60000040000008 Treasurer 
DIRECTORS. 
Alvin Robertson H, N. Stabeck a D. B 
J. C. Hallum W. A, Laidlaw nee Carothers 
P. O. Heide Otto O. Tollefson David H. Beecher 





Capital $300,000.00. 


W. D. Russell 
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for immediate and early requirements, and 
numerous contracts have been submitted for sup- 
plies for the balance of the year. Prices are 
maintained and the market is strong. There is 
a good demand for provisions, with a strong up- 
ward tendency to prices. The flour market is 
quiet and easy, with no change in prices. The 
whiskey market is firm, but there is only a 
limited movement. ; ‘ : 

Cleveland—Conditions are improving steadily, 
though slowly; the money market continues with 
a fairly good demand and plentiful supply. No 
ronounced call is made for accommodations. 
Potlateral loans hold firmly at 6 percent and 
there are moderate offerings of country money 
at the same rate. Shipping interests continue 
dull and additional freighters have been tied up 
during the past week. The plants of most of 
the industrial manufacturers are running 
steadily. Wholesale grocers report business im- 
proving. Building supplies are fairly active and 
collections are only fair. g : 

Columbus—Conditions are considerably im- 
proved of late and railroad shops are taking on 
more men and increasing hours. Furnaces are 
started that have been closed down for some 
time. The coal business is better, and indica- 
tions for the re-employment of labor are con- 
siderably improved. Agricultural conditions are 
devecutle and collections are fair. 





Report on Chagrin Falls 

The recent report on Chagrin Falls, 
Ohio, is far from satisfactory. Aside 
from the numerous electrical defects it 
is reported there are no established 
building ordinances, or ordinances of 
any nature relating to the restriction 
or erection of buildings, handling of 
explosives, no electrical ordinances or 
anything of an adequate nature tending 
to reduce the origin and spread of fires. 
Gasoline is handled in small and large 
quantities and untidy and general un- 
satisfactory conditions are said to be 
quite common in the mercantile dis- 
trict. The Ohio Inspection Bureau has 
submitted a general letter of recom- 
mendations to the public authorities of 
Chagrin Falls, and to individual in- 
surers, with the end in view of obtain- 
ing a general improvement in condi- 
tions. 





Investigate Mt. Vernon Fire 

State Fire Marshal Rogers is care- 
fully investigating a fire of mysterious 
origin that totally destroyed the plant 
and property of the McConnell Over- 
all Company at Mt. Vernon, Ohio. Ed- 
ward Lauman, the general manager, 
who is also a large stockholder in the 
company, was laced under arrest by 
order of the chief of the Mt. Vernon 
fire department before representatives 
of the state fire marshal’s office ar- 
rived, and held for investigation, but 
was released later. Deputy Fire Mar- 
shal Harry Brockman is still on the 
ground investigating the company’s 
business and condition. 

The owners claimed that the property 
was worth $60,000. The best informa- 
tion the state fire marshal can get 
shows it to have been worth about $30,- 
000. There was an aggregate of $53,- 
000 of insurance on it. 





New London in Fair Shape 

New London, Ohio, has never suf- 
fered any great loss and the depart- 
ment is seldom called to active service. 
The apparatus is pronounced good of 
its class and should do effective work. 
The water supply, being dependent 
upon rain water, is very weak. The 
mercantile center can be divided into 
four separate conflagration areas, each 
of which is serious, and, in event of an 
incipient blaze gaining headway, is sub- 
ject to total destruction, the mutual ex- 
posures in each group being severe. 
The buildings, though old, are in fairly 
good repair and a proper standard of 
care and cleanliness is maintained. The 
street patrol at night is a favorable 
feature and the department record for 
checking attempts at midnight burglar- 
ies gives evidence of efficient service 
There is very little concealed wiring, 
the installation being nearly all exposed 
knob and tube work which is generally 
well installed. 





Akron Mutual Branching Out 
The Akron Mutual Fire seems to be 
securing quite a hold in the state and 
especially in its home city of Akron. 
Its president is ex-Mayor Kempel of 





that city, and he has a strong personal 
following. W. M. Hiltabiddle is also 
well known in political circles and has 
had practical insurance experience. 
Akron is one of the most prosperous 
cities of the state at present, as its 
industries have not been affected by the 
financial depression. The Akron Mu- 
tual is extending its agency plant and 
expects within a year to be writing at 
the rate of $40,000 per annum in pre- 
miums. 





One “Acrost” on Lauterbach 

A practical joke was recently played 
on Frank E. Lauterbach, the well 
known Columbus, Ohio, fire insurance 
man, and a friend of his, Sinclair B. 
Nace of the Columbus Bank Note 
Company, on their return from a trip 
to Europe. They are now spending 
their spare time in devising ways and 
means by which they may get even. 
All restrictions as to expenditures have 
been eliminated that they may cast an- 
other Bean in the soup. They were 
overwhelmed with delight to receive 
what purported to be invitations from 
the Beany Club, of which they are both 
members, signed by Phil Schneider, 
cashier of the National Bank of Com- 
merce. They forthwith put on their 
glad rags and “hiked” to the Ohio 
Club, where the dinner was to be given, 
early in the evening, only to find a 
dearth of the glad hands they expected. 
After waiting a while they saw that 
they had been sold, so they quietly es- 
caped by a back door to another bean 
emporium, where they ate in solitude 
most profound. It is rumored that 
they are on the trail of the joker and 
will shortly cancel their obligations to 
him at short rates. 





WEST VIRGINIA NOTES 
Joel A. Shrewsbury, a local at Parkersburg, 


W. Va., won the state tennis championship last 
week. 
Fire at Hinton, W. Va., destroyed the 


stables of the Hinton Livery Company, with 
thirty-seven horses and fifty vehicles. Loss is 
$36,000. 

While assisting in saving the oil from a 
burning tank, O. K. Johnson of Boaz, W. Va., 
was oe of the destruction of his own home 
by lightning. 

In attempting to teach a pet monkey to dry 
smoke a Missouri meerschaum, a lamp was over- 
turned, destroying the $2,000 dwelling of J. B. 
Morehead at Buena Vista, Va. An in- 
surance policy and the monk were saved. 


OHIO NOTES 


Columbus is about to add to its fire equipment 
a number of auto hose-carts. 

Theo. W. Pyle, the local agent at College Hill, 
Cincinnati, has sold his agency to Geo. S. 
Binder. 

A fire limits ordinance is being seriously con- 
sidered by the council of Steubenville, Ohio, 
and will probably be adopted shortly. The city 
has recently installed a Gamewell fire alarm sys- 
tem, which increases the city’s protection. 

Ashland, Ohio, has expended $40,000 improv- 





ing the waterworks. It has installed two new 
beilers and a 2,000,000-gallon pump and ex- 
tended its mains, making a double line of 


mains from the pumping station to the stand- 
pipe. 





July Fire Loss 

The fire loss of the United States and 
Canada for the month of July, 1908, as 
compiled from the records of the Jour- 
nal of Commerce and Commercial Bul- 
letin shows a total of $15,323,750. 

The following table affords a com- 
parison of the losses by months during 
1908 with those of 1906 and 1907: 


1906 1907 1908 
jeaeney --$ 17,723,800 $ 24,064,900 $ 29,582,000 


ebruary 18,249,350 10,876,600 18,489,700 
March 18,727,750 20,559,700 16,723,300 
April .... 292,501,150 21,925,900 26,009,000 
May .... 16,512,850 16,286,300 165,181,150 
june 18,950,650 14,765,000 19,512,000 

WY cocce 12,428,050 18,240,150 15,323,750 





Totals .$390,093,600 $135,718,550 $141,481,500 


Fire underwriters are complaining very much 
regarding the fire losses so far this year. The 
excess shown in our statistics does not represent 
fully the increase in loss to the underwriters 
because the heavy losses this year have involved 
fully insured property more generally than in 
1907. However, the fire insurance companies 
are somewhat helped out by the advance in se- 
curity values, which has been a life preserver 
for several fire underwriting institutions. 





Too many agents fondly imagine that one day’s 


Fire Insurance at Cost 


Dividends on all Renewals 


THE CINCINNATI MUTUAL 
FIRE INSURANCE COMPANY 


LOUIS H. SCHWEER, General Agent 
ASSETS, $131,752.60 


W. S. STERRETT, Secretary 
NET SURPLUS, $1,340.61 


Agents Wanted in Ohio. 
HOME OFFICE: 503-504 Fourth National Bank Bldg., CINCINNATI, OHIO. 








COOPER 


Fire Insurance Co. 
of Dayton, O. 








DAVID B. CORWIN CHAS. W. SCHENK 
President Vice-President 


SAM.L. LA ROSE 
Secretary 





THE CINCINNATI 
UNDERWRITERS 
COMPOSED OF 


The Eureka F. & M. Insurance Co, 
The Security Insurance Company. 


OF CINCINNATI, OHIO 


STATEMENT JAN. 1, 1908 


Cash Capital ...............02ccee ee ceeee0$000,000,00 
Reservefor Reinsurance......... ++» 222,284.22 
Other Liabilities............ 20,200.11 





Wot Surplus ....cccccecrccesccccccccscccce SAB OTAED 


158.93 
ADAM BENUS, Sec’y. 


Tora. ASSETS........ 
P. A. ROTHIER, Prest. 


ee ete Oe et woes 





THE SPRINGFIELD UNDERWRITERS 


MUTUAL Fire INSURANCE 


CoMPANY 
SPRINGFIELD, OHIO 


ORGANIZED 1902 


N. H. FAIRBANKS, pncsv. 
M,L. MILLIGAN, racas. 
E. C. PRICE, auvivon « Vv. Prcer. 


JOHN G. WETZEL, szo'ty. 


AGENTS WANTED AT ALL DESIRABLE POINTS IN OHIO 
CORRESPONDENCE SOLICITED 





ORGANIZED 1851 


NATIONAL 


INSURANCE COMPANY 
Of Cincinnati, Ohio 


G.W.POHLMAN - -_— = President 
EDW.A. WINTER - ~- _— Secretary 
G. W. POHLMAN, Jr. = Agency Manager 





GERMANIA 


FIRE INSURANCE COMPANY 
NEW YORK 


ORGANIZBD 1859 





Cash Capital, - - $1,000,000 00 
Assets, - - - $5,185,649 51 
Net Surplus, - - $ 949,260 99 





HEAD OFFICE: 
Cor. William and Cedar Streets. 











MODERATE LINES ON STRICTLY 
SURPLUS INSURANCE AT TARIFF 


RATES 








UNITED AMERICAN FIRE INSURANCE COMPANY 
MILWAUKEE 

C. W. GREENE, GEN’L AGENT, 159 LA SALLE ST. 
CHICAGO 





ORGANIZED 1876 


The Ohio Mutual 


Fire Insurance Company 
SALEM, OHIO 
Assets - - ° 
Cash Surplus - . 
J. R. VERNON, Pres. 


$917,041.48 
92,811.28 


J. AMBLER, Sec’y 
During its entire history the Company has continu- 


ously fulfilled every estimate of savin 
to the Policyholders ' 


Ohio Business Only Through Local Agencies 


MERCHANTS AND 


MANUFACTURERS 


INSURANCE COMPANY 
CINCINNATI. 


CHARTERED 1838 PERPETUAL 
CAPITAL $150,000.00 
As Datel 272,537.44 

HOLDERS = = 200,575.48 


William H. Calvert, President 
Winfield S. Hukill, Jr., Secretary 


404 First National Bank Building 





INCORPORATED 1849 


WESTERN 


INSURANCE COMPANY 
of Pittsburgh 


FIRE AND TORNADO 





work is a sure cure for poverty. 


TLIC twamrreoe Trew «xr 


CAPITAL = += += + + + $900,000.00 
SURPLUS TO POLICY HOLDERS 436,030.32 
ASSETSco- - - + - « 852,469.75 
LOSSES PAID TO DATB - - 4,186,250.00 


TTATTATCT) tarry T°RVre rT 


ORGANIZED 1867 


GERMAN FIRE 


Insurance Company 
of Wheeling West Va. 
Cash Capital $200,000.00 Net Surplus $222,604.62 


WM. F. STIFEL, President 
F, RIESTER, Secretary 
Ss. WV. RICE, Supt. of Agencies 
DANA E, LATIMER 
WILLIAMSON BLDG. CLEVELAND, OHIO 
Special Agent for 





Ohio, Indiana and Michigan 
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not to repeat the proposition as it 
might cause a fire. “What’s the odds?” 
he says, “it’s insured.” 

“Beware of your friends” is a motto 
that some believe in. A short time ago 
a friend of mine gave a friend of his 
a letter of introduction to me, at the 
same time saying “use him well, he 
wants some insurance.” I got the in- 
surance all right and have paid for it, 
the amount eighty dollars. The gentle- 
man has left town, the insurance has ex- 
pired and I am guessing where I come 
in. I wrote my friend telling him my 
experience. He, of course, was sur- 
prised, hoped it would come out all 
right, said if he had thought the deal 
would turn out this way he would have 
given the letter of introduction to 
Guenther. However, he might have an- 
other chance and if he has, Guenther 
will be the next victim. 


MICHIGAN AND INDIANA 


COMMENTS ON THE MEETING 
“Old Detroiter” Feels That the Agents’ 
Annual Gathering Was a First 
Class Stimulator 











Detroit, Mich., Aug. 10. — (Special 
Corespondence)— It takes a long time 
to wake up some people who are real 
good and want to assist others in doing 
good works. We get trotting along 
at a gait that seems to fill the bill, sat- 
isfying ourselves and others that our 
way is the best and until we get a 
punch from the fellow behind we don’t 
realize the necessity of going faster or 
changing our habits. The last meeting 
of the Michigan Association of Fire 
Insurance Agents held at Saginaw 
demonstrated that a little pushing and 
punching would wake up some good fel- 
lows and get them to put on more 
steam, thereby helping’ the other fel- 
low who was trying to put a real good 
thing in motion, so that results could 
be realized. I think there was more 
real ginger injected into the agents who 
were at Saginaw last week than at any 
meeting the Michigan association has 
held. Something was doing all the 
time. Every one acted as though he had 
a part and was willing to do it. The 
new Officials have promised to make 
good the coming year and I will be 
very much surprised if the association 
from this time on does not show an 
increase in membership. The different 
committees are going to work with a 
view of showing the members that they 
are there for a purpose. The new com- 
mittee on state organization is already 
laying out plans on an educational basis 
to interest agents. The new president 
has asked the chairmen of committees 
to offer suggestions that he may adopt 
in the interest of the association so 
that things really look good. Michigan 
has about 1,100 agents and it does seem 
that the association should have at least 
400 out of the 1,100. Another matter of 
interest is the fact that specials are 
offering to do something in the way of 
helping increase the membership. I 
-_ that the association has got new 
ife. 


There have been quite a number of 
fires of mysterious origin in Detroit 
lately, the Lichtenberger elevator and 
the Riverside storage paper warehouse 
being two where there was some in- 
dication of incendiarism. 


The Hartford Fire has appointed 
Burtenshaw & Sibley agents. This is 
a new firm which succeeds Fred Paige 
as district agent for the Hartford Life. 
They intend doing a general insurance 
business. A real good company is not 
well placed in Detroit now unless it 
has four agents. 


Chas. Raymond of Raymond & Ray- 
mond is a national golf player. He is 
devoting considerable of his time just 
now to entertaining outside golfers. He 
also has Grand Rapids to look after. 
He says his family likes trophies and 
he can get more by playing golf than 
in any other way. Again he says if 
business interferes with golf, give up 
business. 


Some agents in Detroit claim they 
are doing business. Having very little 
to do myself I have been visiting. Up 
to this time I have found none that 
were really busy, perhaps I have not 
got in the busy office yet. The con- 
dition of trade in Detroit is fair. The 
manufacturing interests are not driving 


. * + very hard. Surplus stock is being 
There ought to be a law that should | Worked off, consequently insurance 
apply particularly to cigarette smokers. lines are being reduced. Detroit is 


holding its own, I think, with any. 


Last week the Houghten-French Com- Op DETROITER. 


pany had a serious fire caused from 
boys smoking cigarettes and throwing 
the stubs into a pile of rubbish. Loss 
to the insurance companies about $5,000. 
I understand that the burning of two 
elevators in Chicago last week was 
from cigarette smokers’ carelessness. A 
few days ago I was going down one of 





Michigan Agency Appointments 
L.& L. & G., N. Y.—J. N. Wallace, Pellston. 
Metropolitan—Hiram F. Hatch, Jackson. 
National, Pa.—P. W. Creaser, Alma; R. R. 
Durham, Corunna; Boyd & Steward, Kalkaska; 
. R. Jameson, Mt. Pleasant. 

Ohio German—Jacob Guthard & Son Com- 
pany, Hugh T. Scullen, Detroit. 


our streets when I saw a messenger i ge ol 5 mee. baie rs - 
: . : yal, Eng.—Edwin C. axwell, Carleton; 
boy, who was anxious just at that time R. E. Jossman, Clarkston; F. P. Bohn & Co., 


to get to work, throw his stub of a 
cigarette into an open grating full of 
light and inflammable rubbish. I sug- 
gested to the kid that it would be well 


Newberry. 
Royal Exch.—D. M. and J. C. Lowe, Corrun- 
na: J. N. Wallace, Pellston. 
Springfield—W. M. Drury, White Pigeon. 
Scott. U. & N.—John Farrow, Sturgis. 


Michigan 
Fire and Marine Insurance Co. 


OF DETROIT, MICH. 
STATEMENT JULY Ist, 1908 








ORGANIZED 1881 














Assets : FY : 2 : $1,156,305.01 
Capital 3 3 3 PF} F] le J 
Losses Paid : Fy FY : §,480,000.00 
JULY Ist 1908 
om ASSETS LIABILITIES} 
ashonhandandinbank $ 34,969.01 Capital Stock $ 7400,000.00 
City and County Bonds 421,533.60 Amount required to Rein- . 
MortgagesandRealEstate 503,063.00 sure allout-standingrisks 448,081.58 
Real Estate 90,062.47 Losses unadjusted and 
Interest due and accrued 11,612.63 not due 37,729.51 
Due from Agts. andothers 95,064.30 Net Surplus 270,493.92 
$1,156,305.01 $1,156,305.01 
M. W. O'BRIEN, F. H. WHITNEY, ~~ E. J. BOOTH, E. P. WEBB, 
President. Viee-Presideat. Ass’t Secretary. 








MICHIGAN COMMERCIAL 
INSURANCE COMPANY 


(FIRE) 
LANSING, MICHIGAN 


Total Assets ” - - $1,041,817.24 
Surplus to Policy Holders 410,392.88 





F. A. Hooxer, President 
Rosert HENKEL, Vice Pres. 
A. D. Baxesr, Secretary 


B. L. Hewett, Asst. Secy. 
RatrpH Raw .incs, Asst, Secy. 
D. W. Anprews, Supt. of Agencies, 


Automobile Insurance 


AGAINST 





FIRE: Any cause; anywhere 
WRECKAGE: While in Transportation. 
THEFT: Including Robbery and Larceny. 


VALUED POLICY: No Co-insurance required. NO RESTRICTION on Storage or 
use of Gosoline. 


Insurance Company of North America 
J. S. CROSBY & CO., Michigan Managers, Grand Rapids, Mich. 


Agents Wanted in Every City and Town 


Jacob Guthard & Son Co. 


95 Fort Street West, Detroit, Mich. 











SURPLUS LINES 


Solicited on desirable Michigan business for the GLOBE & 
RUTGERS, SOUTH EASTERN ASSOCIATES and other reliable 
Companies. 














Indiana General Agency for Indiana Agents 


GEO. M. COBB & CO., 


OF THE 
Globe & Rutgers Fire Insurance Company of New York 
Cosmopolitan Fire Insurance Company of New York 
Pacific Fire Insurance Company of New York 
German Union Fire Insurance Company of Baltimore 
Insurance Underwriters Agency of the Spring Garden Insurance Company of Philadelphia 
Also the London Guarantee & Accident Corporation, Ltd., of London, England 





General Agents 
for Indiana. 


Agents wanted at all points in Indiana where not now represented 
All business reported direct to Indianapolis 
All agents are given the benefit of the entire capacity of our office 


Newton Claypool Bldg. INDIANAPOLIS, IND. 
Ohio Indiana Michigao Wisconsin 


The James A. Jones Agency, Inc. 


GENERAL AGENT 


Granite State Fire Insurance Co. of Portsmouth, N. H. 
Capital Fire Insurance Company of Concord, N. H. 
New England Underwriters’ Agency of Concord, N. H. 


Union Companies writing a general business. 


AGENTS WANTED 
Union Trust Bldg. Detroit, Michigan 





Mionesota 


oe 
oe 
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W'msburg City Fire, N. Y.—R. F. Fox, 
Mancelona. 

Westchester—G. H. Patrick, Mackinaw. 

Atlas—Ignatius Reagan, St. Ignace. 

Assur. Co. of Amer.—W. G, Titus, Lansing. 

Capital—E. Van Tuyl & Co., Bay City. 

Concordia—Bullock & Gasser, Sherman. 

Farmers & Merch.—Robert Peters, Marquette; 
James Duffy, Munsing. 

Glens Falls—H. F. Hatch, William Gillan, 
Charles Henman and W. H. Quivey, Jackson; 
C. W. Bowen, Traverse City. 

German, W. Va.—T. McK. “Hull, Jackson. 

Girard—A. W. Green, Corunna. 

Northwestern F. & M.—Dyer-Jenison-Barry 
Company, Ltd., Lansing; Patterson & Weadock, 
Saginaw. 

N. W. Nat’l—John Weersing, Holland; G. 
Gunnison, Jackson; Carver, Mason; & 
W. Corliss, South Haven. 

Norwich Union—J. H. Hall, Port Austin. 

Security, Ct.—Mrs. E. C. Crane, Camden; J. 
A. Sullivan, Ironwood. 

Aachen & Munich—G, S. Loveland, Kalamazoo. 

Amer. Cent.—J. M. Earle, Hermansville; 
A. Packard, Powers; R. O’Brien, Grand 


Marias. 

Atlaa—W. R. Northrop, Escanaba; E, H. 
Jewell, Manistique; W. E. Hamilton, Charle- 
voix. 

Capital—H. H. Smith, Caro; H. F. Marx 
Company, Port Huron; J. . Lieberman, St. 
Clair. 


Cooper—Carrie A. Bouchard, Cheboygan. 
City of N. Y.—George Bonnell, Owosso. 
Dubuque—I. A. Losey, Bay City. 
Guardian—O. G. Quick, Manistique. 
State of IllL—C. O. Loring, Owosso. 
L. & L. & G., N. ¥.—Abram Ricaby, Ben- 
ton Harbor; John Shira, Jr., Pellston. 
Mercantile—R, E, O’ Brien, Grand Marias. 
Northern, N. Y.—C. E. Densmore, Bellaire. 
N. W. Nat.—W. W. Lewis, Eaton Rapids. 
Ohio German—A. C. Harris, Detroit. 
Pennsylvania—August Schmidt, Frankfort. 
Phoenix, Eng.—T. C. Bates, Negaunee. 
Queen City—W. S. LaLonde Land & Insur- 
ance Agency, Sault Ste. Marie. 


St. Paul—E. M. Chamberlain, Newberry; 
Bennett & Chase, Jackson. . 
Westchester—T. D. Campbell, Bay City. 





Indiana Agency Appointments 


Agricultural—Underhill & Geiger, Hartford 
City. 
American—W. A. Brooks, Alton; C. T. Man- 
ley, Laurel. 

Citizens—McGaughey & Tyson, Logansport. 

Fidelity—W. L. Christy, Reynolds. 

Firemens, N. J.—Wm. Willis, Sullivan; J. E. 


Fisher, Newcastle; Hazelrigg & Todd, Terre 
Haute. 

Franklin—G. S. Pleasants, Vevay. 

German, Ill.—Graham Insurance Agency, 
Decatur. 


German, Pa.—Clinton Murphy, Rockville; W. 
W. Maholm, Shelbyville. 

New Hampshire—Ed. L. Pomeroy, Valparaiso. 

North B. & M., Eng.—W. S. Henderson, 
Rochester. 

Northwestern F. & M.—Weiler & Stein, Terre 
Haute; J. A. Watson, New Albany. 

Mich. Com’l—F. ‘'R Levering, 
James Cochrane, gn 

Milwaukee—J. Swihart, Rochester. 

Old ho peel CG Ewing, Rochester. 

Phoenix, Conn.—Edwin Howe, Hymeria; J. 
Silvers, Lyons. 

St. Paul F. & M.—G. A. Gagg, Terre Haute; 
The Brockenbrough Agency, Lafayette. 

Scottish U. & N.—J. C. Holtselane and M. 
A. Mooreland, Newcastle. 

Southern, La. —Kinney & Kinney, Columbus; 
I. N. Harlan, Indianapolis. 

Western, Pa.—Peoples Realty Company, Wash- 
ington; Mooter & Dayer, Terre Haute. 


Lafayette; 





Kalamazoo Fire Protection 

Kalamazoo’s water supply could eas- 
ily be pumped out in less than 30 
minutes and in case of fire, if the 
asylum was called upon for help, that 
institution’s supply would be distress- 
ingly law in less than 20 minutes. In 
less than an hour the firemen would 
have to stand idly by for want of 
water while the entire city was being 





swept by conflagration. Such was the 
gist of a report made by Fire Com- 
missioner Knight at a recent meeting 
of the common council of Kalamazoo. 
Superintendent Reed of the waterworks 
suggested as a means of relief that 
the city make arrangements to connect 
with the water supply of the Bryant 
and the Superior Paper companies’ 
tanks and it was voted to take such 
action at once. The city’s supply of 
fire hose is inadequate to cope with 
a big fire and it has been recommended 
to purchase 2,000 additional feet. 

Fire commissioners of Kalamazoo 
have voted that there will be no more 
shipping of the city’s fire fighting ap- 
paratus out into the country, leaving 
the city without its usual protection. 





Will Not Retire From Gary 

It is not likely that there will be any 
withdrawal of insurance companies 
from Gary, Ind., on account of the re- 
cent fire, as the city officials have al- 
ready taken steps to protect the ter- 
ritory south of the Wabash tracks 
which comprises the danger zone. 
There may be some cutting down of 
lines by the local agents on advice of 
their companies, but none are expected 
to withdraw. 





Mapping Out Plans 

President O. A. Jenison of the Michi- 
gan Agents Association and Secretary 
Eldridge of the same body made the 
trip together from Chicago to St. Paul 
on the special insurance car that went 
to the St. Paul convention and spent 
part of the day in mapping out the 
work of the Michigan association for 
the year. It is expected that there will 
be more life in the Michigan association 
this year than there has been in the 
past. 





MICHIGAN NOTES 


East Lansing has voted to bond for $10,000 
for a waterworks and sewer system. 

The insurance business of Isaac Ver Lee has 
been transferred to Gerrit Veneklasen and Cory 
Dykwell, at Zeeland, Mich, 

A recent test was made of the waterworks 
system in the village of Hartford, Van Buren 
county, Mich., which showed a water shortage of 
50 percent below the capacity of the pumps. It 
is proposed to lower the pumps some 15 feet, 
bringing them nearer the water line. 





INDIANA NOTES 


New Castle is figuring on erecting a 700,000 
gallon reservoir for fire protection purposes. 


The absence of ground wires for telephones at 
Keystone, Ind., caused fire losses by lightning 
Aug. 5 

J. H. Miller has been appointed stamping sec- 
retary at Lafayette, Ind., succeeding R. 
Levering, resigned. 

R. E. Breed, the well known Marion, Ind., 
insurance man, left Monday for a vacation in 
the Rockies and will not return until it is time 
to vote. 


Recent consolidation of agencies leaves Bluff- 
ton, Ind., fire insurance business almost entirely 
in ‘the hands of three agencies. The Union 
Savings & Trust Company, B. F. Buckner, man- 
ager, is union, and the Greek agency and 
Hitchcock & Fetters are nonunion. ~These three 


ORGANIZED 1870 
Tr Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


LONDON & 
LANCASHIRE 


FIRE 





TotalAssets - - - 5,445,820.95 


GEORGE BRUMDER, President 

GUSTAV WOLLAEGER, Jr,, Vice-President 
FRANK DAMKOEHLER, Secretary 

W. C. HUGHES, Supt. of Agencies 


Of Liverpool, England 


CHARLES E. DOX, Manager 





ery & SAGE, General Agents for Mich’ 








Western Department poor ag Whitney Opera House Block, 
c - 
174 La Salle St., Chicago, Ill. wae err Le : sDeteoit 20'S. 
FIRE INSURANCE 
TORNADO COMPANY 





OF BROOKLYN, N. Y. 


Western and Southern Department, 203 La Galle Street, CHICAGO 





J. H. LENEHAN, General Agent CHAS. R. STREET, Ass’t General Agent 


The Delaware Fire Insurance Co. of Dover, Delaware 


R. A. RICHARDSON, President. 








Ww. D. Denney, Secretary. 





Gen’! Agt. for the United States 
61 WILLIAMS ST., N Y. 


Capital $200,000.00. Vedder Underwriter Co. © 





H. G. Buswell, Cook County Manager, Chicago F. C. Sammis, State Agent, Minneapolie 
W. S. Wolverton & Son, State Agents, Oklahoma City 


Gorham-Braden Company, General Agents 





40 South Fourth St., Minneapolis, Mino, 
Camden Fire Ins. Assn. of Comden, I. 5. County Dice ins, Co. of Pepiadsighta, Po. 
Hawkeye Ins. Co. of At Des Met reins. runswick, BJ 
New Amsterdam Casuclty Co, of Now York, N.Y. ilineie Serety Cresesey i Conan HE 


Agents Wanted in Minnesota and Wisconsin 


VIRGINIA STATE 


INSURANCE COMPANY 
OF RICHMOND 


Geo. L. Christian, President 
Robert Lecky, Jr., V. Pres. and Sec'y 
Assets - - - $891,468.82 
Surplus to Policyholders 309,880.08 
Agents Wanted in Illinois 
SHIPMAN & WAYNE 


General Agents 
GEO. L. PLATT, Special Agent 





Louisville Insurance 
Company 


FIRE AND TORNADO INDEMNITY 





In business continuously under the same 
management since 1872. 


Application from leading agencies solicited. 


Henry P. Magill & Co. 


General Agents 

















agencies represent fifty-eight companies. 159 LaSalle Street CHICAGO 184 La Salle Street Chicago 
For Local A only af h han: ‘urnish you 
qn eqpovenl oe By “+0 ‘000 ory —~ ay! poy Mh that f— | 





Cash Assets - 
Liabilities - 
Capital and Surplus 


P. L. Hoadley, Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 1846 


- 4,879,123 38 


CHAS. E. SHELDON 
Manager Western Department 
Rockford, Il. 


$7,230,738 17 


- 2,351,614 79 
Jas. H. Worden, Seo’y. 





























covering up to 

American fire only through our office. te binders given. 10% commission —_ to 
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REPORT ON FIRE PROTECTION 








Tests Show Electrolysis at Work in 
Peoria—Other Defects Are 
Found in the System 





Owing to the numerous fires that 
have occurred in Peoria, Ills., during 
the past few years, the report on the 
pressure and water supply of the city, 
just made by the rating bureau, is of 
much interest to companies. There is 
a direct pressure system of water 
works with intermediate reservoir, pri- 
vate ownership. Three Worthington 
vertical compound condensing pumping 
engines with a capacity of 7,000,000 gal- 
lons each per diem; reservoir is brick 
and concrete with capacity of 19,000,000 
gallons. There are ninety-five miles of 
mains from four to thirty inches in 
diameter. A plat of the system indi- 
cates a small amount of short lengths 
of four-inch pipe in the mercantile sec- 
tion, which is not considered to be a 
serious detriment to the system on ac- 
count of the 8, 10 and 12-inch pipe in 
the cross streets and the pressure main- 
tained on the system. There are 1,171 
hydrants of the Ludlow type, excep- 
tionally well located and apparently 
have good care and attention. The 
pumps were installed in 1892, and are at 
present in good condition, they having 
been recently overhauled. 

+. ~ * 


The design of the distributing system, 
in general, gives very satisfactory re- 
sults in the tests for efficiency of the 
flow, but the main supply pipe being 
single and deteriorated by electrolysis, 
no assurance can be placed upon the 
maintenance of such favorable condi- 
tions. The piping system, as a whole, 
has been seriously affected by electroly- 
sis which is considered to be due to 
the condition of the return conductors 
of the street railway company. Several 
tests were made on the system, which 
indicate the presence of electrolytic ac- 
tion. Records and specimens of the 
water works company show conclu- 
sively that leaks causing complete shut 
downs of the plant, have been occa- 
sioned by the behavior of electrical cur- 
rents upon the piping distribution. The 
single 30-inch supply main alone has 
suffered three ruptures during the past 
two years and nineteen serious leaks in 
the past seven years. The general con- 
dition of the pipe is regarded as unre- 
liable considering the service to be per- 
formed. 

Pressure is considered to be inade- 
quate in the higher altitudes of the resi- 
dential sections, but this is partly off- 
set by steamer service. The water 
works does not cover all of the im- 
proved property of the town; however, 
the company is making extensions this 
year which will provide for better pro- 
tection in the residence section. The 
following risks are outside of city fire 
protection: 


x + * 


Peoria Buggy Co., Central Railway 
Co. (car barn—Prospect Heights), 
Cereal Sugar Co., Keystone Fence Co., 
Clark Bros. & Co., Distillery, Iowa Ele- 
vator, Woolner Distilling Co., Ameri- 
can Milling Co., Acme Harvesting Com- 
pany. 

The following risks are considered as 
having inadequate city fire protection: 

American Spirit Manufacturing Co. 
(Monarch Distillery), H. H. Schufelt 
Rectifying House, E. Godel & Son 
Packing Co., Peoria Packing Co., Stand- 
ard Distilling Co. (Peoria Malting 
plant), Clark Bros. & Co,, Rectifying 
House, American Spirit Manufacturing 
Co. (Great Western Distillery), Glucose 
Sugar Refining Company. 

_The railway tracks paralleling the 
Tiver seriously intefere with the ap- 
proach and the operation of the fire de- 
partment in the most important parts 
of the manufacturing district. Owing 





to the immense freight traffic and the 
numerous tracks, crossings are likely to 
be seldom open. Outside aid may be 
obtained from Bloomington, forty miles 
distant. 





Davis to Enter Field Work 

J. E. Davis, who has been for some 
time past an examiner in the western 
department of the Continental, has been 
appointed special agent for the com- 
pany in southern Illinois with headquar- 
ters at St. Louis. Mr. Davis was form- 
erly compact manager at Helena, Mont. 





Johnson to Leave the Business 

S. J. Johnson, Jr., formerly with the 
Western Factory Association, who 
went with the Providence Washington 
in Illinois, May 1, has decided to em- 
bark in another line of business and 
will quit field work. 





Wisconsin Agency Appointments 
Aetna—Joseph Miller, Brillion; R. C. Kelly, 
Brandon. 
Adirondack—Eric Anderson, Eau Claire. 


Agricultural—R. H. Marston, Appleton; H. 
J. Smith, DePere. 
American—Thomas Reilley, Stevens Point; 


John Konkal, Hatley; E. O. Erickson, Stetson- 
ville; Morse & Tradewell, Antigo; E. J. Hoeft, 
Caroline; F. E. Seaver, Symco. 
Amer. Cent.—S. Darwin, 
A. L. Weisbrod, Weyauwega. 
Calumet—Frank Leake, Wausau. 
Com’l Union, Eng.—William C. Seim, Edgar. 
Continental—L. J Aschenbrenner, Park 
Falls; C. L. Wackman, Brooklyn; A. F. Gramm, 


Mount Horeb. 

Cosmopolitan—S. L. Gothompson, Albany; 
William Albrecht, Jr., Wausau; S. A. McGraw, 
Soperton. 

Cooper—D. W. Lawler, Appleton. 

Fidelity—L. J. Aschenbrenner, Park Falls. 

Firemans Fund—Joseph Roper, Superior. 

Germania—H. W. Chase, Eau Claire 

Germantown Farmers Mut.—E. H. 
Weyauwega. é 

German Union—F. W. Wonn, Platteville. 

Guardian—E. A. Burke, La Crosse. 

State of Pa. — Barnes-Weesner 
Rhinelander. 

Lumber—Eric Anderson, Eau Claire. 

Mechanics—Loren C. Robeck, Marinette. 

Mercantile—S. J. Darwin, Grand View. 

Milwaukee—E. J. Bates, Menomonie. 

National Union—Blyton & Burroughs, Sparta; 
Amdrew W. A. von Berg, Mosinee. 

New Brunswick—G. B. Marvin, Jr., La 
Crosse. 

New Hampshire—A. E. Hermann, New Lon- 
don. 

N. W. Nat’l—L. O. Tilleson, Elk Mound; 
W. E. Sauerhering, Hartford. | 

Pa. Fire—C. R. Clarke, Cambridge. 

Phoenix—W. F. Howard, Greenwood. 

Security, Ct.—J. A. Raup, Phillips. 


Grand View; 


"Whitney, 


Agency, 


St. Paul—O. W. Brazeau, Lena; B. J. Stal- 
lard, Humbird; I. C. Ruff, Belleville; F. H. 
Barber, Withee; J. E. Crowley, Prairie du 


Chien; Buehler & Ganz, Alma. 
Southern—C. E. Emmerling, Watertown. 
Western, Pa.—D. P. Steinberg, Appleton; W. 
C. Bratz, West Bend. 





Will Likely Have a Conference 

Superintendent Potter of the Illinois 
insurance department has already taken 
cognizance of the appointment of a 
special committee of the Illinois State 
Board to meet with the department on 
matters of mutual interest and has 
asked Special Attorney O. B. Ryon of 
the insurance department to get in 
touch with the committee. It is likely 
that a meeting will be arranged for in 
Superintendent Potter’s office at Spring- 
field in the near future. 





Report on East St. Louis 

Report on the fire protection of East 
St. Louis, Ills., shows that the pumps 
and mains are in satisfactory condition. 
Pressure tests taken at various points 
on the distributing system indicates that 
there is a good circulation with suffi- 
cient volume and pressure for fire ser- 
vice. The fire department is considered 
deficient in both men and apparatus for 
the values to be protected. The con- 
flagration hazard is imminent, owing to 
frame ranges, wooden roofs covering 
large areas and the noticeable lack of 
fire doors, hatchways and protective 
openings and exposures. A _ building 
ordinance permits of large iron-clad 
buildings, also iron-clad front and rear 
to mercantile buildings and, as a whole, 
are not strictly enforced. Electric wir- 
ing systems are of good construction in 
the new equipments, but in many in- 
stances are hazardous in the older in- 
stallations. Electrical wiring is in- 


spected by the city electrician and is in 
accordance with the National Electrical 
Code requirements. All new work must 
be inspected before the lighting com- 
pany is allowed to attach their lines to 
the equipment. 





Electric Ordinance for Madison 

The city council of Madison, Wis., 
has just enacted an electrical wirin~ or- 
dinance, modeled after the one sub- 
mitted by the underwriters’ bureau in- 
spector some time ago. The provision 
requiring periodical inspection of old 
work was omitted, but the inspector 
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may compel the rewiring of old systems 
where extensions or alterations are 
made. It is believed that old and de- 
fective wiring may be gradually elimi- 
nated in this way. The standard for 
wiring at Madison has been of the low- 
est grade and there is much work in 
store for the inspector in the matter of 
instructing local wiremen how to make 
installations in a workmanlike manner. 
The ordinance is to be administered by 
the gas and electric inspector, whose 
duties have heretofore included the test- 
ing of meters. An instructor in engi- 
neering connected with the University 
of Wisconsin is the present incumbent 
of the office and seems anxious to prop- 
erly perform his duties. 





Confesses to Judgment 


The Illinois National has confessed 
to $4,225 in the loss of the Creal Springs 
Milling & Elevator Company at Creal 
Springs, Ill., rather than stand trial. 
It is understood to be in the nature of 
a compromise. 





Illinois Agency Appointments 
Agricultural— Wm, Butterworth and Wm. D. 


Petzel, Chicago 
~ C. Vulbrock, New Minden; C. E. 


American 
‘oyle, Gridley; B 


Tickner, Mt. Erie; Alice ia Cc , 
P. Andrews, Fayette; Fred Brant, Lakewood; 


M. O. Atterbury, Oakf ford; W. E. Burke, Iola. 

Pe ewark, "Gre —j. ‘i nueginm, 
apin; ’ 

a 4.3 i. rescent City; F. 


Duna, Kinsman; Donald 


& Dodd, Hidoreda; fi Taylorsville; 


Magner, 
| 2 Epperson Bluford 1 B Lo Loman, Emmer- 
sonville; O. F. K Kemp, Weg Hammond; 
Hive eptave, Raleigh; G. A. Gozters Hamj 
Hogsett, ’Prairie; od My 
vile; oo Knudson, Farmingdale. £ 
and 3c Dinthman, Vergennes; W. hy, 
- olis; C Bi ee, Hill; 
oure, Biscounty; Bernar Ruther, St. 
Libary W. G. Boney, Edinburg; J. F. Kruse, 
ory c C ory ear: 
mer. Cent.— ech, Browni 
Marshall, Spava. mS % 
Amer. Natl.—Voelker & Wolf, East St. Louis. 
Atlas—Durst & Schwartz, Wauke: an. 
Calumet—A. C. Leinbach, Sterling; 
Hiner, Urbana. 
Pe ie Wall, 
Equitable F. & M 
Sullivan, Chicago; 


on; 
ond- 
a Couch 
eenan, 
W. H. 


G. E. 


Spring Valley. 
‘—Wm. J. Lacy and James 
Miss Grace Kimbrough, 
Carthage. 


Fire Assn.—Wayne Hummer, LaSalle; E. W. 
Twenhoefel, Belleville; C. W. Beers, Waynes- 
ville; Emanuel Schwartz, Waukegan; O. W. 
Gibson, St. Francisville; G. W. Lane, Joliet. 

German Alliance—H. B. Boyer, Champaign. 

Ger. Amer., . Y.—Hamilton & Cherry, 
Carbondale; H. B. Boyer, Champaign; J. G. and 
| Comley, ane. 

ermania— -. Kahney, Cissna Park; Mrs. 
Alice L. Coyle, dsidian ” 

Hanover—J. F. penser, Coulterville; J. P. 
Williams, Salem; N. ay, Steeleville; Fred- 
erick Rupp, Tamaron; x Gaun, Waterloo, 

Hartford—Mrs, Hetty Fuller, Wauconda; G. 
W. Gwin, Altamont; Albert and = L. Snyder, 
— Marion Watson, Arthur; Judd, Zion 
City; E. Surety Pleasant Hine ‘A, H. Wilt- 
shire, Batiwics E. Rawson, Greenwood; Miss 
Ella Y=» tee hy and Ray N. Lloyd, Chica 

Home Insurance p Hlogd New York, N. _ ™ 
Walter G. Young, lo: 2 Beach, Albert 
Haentze and Chas. Whee apd Chicago; Ger- 
hart Henry, Binds %. R. Neal, Willow Hill; 
Albert and Erven L. fs ~ Arcola; 
Bennett, Westfield; J. Sanford Coulterville; 
Wayne "Hummer, LaSal 4 Wm, 9) Houle, Ke- 
wanee; H. P. Steffens, West Liberty; Robt. H. 
Campbell, Virginia; Coe & & Stout, vesdale; , a 
= Karraher, Moun J . Dutton, Junction; 

F. Gedelman, Freeburg; Cc. E. Hel = Hinds- 
Be John Bain, Chicago; Boggess & Olmsted, 
Catlin; Bonges & Hatten, C Cedar P Point; O. A. 
ohnson, Lee; J. G. Williams, Macedonia; Ww. 

‘ame, Doe — PR 

tate o — George mm Chica 
A. Graves, Libertyville; R Wray, eid: 

Graves, Pontiac. 
L. G.—Benjamin C. Toler, Astoria; J. 
cnet: $ o-- Pak _— 
ra apin; Joseph an 
L._ Lay, Golconda. ‘ . 

Lumbermens—E. Delano, Bloomington. 

Mechanics—E. Delano, Bloomington; L. B. 
Ski ichigo — 

ichi M.—Albert and Erven L. 
Snyder, - ad ; a & Lamb, Tuscola. 

ilwaukee—G. E. Rosene, Cambridge; John 
Homer, Carlinville; Bell E. Boyle, Shannon; J. 
M. Crabb, Warren; J. S. Woe Litchfield. 

National Ct.—F. J. Hrdlicka, Sibley; J. T. 
Toohey, Strawn; Dietrick & Beliows, Zion City; 
E. Brown, Tiskiliva; C. Roy Hansen, Fulton; 
F. R. Dickerson, Riverton; F. W. Bloomer, Joy; 
C. R, Eagle, Benld; S. E. Welch, Blandinsville; 
e. E. Merslahn, Wheeler; J. H. Gibbons, St. 


Nail. Union—C. H. Brown, Ashley; J. H. 
Wallace, Moline; K. C. McNeill, Chandlerville; 
New Hampshire—J. P, Lewis, Marion; B. 
Rotramel, gee % P. Williams, Salem; F. J. 


Hendricks, Wood 
me ap x Maley, Oakford; E. R. 
Branson, Petersburg; M. P. Hoover, Alvin; Mary 
A. Breen, Chicago. 
Northern, Eng. ie Jesmee, Raymond. 
Norwich Union—W. ead, ren 
Pennsylvania—J. E. Miller, * Mitledgevdlie; Har- 
ty Gardner, Sullivan; C. A. and O. E. Smith, 


rry 





North Chillicothe; Maxey & Hoffman, Wood 
River; A. L. Pierson, Carrollton; W. G. Young 
and F. J. Beach, Chicago; D. J. Colgan, W om- 


ing; F. P. towne, Harristown, J ray, 
Belvidere; M. Y= Brighton. 

Pleats: Jobe A. Holmstrand, W. G. Young 
and F. J, Beach, Edward S. Gregory and Mahlon 
Updike, Chicago; Maxey a Wood 
River; B. L. Hughett, Bentley; ‘ & Hawkins, 
Dix; G. A. Noon, Findlay; Smith, Gar- 


rett; David Myers, Leaf River; Henry Harstman, 
New M Minden; S. Ww. Morrison, Niantic; A, R. 
Harseim, Secor; D. A, McArthur, Glencoe. 
Phoenix, Ct.—Casper and Geo. H. Bechtloff, 
Normal Park; Ha A. Leonard and John E. 
Harrison, Hyde Park; Girard A. Mavon, Engle- 


wood. 
Roch. German—Dennis & Keady, Normal; 
Kegieones | A — Sprin 


eld. 

Royal E A. Mavon and Mathew A. 
Po — Rng Chica, 

cot. U. & N.—Herman W. Harrison, Chicago. 

Security, Ct— A. L. Arthens, Cambridge dee; J. 
W. Stewart, Rock Island; Chas, one, : 
Charles; W. A. McConnell, Richmond; 
Murphy, Geneva; r R, Moore, Chicago. 

Springfield—J. W. Hoffman, Mackinaw; T. A. 
Burt, Urbana; C. F, Stubblefield, Stanford; O. 


ie Calkins, Martinton; C. T. Hart, Maywood; 
A. Hueman, West McHenry; C. E. Hubbard, 
Ferris; J. O. Wade, Loraine; Griggs & Holland, 
Marion; James Bennet, Waterloo; B. C. C. Getzel- 
man, Algonquin; V. J. Olson, Nekoma. ; 
Spring Garden—C, L. Maxwell, Champaign. 
Svea—Klee, Rogers & Co., Chicago; ohnson 
& Reyburn, Peoria; F. W. Pudever, Belleville. 
Sun, Marion. 
United Firemens—I. r 0. Brokaw, Princeton. 
Walla Walla—Henry Schreiner, Roc« Island; 
A. Hoover, gg ge 
ashington—H. H . Sikkema, Belleville; W. L. 
Niehorster, Chicago; “Phil L. eber, Helleville; 
. F, Yearkel, pens — S. Tyler, Joliet; 
Warner & Hess, Otta 
W’msburg City—Albert Schpeiter, Kankakee; 
Jas. W. Asburg, O’Fallon; F. and A i A 
Conrad, Peotone; J. L. -_— Glaytn; Hi _ 
Moorehowse Mahomet; H. H. Shumate, River- 
We ea Alpha; C. F. Edwards, Coffeen; 
= Bloomington; c. R. Kaiser, 
Sronghursi; T Hudson, Bethany; John Le 
_— Glen nn A. W. Morris, Granite 


land, Odin M. G. Bauer, Milton; R. A. She 
herd, W. F Soper Stockburger, Ai " 
Van Duzer, Mrs. 5 len, Harry Allen, 

P. Barrett, F. J. Betzold, O. M. Brown, 
Cc. H. C. Burlingame, C. A. Hillner, C, M. 
Clark, Dobler & McFadden, A. E. Hart, A. L. 
Hopk: ins, F. S. Horner, Horner & Letts, F. E. 
Humeston, C. - ackson, J. V. Johnson, Wm. 
Johnson, Jas. oslin, Knapp, Barnes & Co., 
: H. Knapp, Ts. McEvoy, C. E. Adams, 

F. O’Connor, Hugo o> . G. Penfield, 
Fawia C. pest. H. H. & N. S. Robinson, C. T. 
ame H. R. Sackett and O. L. Shaw, Rock- 
or 


Bloomington; F. 


Camden—W. C. Mahaffey, ' 
. J. Monroe, Spring- 


W. Kraft, East St. Louis; A. 
field; Gable & Sons, Peoria. 
Equitable—Otto Ludwig, Chicago. 
Ger. Amer., N. Y.—Evensizer t Bloomstrand, 
Clarence. 

Germania—Frank Murphy, Blandinsville. 
State of Ill—Mrs. Jennie A. Allen, 
ford; F. J. Betzgold, Rockford; S. J. Vander- 

poorten, Martinton; Ww. B. Kile, Chicago. 
North America—J. L. Adkins, Ipava; C. M. 
See, Alma; A. A. Pickerell, Buffalo; T. A. 
Baker, Bunker Hill; J. H. Scrotten, Newman; 
William Moulie, Percy; Hugh : urphy, W Water- 
loo; Elijah Etter, Waverly; 
Albion; Z. T. Condit, ny ak G. 
Findlay; R. R. Fowler, Marion; W. R. 
Thompsonville; F. C. Worthington, Aurora. 
State of Pa.—White & Seward, Hillsboro; 
Burge & Burt, “——_ 
Farmer City. 


Londcn—J. am 
af E. Jacobs, Henry; J. W. 


Mich. F. A M 
Baker, Dwight. 

Milw. German—Gould & Wagner, Peru; H. J. 
Livesay, Bloomington; G. . Pool, eoria; 
Newcomber & Partridge, Robinson; August An- 
derson, Kewanee. 

Milw. Mech.—Mrs. Alice L. Coyle, Gridley; 
William Ackerman, Streator; L. J. Garrison, 
Lombardville; C. C. Fonken, Forreston; George 
Sarius, Brighton. 

Milwaukee—H. E. Schreiner, Rock Island. 

Northern, N. Y.—James Rea, Chicago. 


Rock- 


Northern, Eng.—E. L. Gerke, Greenville. 

N. W. Nat’l—F.- W. Krummel, Donnellson. 

Old Colony—P. S. Schmidt, Springfield. 

Phoenix, inc— a & G. aoa Geneseo; C. W. 
Darnell, Plano; Princeton. 

Phoenix, Ct.—W. “Peta Woodlawn; W. 
H. iTedens, Lemont; Pe. . Hendricks, Wood- 
stoc 


Queen—W. T. Sumner, Jerseyville; J. T. 
Brown, Cairo. 

Royal Exch.—T. W. Jones, McLeansboro; J. P. 
Williams, Salem; J. E. Brandon, Albion. 

Royal—H. W. Hanson, eet Kittie E. 
McInnes, Auburn; E. E. Nichols, Waynesville. 

St. Louis—S. E. a ty Charleston. 

Seaboard F. & M G. Eck, Aurora; M. J. 
Hall, Belvidere; E. J. and D. E. Hutchinson, 
Champaign; F. M. Smith, Dixon; S. R. Hazen, 
Galesburg; S. S. Tyler, Joliet; L. R. Hethering- 
ton, Kankakee; W. J. Par La Salle; Miss 
Christine Anderson, Moline: Albert Meierhofer, 
Ottawa; Wm. F. Bryan, Peoria; A. 
and W. Engstrom, Rockford; (2 E. Hodgson, 
Rock Island; m. Ackerman, Streator; A, S. 


Eugene Stevens, PAA, lt campéel re 
. Branson, Exeter; W . R. Price, 
Scrento. 

Svea—W. S. Fisher, Kankakee; M. A. Has- 
senflu, Lacon; C. G. Schroeder, El Paso. 


rmreTreyre ZITTe Cerny rews,y -vAT 


len, Phila—A. A. and E. A. Cress, Hills 


_Washington—A. G. and H. A. David, Carlin- 
ille. 
r Western Reserve—C. R. Miller, Charleston; 
F. E. Thompson, Hillsboro; Frank Cox, Mat- 
teon. 





Champaign Premium Returns 
Some of the agents of Champaign, 


Ill, have reported their premiums for 
taxation, as follows: 

Agent Premiums Agent Premiums 
Stanley Boggs...$ 546 E. H. Frison.... 412 
C. L. Maxwell... 1,404 Roach & Morris- 

R. M. Campbell.. 4,522 BEY ccccccccce ,000 
Mullikin rm- Gus *y. Freeman. 89 

GORE csccce - 1,024 L. F. Wingard... 113 
Chester A. _ Sullivan & lock. 455 

TIS ...2ee++e+- 1,264 Hardwood & 

.. Eagleton. . cose §6088 Gaate cccccescs 4,454 
George A. ae. 638 F. M. Vanneman 73 
W._E. Price.... 2,243 J, F. Hessel. 167 
F. M, Brown.... 350 G. A. Sturdevin 139 
H. M, Miller.... 882 W. N. Hurin.... 224 
J. J. Michael... 224 L. L. Glenn 28 





Company Loses Its Case 

Failure to insist upon a cash pre- 
mium instead of accepting credit does 
not release a fire company from lia- 
bility, according to a recent decision 
of Judge Stevens in the circuit court 
at Madison, Wis. 

Decision was given in the case of 
T. K. Hellerud of Brodhead, Wis., 
against the De Forest Mutual Fire. 
Hellerud asserts that at the time when 
he took out a policy in the company 
he was using gasoline and that he so 
notified the agent, who told him that 
it would be unnecessary to attach the 
gasoline clause. Fire occurred’ soon 
after the policy was taken out and the 
company refused payment on_ the 
ground that the premium had not been 
paid. It was the opinion of the court 
that by extending credit instead of 
insisting upon a cash payment of the 
premium, the company had lulled the 
plaintiff into a sense of security. 





Peru Conditions Ideal 

Fire insurance conditions at Peru, 
Ill., seem to approach the ideal. The 
agents have an organization known as 
the Peru Insurance Men’s Club. R. F. 
Streuver is its president; G. H. Eick- 
hoff, vice-president, and C. W. Helmig, 
secretary. The motto of the club is 
“Honesty and a Square Deal,” and the 
members seem to live up to it, for it is 
said that not one of them has been 
known to cut a rate. 

The manufacturers of the town divide 
their insurance among the various 
agents. The $350,000 line of the IIli- 
nois Lime Company recently went to all 
the agents, each vetting a share accord- 
ing to the number of companies he rep- 
resents. 





Object to Mortgage Clause 

Companies are complaining of the 
mortgage clause required by the banks 
and building and loan associations at 
Rock Island, Ill. They object to this 
clause: “The company’s agent is in- 
structed on behalf of the said mortgagee 
to keep this policy renewed and said 
mortgagee hereby guarantees the pay- 
ment of the premium.” The companies 
claim that under this agreement a policy 
that had expired might really be kept 
alive and there would be no record 
of it. Most companies regard it as a 
very dangerous proposition. 








WISCONSIN NOTES 


The Imperial of Denver, a union company, 
has been licensed in Wisconsin. 

Levi C. Larson gets the Continental, Milwau- 
kee, Milwaukee Mechanics and National Union 
at Clintonville, Wis. 

Almon Smith has been licensed by the Citi- 
zens, Commercial Union, Palatine and Scottish 
Union at Crandon, Wis. 

The Western Factory Insurance Association 
will write a line of $600,000 on the plant of the 
Mitchell Motor Car Company, at Racine, Wis., 
equipped with Niagara-Hibbard sprinklers. 

Commissioner Beedle of Wisconsin may _re- 
voke the Wisconsin license of the St. Paul Mu- 
tual Hail & Cyclone Insurance Company. He is 
investigatin; charges against the company’s 
agents in isconsin. At Chi ~yy Falls, r is 
charged agents misrepresent the cost of in- 





surance to prospective policyholders. 
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Local Agents of North Dakota Get To- 
gether with Thos. Baker, Jr., 
as President 


—_— 


At a meeting of the North Dakota 
local agents held at Fargo last week, a 
state organization was perfected and a 
number of important matters in connec- 
tion with the business were discussed. 
The following officers were elected: 

President—Thomas Baker, Jr., Fargo. 

Vice-President—W. L. Williamson, 
Lisbon. 

Secretary-Treasurer—M. N. Hatcher, 
Fargo. 

Delegates to the National Associa- 
tion meeting at St. Paul—George I. 
Foster, Fargo; C. H. Anheier, Fargo; 
H. W. Montgomery, Minot; W. L. Will- 
iamson, Lisbon, and Thomas Baker, Jr., 
Fargo. 

Another meeting will be held at 
Fargo some time in September, and it is 
expected that a large delegation will be 
present as the North Dakota agents are 
showing a great amount of interest in 
the perfection of a permanent state or- 
ganization. The local agents at Fargo 
will tender the visiting agents a recep- 
tion or a formal dinner. 





TO HAVE PREVENTION BUREAU 





Iowa Men Take Steps to Organize to 
Check Fire Waste—Blue 
Goose Meeting 





The members of the Iowa Blue 
Goose met last week at Arnold’s Park, 
Lake Okoboji, Iowa. The gathering 
was a very enthusiastic one and was 
honored by the presence of Most Loyal 
Grand Gander George C. Main of 
Minnesota who had a very interesting 
talk on the growth of the order. John 
F, Stafford of the Minnesota pond was 
also present and gave a talk. The 
obligation was confered on C. S. Beebe 
of Spirit Lake, special agent of the 
Southern & Guardian and Geo. A. Hol- 
brook of Onawa, special agent of the 
National Union. The initiation feat- 
ures were dispensed with as the two 
goslings were ordered to be present 
at the big Chicago meeting Oct. 9, 
where they will be conducted into the 
full mysteries of the order. 

During the gathering of the field 
men a meeting was held with the idea 
of organizing a fire prevention bureau 
in the state to cooperate with similar 
organizations in other states. Ohio 
and Missouri both have state asso- 
ciations of this kind and one is in 
process of organization in Illinois. The 
bureau will in no way have jurisdiction 
over rates, but will give attention to 
all matters pertaining to the reduction 
of fire waste. A committee was ap- 
pointed to perfect plans for the Iowa 
organizations, consisting of Vice-Presi- 
dent F. M. Rice of the Des Moines 
Fire; H. R. Howell, president of the 
Hawkeye; H. N. Wood of the North 
British; J. W. Warnshuis of the Home, 
and W. W. Waddell of the O. C. Kemp 
General Agency. 





Seeking a Field Man 
Secretary C. Lee Abell of the Union 
of Buffalo is in the northwest looking 
over the field talent preparatory to ap- 
pointing a special agent for that sec- 
tion. 





Business Conditions Improved 

Merchants are placing orders more 
freely both at St. Paul and Minne- 
apolis. Fall trade is expanding and 
agents do not anticipate so heavy a 
decrease in premiums. Building is 
fairly brisk. With harvest quite boun- 
tiful, there is more activity among 
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merchants. Collections are _ unsatis- 


factory. 





Acted as Individuals 

The field men of Minnesota who 
contributed to the fund for entertain- 
ing the visitors at the National. Local 
Agents Association at St. Paul feel ag- 
grieved at the report that they in- 
tended charging the donation in their 
expense account. The field men con- 
tributed as citizens of Minnesota in 
their individual capacity as a matter 
of state pride. There was no thought 
of asking their companies to stand the 
expense. 





Expect Better Conditions 
Crop conditions in Wisconsin are 
generally good. Agents feel that if 
corn turns out well, local merchants 
will lay in heavier orders. Prices on 
grain range well and the farmers are 
encouraged. 





Harsh Goes Into the Field 

George W. Harsh, manager of the 
Smith & Taylor agency at St. Paul, has 
been appointed special agent of the 
North British & Mercantile for North 
and South Dakota, with headquarters at 
Fargo. Nebraska has heretofore been 
attached to this field, but a man will be 
appointed for that state independently. 





GENERAL WESTERN NOTES 


R. M. Eacock has been placed in charge of 
he © een National’s branch office at 
eattle. 


O. W. Chapin of Omaha, special agent of the 

Sun of England, has changed his headquarters 
to Minneapolis. 
_ C. R. Home at Butler, Mo., has sold a half 
interest in his agency to John Lawson who has 
been working for him for some time past as a 
sclicitor. 

Benjamin Lindsay of Pierce, Neb., has dis- 
posed of his insurance agency and will move 
to Spokane, Wash., to engage in the real estate 
and insurance business. 

Niobrara, Neb., has been placed on the Ne- 
braska Inspection Bureau’s list for rerating as 
a great number of changes have taken place 
since the old advisory tariff was published June 
22, 1899. 

P. W. Plank, Colorado state agent of the 
Home of New York, has been relieved of active 
duties outside of Denver, the balance of the 
state being attached to the field of Lee L. Ham- 
lin, Nebraska state agent. 

The insurance commissioner of Minnesota is in- 
vestigating the case of another St. Cloud agent 
who it is alleged has been writing policies in a 
company for which he neither has an agents’ 
nor a brokers’ license. The matter was 
to the commissioner’s attention by some of the 
local agents of St. Cloud. 

Percival Webster of Marshalltown, Iowa, is 
seriously ill with ny and has been re- 
moved to the St. Thomas hospital where it is 
feared that an abscess is forming and that an 
operation will be necessarv. Mr. Webster is a 
prominent local agent and has the state and 
general agency for a couple of leading casualty 
companies. 


MINNESOTA STATE MEETING 
(CONTINUED FROM PAGE 1) 

the Alabama association two years, sent 

out fourteen different circulars and saw 

the membership grow from seventy-five 

to 260. 





Southern Visitors Speak 


R. F. Manly of Birmingham, Ala., 
brought greetings from the south and 
told of the inspiration received at na- 
tional meetings from the Minneapolis 
delegations. 

President F. W. Offenhauser of the 
National association said that the Texas 
association had employed a salaried 
organizer and he thought it would pay 
other states to do so, too. 

In appointing a nominating commit- 
tee, President Wagner said that when 
the Minneapolis board reorganized as 
the Minneapolis Insurance Exchange 
recently it changed the name of the 
grievance committee to “committee on 
deviations.” He recommended that the 
state association do the same. His 
suggestion was followed. The nominat- 
ing committee was named as _ fol- 
lows: A. A. Doolittle, St. Paul; The- 
odore Williams, Mankato; J. Q. Haas, 
St. Paul; J. P. Thomson, Minneapolis; 
Hubert Hansen, St. Cloud. The asso- 





ciation then recessed pending a re- 
port from the committee. 

J. P. Thomson reported for the 
nominating committee and the secre- 
tary was instructed to cast the vote 
for those named. 

President Haas was then introduced 
and thanking the association pledged 
himself to show results. 

L. W. Childrey of Norfolk, Va., and 
Arthur W. Mills of Pine Bluff, Ark., 
were called upon for remarks and re- 
sponded briefly. 

Want Antirebate Law 

J. P. Thomson spoke very earnestly 
on the subject of rebating. He said 
he thought legitimate agents were 
agreed on the evils of this practice and 
moved that the legislative committee 
be instructed to use every endeavor 
to have a law enacted in the state to 
prohibit rebating in fire insurance. He 
formulated this as a resolution, which 
was adopted. 

On motion President Haas was in- 
structed to appoint delegates and al- 
ternates to the national meeting, with 
himself as chairman of the delegation. 

Vice-President J. H. Griffin spoke of 
the urgent need of getting in the local 
agents from the smaller towns and 
L. J. Rocholl of St. Cloud urged that 
circularizing be kept up. After voting 
thanks to the retiring officers and the 
visitors who had spoken, the meeting 
adjourned. 

Visitors Guests at Luncheon 

The St. Paul Fire Patrol in whose 
building the board rooms are located 
gave an exhibition drill for the benefit 
of the visitors. 

Previous to adjournment F. G. War- 
ner, chairman of the local entertain- 
ment committee, extended an invita- 
tion to the out-of-town members, 
visitors from other states and news- 
paper men to go to luncheon at Carl- 
ing’s Up-Town Cafe as guests of the 
St. Paul agents. The luncheon was a 
delightful affair. It was followed by 
remarks by Messrs. Haas, Warner, 
Thomson, Childrey, Hitchcock, La 
Brande and others. 


MICHIGAN AGENTS MEETING 


(CONTINUED FROM PAGE 2) 


also discussed and it was agreed that 
the fight on this subject should be kept 
up until all of the companies were lined 
up in favor of it and saw that it was 
complied with in letter as well as in 
spirit. 





ittee on Organization 

The second question, that of a com- 
mittee on organization, was one that 
as far as results were concerned is 
pregnant with possibilities for the fu- 
ture good of the association and will 
doubtless bring forth much fruit. The 
changes in the constitution and bylaws 
which made the appointment of this 
committee possible, were slight, but 
potential, and it is expected that this 
committee will accomplish a great deal 
of good in the next year. The mem- 
bers of the committee which had the 
naming of the organization committee 
in charge made a fine selection not only 
in naming the men they did, but in 
covering all the different geocraphical 
parts of the state. The field is thus 
divided into a large number of what 
might be termed subheadquarters which 
will allow each member of the commit- 
tee keeping in close touch with the 
agents in his part of the state and if 
need be, getting in touch with them 
personally by calling meetings in their 
home town and doing missionary work. 
There is a good chance for the in- 
dividual members of this committee to 
distinguish themselves during the com- 
ing year in the number of new members 
they bring into the association. 

Change in Nature of Meetings 

There will be a regular program of 
talks and speakers arranged for the 
future meetings so as to bring out the 
educational features of the organization 
more strongly than heretofore and this 
is a point that will doubtless bring out 
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a greatly increased attendance at the 
next meeting. A large number of the 
members are adverse to spending both 
time and money to attend a meeting 
that only devotes part of its time to 
the business part and a larger share to 
the social side. They will be more like- 
ly to go to a meeting that will not 
only teach them something about their 
business as well as give them a chance 
to discuss the points that perplex them 
in their regular routine of business. 

The interesting discussion that fol- 
lowed the report of the grievance com- 
mittee on the subject of the signing of 
the coinsurance blanks by the assured 
is a case in point, as a great many were 
enlightened on points that had hitherto 
been dark, and it is onlv by such talks 
that the many perplexing problems that 
confront the agents can be solved. 

Local Agents Present 

The agents present were: 

Alma—W. W. Kinch. 

Bay City—Seely R. Birchard, Byron E. War- 
ren, E. Van Tuyl, G. W. Ames, Edward Lichtig, 
Otto Phillips, Ered E, Shearer, W. M. Elliott, 
John C. Harris, Thos. S. Ribble, Wm. Murphy. 


Detroit—Henry N. Brevoort, R. Vernor, 
W. A. Eldridge, T. J. Reilly. 
Flint—John W. Newall, Dwight T. Stone, 


Homer A. Day, Robert J. 
Woolfitt, Elmore Macomber. 

Gaylord—John P. Hamilton. 

Grand Rapids—C. G. Watkins, 
Crosby. 

Lansing,—O. A. Jenison, Geo. M. Goodell, C. 
J. Van Halten. 

Mt. Pleasant—J. S. Brown. 

a Huron—H. H. Wright, James H. Max- 
well. 

Saginaw—M. B. Geer, H. N. Geer, Mayor 
W. B. Baum, Victor E. Schwahn, J. P. Weiss, 
Geo. J. Little, J. D. Draper, H. A. Miller, C. 
M. Schwahn, T. J. Lynch, Henry H. Shaler, 
Chas. A. Khuen, Geo. W. Lyons, Edwin Kersten, 
Geo. Leo. Weadock, Frank A. Ferguson, R. A. 
Bickford, George H. House, R. A. Moore, L. 
H. Dalbert, B. G. Appleby, Chas. E. S. Leesch. 

West Branch—Geo. G. French. 


Pield Men Who Were on Hand 


The following special agents were 
present at the meeting: 

Chas. Row, National, Ct.; N. A. Bloom, Con- 
tinental; A. R. Porter, Western Reserve; D 
W. Andrews, Firemans Fund; M. H. N. Ray- 
mond, Royal Exchange; F. G. Row and Chas. 
D. Livingston, —— Joseph W. O’Brien 
and Eugene G, O’Brien, Home; J. B. Adams, 
Caledonian; F. D. Curtis, Providence Wash- 
ington; Geo. Lyons, New York Underwriters; 
Gustav Schememann, Connecticut; Horace L. 
Spice, Germania; F. Wilson, Northwestern Fire 
& M.; Fred T. McOmber, L. & L. & G.; A. F. 
Powrie, Fire Association; Vaughan, German of 
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Indiana; J. K. Livingston, Pennsylvania; Geo. 
K. March, New Hampshire; J. P. Sheridan, 
Hartford; H. H. Noble, City of New York; Wal- 


lace Mink, State of Illinois; S. S. Post, Phoenix 
of England; E. 


F. Richards, Western and Brit- 
ish America. 
Casualty People at the Banquet 

A large delegation of the officers of 
the local casualty company, The United 
States Health & Accident, were present 
at the banquet and added greatly to the 
entertainment feature of the occasion, 
besides making several interesting 
speeches to the agents. J. B. Pitcher, 
the president was called upon as was 
H. H. Behse the new general superin- 
tendent of the company who recently 
came from New York where he had 
been with the Fidelity & Casualty. 
Others present from the company were 
J. M. Pitcher, J. N. Pitcher, F. C. Pitch- 
er, P. N. Place, J. A. McCoy, W. P. 
Mowry and R. P. Shorts. 

The businessmen’s association of 
Lansing as well as the Dyer-Jenison- 
Barry Agency extended a most cordial 
invitation to the agents to hold their 
next meeting in their town. This was 
accepted gladly. 

Michigan Has 87 Varieties 

Pittsburg may be the original town 
of 57 varieties, but Eldridge says it re- 
mains for Michigan to claim the honor 
of having 87 varieties of signatures to 
a policy before it becomes valid in the 
eyes of the law. 

George Leo Weadock not only sur- 
prised every one by his masterly hand- 
ling of the position of “roastmaster,” 
but when he did an original impromptu 
vaudeville sketch on the stage of the 
Jeffers theater there was a roar of ap- 
plause. 

to Be Heard From 

During the banquet he read a tele- 
gram from W. S. Abbott of the North 
British and R. F. Medbury of the North 
America expressing their best wishes 
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to those present. Weadock made a 
humorous speech at the end of which 
some one asked if there was not a tele- 
gram from Wardle of the Citizens. A 
roar went up when he replied “ Oh, 
yes, it will arrive by mail tomorrow.” 

Before the meeting began H. R. Ver- 
nor gave a personally conducted tour 
through the wilds of Canada that was 
full of fish stories, Indian guides and 
game wardens. It is rumored that he 
may go on the lecture platform. 

Eldridge’s Heart-to-Heart Talks 

Secretary Eldridge certainly does 
nothing by halves and his heart to heart 
talks to the agents were listened to 
with great interest. It seems unfortu- 
nate that there are not more who take 
the good of the association to heart as 
he does. He was nearly sick abed yet 
no one worked harder than he and all 
of his talks were brim full of ginger. 

O’Brien as a Roaster 

Joseph W. O’Brien of Grand Haven, 
state agent of the Home, made a speech 
at the banquet that bristled with 
humorous points and his roasts of the 
“roastmaster” were greeted with laugh- 
ter. 

F. A. Vernor of the Queen sent his 
regrets for his enforced absence and 
wished all a happy, jolly time at the 
meeting. 

After the banquet and the visit to the 
Jeffers theater there was music and 
singing by the village choir. J. K. 
Livingston of the Pennsylvania and W. 
P. Robertson of the Phenix sang their 
most popular song after which the 
whole crowd sang this extemporaneous 
ditty to the tune of “Maryland.” 

We had a jolly time today. 

A bright spot on life’s weary way, 
Is Saginaw, fair Saginaw. 

For it’s a town without a peer, 

The home of Weadock and Mark Geer, 
Is Saginaw, fair Saginaw, 

Who did their best and it was good. 

Things went some be it understood 
In Saginaw, fair Saginaw. 

When local agents did convene 

It’s rumored that Baum had been seen 
In Saginaw, fair Saginaw. 

The fun it was most entrancing. ; 

You'll have to work to beat it, Lansing, 
Says, Saginaw, fair Saginaw. 
Thought It Was Life Insurance 

By some mistake or other the dishes 
on the menu cards were named after 
life instead of fire insurance companies, 
which goes to show that the man who 
made up the cards was not familiar with 
the business. Evidently the life men 
had talked life insurance to him so 
much that he thought that there were 
no other insurance companies in the 
business. 

While the crowd was sitting in front 
of the hotel a team attached to a milk 
wagon started to walk away without 
the driver and some one noticing it re- 
marked “there goes the Blue Goose milk 
wagon.” The name on the wagon was 
the Goseline Milk Company. 





Companies Made a Protest 

The companies sent a protest to the 
Pacific Board against the $10,000 ap- 
propriated by the Board to San Fran- 
cisco authorities to assist in stopping 
the spread of the bubonic plague. It 
seems that most of the money spent 
in this connection is used in the effort 
to exterminate rats which are supposed 
to be the main cause of the spread of 
the disease. The companies took the 
ground that they had done enough for 
San Francisco and on general principles 
are declining to make donations to any- 
thing that does not directly pertain to 
their business. 

The San Francisco managers in reply 
to the protest stated that unless steps 
were taken to stop the spread of the 
vlague quarantine regulations would be 
put into effect at San Francisco and 
business would stop. Manavers, there- 
fore, believed that it would be economy 
to make this contribution. 





Insurance Deputy Pierce of Nebraska is ex- 
amining the insurance tax laws of various states 
with a view to recommending changes in the 
Ne law. Nebraska does not tax gross pre- 
miums, as many states do. 
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IS IT PRACTICABLE? 

Tue declaration of the Indiana local 
fire insurance agents in favor of the ex- 
tension of the principle of the resident 
agent law so as to require the countersig- 
nature of policies by agents resident of 
the county in which the insured property 
is located is. interesting, whether it be 
practicable or not. Evidently the intention 
is to protect agents from the competition 
of nonresidents. Every year is seen the 
growing tendency of the large city broker 
to get control of big lines in smaller cities 
and towns, and the country agent is the 
loser. Naturally he would like to protect 
himself, but whether the enactment of 
such a law as is proposed would accom- 
plish this end is open to question. 

If a large city agent can get control of 
an important line there is not much doubt 
that he will find a way of getting it writ- 
ten. Such a law might enable the agents 
where the risk is located to drive a better 
bargain in the division of commissions, 
but that is doubtful. If the local agents’ 
demands were too strong to be agreeable, 
it would be easy to get “dummy” agents 
appointed for the sole purpose of counter- 
signing policies for nonresidents. If not 
enough insurance can be_ secured that 
way, London Lloyds and other large sur- 
plus line concerns are open, not only to 
deprive the local agents but the agency 
companies of the business. Local agents 
are bound to lose some of their large lines 
to outsiders because the owners of the 
risks are themselves nonresidents. They 
will lose others because they are not able 
to give the service that the large brokers 
do who employ expett inspectors who can 
show the assured where he can save 
money and how much. It is very doubt- 
ful if any law can be drafted which will 


prevent this without working intolerable } 


hardships in some other direction. The 
local agent’s best show to hold his large 
lines is by giving excellent service. When 
they get away from him to nonresidents, 
about all he can do is to make the best 
terms possible with the broker who con- 
trols them. 











AMBULANCE CHASERS 

THE committee on code of professional 
ethics of the AMERICAN Bar ASSOCIATION 
has presented one feature that is of inter- 
est to casualty companies. It deals with 
the so-called “ambulance chasers,” or at- 
torneys who seek to drum up personal 
accident claims. This practice on part 
of certain members of the legal profes- 
sion has become notorious. Young at- 
torneys without clients are tempted to 
enter the personal injury field. Irrespon- 
sible litigation of this nature has devel- 
oped to such an extent that it is high 
time the AMERICAN BaR ASSOCIATION ex- 
erted its influence for reform. 

Any sort of an accident these days 
means a claim, whether there is any 
liability or not. Casualty companies are 





at the mercy of attorneys that are at- 
tempting to force a settlement on claims 
where no liability exists. 

The bar association’s committee recom- 
mends : 


“No one should be permitted to remain 
in the profession who hunts up defects in 
titles or other causes of action and in- 
forms thereof in order to be employed to 
bring -suit, or who breeds litigation by 
seeking out those with claims for per- 
sonal injuries or those having any other 
grounds of action in order to secure them 
as clients, or who employes agents or run- 
ners for like purpose, or who pays or re- 
wards, directly or indirectly, those who 
bring or influence the bringing of such 
cases to his office, or who remunerates po- 
licemen, court or prison officials, physic- 
ians, hospital attaches, or others who may 
succeed, under the guise of giving disin- 
terested friendly advice, in influencing the 
criminal, the sick and ‘injured, the igno- 
rant or others, to seek his professional 
services. A duty to the public and to 
the profession devolves upon every mem- 
ber of the bar, having knowledge of su:": 
practices upon the part of any practi- 
tioner, immediately to inform thereof to 
the end that the offender may be dis- 
barred.” 





CHICAGO’S ESCAPE 

CHICAGO escaped a tremendous peril the 
day of the big elevator and freight ware- 
house fire, simply because natural con- 
ditions favored the city. Had a stiff 
wind been blowing toward the business 
district, it is almost certain the city 
would have been doomed. Frame build- 
ings were as dry as tinder owing to the 
protracted drouth. The weather was in- 
tensely hot and the work on the fire de- 
partment was exhausting. It required 
all the facilities and energy of the de- 
partment to cope with the fire as it was. 
If a large fire or so had broken out 
elsewhere from flying brands, it would 
have been impossible to stay the progress 
of the flames. 

Chicago’s business interests may or 
may not appreciate the narrow escape. 
The insurance men understand the con- 
ditions fully. There should be no de- 
lay in pushing the high pressure sys- 
tem. All petty opposition should stop 
in the face of this forceful object lesson. 


LICENSING AGENTS 

WHEN a company appoints an agent it 
comes into relationship with the com- 
munity. It owes something to the pub- 
lic in commissioning a man to go to 
the people to sell indemnity. Too little 
attention is given to the character of men 
appointed as agents. Men are foisted 
on the community who misrepresent and 
deceive. 

The action of the Colorado depart- 
ment in making some investigation of ap- 
plicants for agents’ licenses and promptly 
revoking the power of those found un- 
trustworthy is commendable. Insurance 
commissioners who are paid to look 
after the interest of the public could well 
afford to give this part of their work 
more time and devote less to political 
activities. 








SUCCESS IN JULY 

JuLy was a hot month and a dry month 
in many localities. The tendency was for 
men to recreate and let the business 
wheels slip cogs. Notwithstanding the 
conditions that tend to stay effort, many 
life companies and agents report July asa 
banner month. It all goes to show that 
results can be achieved in any kind of 
weather if the proper energy and indus- 
try is applied. 





Personal Side of the 
Insurance Business 


In the issue of May 28 an item stated 
that the J. S. Crosby & Co. agency of 
Grand Rapids, Mich., is fifty-eight years 
old. That was a mistatement, easily 
made. It should have stated that that 
agency started in the year 1858, making 
the agency just fifty years of age only. 
The date was evidently confused with 
the term of years. The agency of 
Holden & Hardy at Grand Rapids, was 
first established by Mr. Holden’s father 
early in 1860, something over a year 
later than the Crosby agency. Hence 
the two agencies have been doing busi- 
ness in Grand Rapids practically the 
same length of time. Charles Holden 
the dean of fire insurance agents not 
only in Grand Rapids, but so far as he 
knows, in the state, has seen every pres- 
ent local fire agent start his business 
in that city. Mr. Holden is by no 
means the oldest person in the business, 
there being many agents much his 
senior in the matter of age, as their 
honest gray hairs attest, but he beats 
them all in the number of consecutive 
years in the business. He has many 
times been honored by the local fra- 
ternity in his home city, as well as 
having become thoroughly familiar with 
the whole insurance field of Michigan, 
by reason of the frequent missions en- 
trusted to him by the management of 
the big companies he has the honor to 
represent, covering every kind of field 
work. He was for two years a mem- 
ber of the executive committee of the 
National Association of Local Fire In- 
surance Agents, and was twice elected 
president of the Michigan association. 
He probably has a personal acquaint- 
ance with more managers, field men and 
local agents than any other fire insur- 
ance agent in Michigan. 





President Patton of the Northwest- 
ern National of Milwaukee is on a 
trip to the Pacific northwest and will 
go to Alaska. 


John M. Ekelin, agency director for 
the Northern Life of Illinois, at Moline, 
Ill., was married to Miss Anna Bodine 
of Ashland, Wis., at Two Harbors, 
Minn., July 29. On their wedding trip 
they went on the great lakes and then 
down the Mississippi river as far as 
Moline. They expect to be at home 
to their friends about Sept. 1. 


Superintendent Vandiver of the 
Missouri department has announced 
the appointment of James A. McVoy 
as actuary of the department. Mr. 
McVoy has been connected with the 
Missouri department for over eight 
years, and has made a number of ex- 
aminations for the department. He is 
a conscientious and painstaking worker 
and the appointment is a good one. 


J. R. Hobbins of Madison, Wis,, 
special agent of the Ohio German, 
was married a few days ago to Miss 
Bertha Bollinger of Davenport, Iowa. 


Fred S. Penfield, former state agent 
of the Germania in Indiana, who is at 
present superintendent of agents for the 
same company in the Pacific northwest, 
is stirring up the agents in that part of 
the country, with the result that his 
company is getting a great deal more 
business and it is coming in in better 
shape to handle. 

“Fisher of Memphis” sent the fol- 
lowing to one of his special agents as 
a sort of “appreciation” of the Blue 
Goose: 

A Boy’s Composition oN GEESE 

Geese is a low heavy set bird com- 
posed mostly of meat and feathers; his 
head sets one one end and he sets on 
the other. Geese can’t sing much on 
account of the dampness in the moist- 
ure. There ain’t no between to his 
toes and he carries a toy balloon in 
his stomach to keep him from sinking. 





Two Classes of Wisconsin 
Mutual Fire Companies 





Wisconsin has at present two differ- 
ent organizations of mutual fire under- 
writers. The following eight companies 
have withdrawn from the socalled “half- 
raters” and have adopted a different plan 
of doing business. Beaver Dam Mu- 
tual, De Forest Mutual, Lodi Mutual, 
Reeseville Mutual, Mayville Mutual, 
Richfield, Hartford & Menomonee Falls 
Mutual, Watertown Mutual and West 
Bend Mutual. The name given to this 
new organization is the Conservative 
Mutual Underwriters Association of 
Wisconsin. 

Those mutuals which have remained 
loyal to the old system have also reor- 
ganized and now style themselves 
Union Mutual Underwriters Association 
of Wisconsin. There is a radical differ- 
ence in the plans of organizing these 
associations. The “Conservatives” ad- 
mit only officers and directors of mu- 
tuals as members, while the “Unions,” 
as the name implies, admit secretaries 
and agents as members. 

These associations hold one regular 
meeting and as many special meetings, 
annually, as the exigencies of the busi- 
ness may require. The main purpose 
of these gatherings is to discuss plans 
for conducting the business of the indi- 
vidual mutuals and to adopt rules and 
regulations for their government and 
control. 

The “Conservatives” charge a pre- 
mium equal approximately to 60 per- 
cent of the board rates, and prohibit the 
charging of a policy fee. They pay a 
uniform commission to all their agents. 
The “Union Companies” charge ap- 
proximately 50 per cent of the board 
rates and allow their agents to charge a 
policy fee of $1 if the premium does not 
exceed $5 and $1.50 if the premium ex- 
ceeds $5, in addition a commission. The 
“Conservatives” have a special agent in 
the field, year round, whose duty it is 
to establish mutual rates in the differ- 
ent towns where the companies write 
insurance, and to supervise and inspect 
risks. The “Unions” have no supervis- 
ion except that which is exercised by 
the agent himself. 

The agents of the “Conservatives” are 
not permitted to employ subagents. 
Their territory is limited to such an 
area that the agent in charge can keep 
in close touch with the risks he writes, 
while many of the “Union” agents con- 
trol a large territory mostly through 
subagents, over whom the company has 
no control. 

It is claimed on the part of the “Con- 
servatives” that only the officers and 
directors of these mutuals should have 
a vote in determining the business 
methods to be pursued, that the agents 
are adversely interested and should, 
therefore, have no voice in shaping the 
policies of the companies they repre- 
sent. 

It is said that the eight mutual com- 
panies above named withdrew from the 
organization for the reason that it was 
dominated by the agents and by those 
secretaries of mutual companies whose 
principal business is soliciting insurance. 
By virtue of their controlling large ter- 
ritories these secretary-agents are a 
power not to be ignored. Things had 
to go their way or else there was trou- 
ble. “To be, or not to be” was the 
question at stake with those mutuals 
which desired to manage their business 
in the interest of the members. 





The geese has only two legs and they 
are set so far back on his running gear 
that they come pretty near missing his 
body. Some geese when they get big 
are called ganders and have curls on 
their tails. Ganders don’t have to set 
or hatch, but just loaf, go swimming 
and eat. If I was a goose I would 
rather be a gander every time. Geese 
does not give milk, but gives eggs, but 
for me give me ‘liberty or give me 
death. 
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IN LIFE INSURANCE CIRCLES 


SOME COMMENT ON TWISTING 





President Holcombe of the Phoenix 
Mutual Has a Word to Say 
on the Subject 





President J. M. Holcombe of the 
Phoenix Mutual Life says to the field 
force as to twisting: 


In their search for new members for the com- 
panies which they represent, life agents have 
frequently found persons already holding policies 
and unwilling or unable to add to their insur- 
ance. It is a temptation, to which many have 
yielded, to attempt to induce the holders of poli- 
cies to give them up, or reduce them, and substi- 
tute others in their places. This practice, it is be- 
lieved, for reasons which it is not necessary to 
detail, has been on the increase of late, and it 
seems to me proper at this time that I should 
express to you as clearly as possible my own 
views and the attitude of the company. 

It is our belief that a steady and moderate in- 
crease should continually be made in our mem- 
bership, both because this will be of advantage 
to present policyholders, and also because we are 
in a position to benefit the public by extending 
sound protection to many who need it. We de- 
sire that new members shall understand very 
clearly the condition and policy of the com- 
pany, in order that they may be satisfied with the 
results, and strengthen the institution by their 
approval. I am sure that the best interests of 
the company will be served by striving so far 
as possible to satisfy the public that life insur- 
ance is not only a legitimate enterprise, but that 
it is on the whole, conducted intelligently and 
fairly. 

There are many people who need insurance, 
are satisfactory subjects, and who do not have 
this protection. There are many others who for 
family or business reasons should have more 
than they are now carrying. There are con- 
stant accessions to these ranks from those who 
are assuming new obligations. It is from these 
classes that this company desires to draw its 
membership. 

Some companies have in the past furnished 
sound insurance at a less net cost than others. 
Some companies have failed and dependents have 
lost their protection through financial disasters. 
It is possible that it may be for the advantage of 
some people to transfer their insurance from 
weak companies to strong ones. It may be that 
others would, in the end, gain by dropping a 
policy in one solvent and even strong company 
and taking it in some other. Perhaps one com- 
pany can be shown to have paid larger dividends 
to its policyholders in the past than another, but 
this is not proof positive of what will happen in 
the future. Possibly one company may be able 
to show that it will probably pay larger dividends 
than another, but this does not, of necessity 
make it a better company to insure in. Prompt- 
ness in meeting obligations, liberality in dealing 
with policyholders, are elements which cannot be 
neglected in comparing different institutions. 


. 7. 7 


An agent may secure the application of a man 
who already has as much insurance as he needs 
or can pay for, and who, therefore, must drop 
a part or all of what he already has. Notwith- 
standing that the agent may be sincere in his 
belief that he is doing a service both to the 
applicant and to his company, he is treading on 
dangerous ground, for he is not in position to 
exercise an unbiased judgment as to the merits 
of the case. His own interests impel him to 
omit the good points on one side and enlarge 
the weak ones, and to exaggerate the merits of 
his own company without being wholly frank. 

If insurance is already being carried in a 
company whose solvency is not questioned, then 
the argument for a change must rest on the 
efficiency of management for a period extend- 
ing beyond the probable lifetime of some of the 
present managers, and on the theory that the 
future can be foreseen with accuracy not only 
as to the favorable points of one company, but 
those which will be unfavorable in another. It 
may be that the agent will secure the case and 
make the commission, and he will consider this a 
victory and be encouraged to devote his atten- 
tion to this class of business rather than the 
securing of new subjects for insurance. 

It is probably a fact that the protection which 
some family at one time had has been saved by 
transferring insurance from one company which 
subsequently failed to one of perfect solvency, 
and yet there no doubt have been cases where 
policyholders have actually suffered loss by being 
induced to drop insurance in one company and 
take it in another. 

. * 


The agent who uses the arguments which 
are generally necessary to effect changes of this 
nature, is sowing seeds which will presently 
grow into noxious weeds from the effects of 
which neither the company which he represents 
nor he himself can hope to escape. 

But aside from all these considerations is one 
which deserves the thoughtful attention of those 
who are in the agency business and who ex- 
pect to continue in it. It cannot be doubted 
that there is still remaining in the minds of 
many intelligent people a distrust of the prac- 
tices and motives of those who are engaged in 
conducting the affairs of life insurance compa- 
nies not alone in the field but also in the home 
offices. No other business was ever burdened so 
heavily by taxation, considering its service to the 
public, or was ever so interfered with by legis- 
lative enactments as life insurance. Legisla- 
tors and others with little knowledge of the his- 
tory of the business, and none as to its practical 





workings, have attempted to frame and pass 
laws regulating its minutest details. 

A bill taxing life insurance or one regulating 
the methods of the corporations engaged in this 
business cannot well find any considerable sup- 
port in a legislature unless the public can be 
induced to believe in its justice or necessity. 
It rests largely with those who come in direct 


contact with the people to so conduct their 


business that confidence shall be inspired in the 


institution as a whole. 

The laws of mortality artd interest, calculation 
of premiums and reserves, have long en 
studied and are not difficult of comprehension, 
but no other human enterprise requires so long 
a look into the distant future as life insurance, 
and there is no other business in which those 
principles which have been tested by long ex- 
perience must so constantly be adhered to in 
order to insure permanent success. It is in 
consequence of these peculiar characteristics 
that it is comparatively easy to mislead many 
persons as to the nature of a life insurance 
policy and its probable results. 


. * * 


Every agent of every company finds as one of 
his chief obstacles, the distrust on the part of 
many persons as to the fair dealing or economy 
of life insurance companies, and if he is de- 
sirous of modifying this, he will strive to in- 
crease the public confidence, not only in his own 
company, but in the general conduct of the 
business. 

It is reasonable to assume that when one takes 
a life insurance policy he understands what he 
is doing, and if he has made a mistake, he must 
in the course of natural laws suffer for his er- 
ror. No company and no agency has a better 
asset or stock-in-trade than a well selected and 
satisfied body of policyholders. A man who has 
been deceived, either in taking a new policy or 
transferring his business from one company to 
another, may continue to pay his premiums, but 
he will not help to get other members. On the 
other hand, the man who has been insured fairly 
and because he needs protection, and especially 
if he has from the outset understood the whole 
transaction, will, if the results are reasonable, 
be a constant strength and an advertisement 
which will produce tangible results. 





Colorado License Is Revoked 

The West Coast Life of California 
has been refused a license to do busi- 
ness in Colorado by Commissioner Rit- 
tenhouse on the ground that the ex- 
penditures of the company have for 
several months exceeded its income and 
also that it has violated the law of 
Colorado which provides that no for- 
eign company shall institute proceed- 
ings against a citizen of the state in 
a Federal court. The affairs of the 
company have been under investiga- 
tion for some time and it sought to 
bar any action by the Colorado de- 
partment by suing for an injunction 
in the United States Circuit Court, 
which was denied and the state im- 
mediately took action. 





McDonald Charged With Conspiracy 

William McDonald, president of the 
Life Underwriters Company of Amer- 
ica, has been arrested and placed under 
bonds to appear at Wilkesbarre, Pa., 
on twenty-eight charges alleging con- 
spiracy to cheat and defraud the stock- 
holders of the Capitol Life, of which 
McDonald was formerly secretary and 
treasurer. This company was started 
in Washington and a great deal of 
its stock was sold in Pennsylvania 
where it was decided to incorporate, 
but the business fell off and application 
was made for a receiver by the di- 
rectors. The Wilkesbarre stockhold- 
ers made a demand for their money, 
and not. getting satisfaction they 
brought suit. 





New Company Paper 

The Northwestern National Life of 
Minneapolis issues the first number of 
the Northwestern National Agent, 
which is a most interesting one. A spe- 
cial feature is the “Actuary’s Column“ 
by Vice-President W. J. Graham, who 
is writing the “Romance of Life Insur- 
ance” in the World Today. 





Expression from Kingsley 

Among other things in his letter to 
the agents of the New York Life after 
his visit to foreign agencies, referring 
to the production of $28,000,000 of new 
business for July, President Kingsley 
says: 

Bad laws were for the moment forgotten; 
I even felt some degree of compassion for the 
sniall-minded men who, in the exercise of a little 
brief authority and under a leadership whose 
knowledge can hardly be called broad or sym- 
pathetic, lately struck a paralyzing blow at an 





institution which has done as much as any 
other, of any kind, to widen the reach of human 
sympathy and increase the sum of human com- 
fort. Everywhere—from Madrid to Moscow, 
from Petersburg to London—I found a growing 
and a grim determination amongst the organiza- 
tion to fight it out, to go ahead. Everywhere I 
found astonishment that New York state should 
have written some of her insurance laws; but, 
stronger than that, I found the conviction that 
in the United States—a land free and just— 
such laws cannot long remain. A new courage 
sprang up all through the European organization 
and they were ready to respond to the call for 
a new order of work in July. The call came. 
The response was instantaneous. The results 
are marvelous. 

You have been and are hampered by small 
pelitics; but small politicians pass and life  in- 
surance goes on. You have been discouraged by 
viclent changes, by sensationalism, by some real 
errors in life insurance management; but vio- 
lence spends itself and sensationalism palls and 
errors have been corrected. Therefore your 
courage is reviving, your determination is again 
in evidence. 


—_— 


REASONS FOR REINSURANCE 


Kansas City Life Felt the Interest of 
Missouri Companies Would 
Be Impaired 


The Kansas City Life, in making its 
bid of $300,000 for the business of the 
Great Western Life, felt that unless the 
policyholders of the latter were nro- 
tected, the effect would be detrimental 
to Missouri companies. 

A loss to the policyholders of the 
Great Western resulting from the finan- 
cial entanglements of O. L. Van Lan- 
ingham and his peculiar methods of 
financiering could not have failed to 
have had a most injurious influence dur- 
ing the future years upon the business 
of every Missouri company, and partic- 
ularly on the Kansas City Life, located, 
as it is, in the same city. President 
Melson of the Missouri State Life rec- 
ognized the danger to the insurance in- 
terests of the state in this particular re- 
gard, and after going over the whole 
matter with him, it was agreed that as 
a matter of duty, the Kansas City Life 
ought to submit a fair and liberal propo- 
sition to the United States Circuit court 
for a reinsurance of the business, and 
accordingly it was done. 

While the Great Western Life has 
nominally $23,000,000 of insurance in 
force, the best information is to the ef- 
fect that on a paid-for basis its out- 
standing policies would not amount to 
more than $14,000,000 or $15,000,000— 
the balance of the business having been 
settled for with notes and produced un- 
der high pressure methods, will prob- 
ably not renew, and the Kansas City 
has not taken it into consideration. 

The Kansas City Life is owned by 
quite a large number of the wealthiest 
men in the community, and the consid- 
eration stated, viz.: the certain injury 
to the good name of the city and the 
state of Missouri as the location for in- 
surance companies, was a powerful in- 
centive to the board of directors in de- 
termining to intervene to the extent of 
trying to safeguard the interests of the 
policyholders of the Great Western, and 
if the bid of the company for the re- 
insurance is approved by the Federal 
Court, Aug. 14, and its experience in 
handling the business should be unfav- 
orable, any reasonable amount of money 
that might be necessary will be cheer- 
fully contributed by its stockholders in 
the form of increasing the surplus of 
the company to safeguard the under- 
taking. 

The Kansas City Life feels that in the 
effort to protect the policyholders of 
the Great Western, the company is per- 
forming a useful service not only to the 
insurance companies of Missouri, but to 
all companies, and the successful con- 
summation of the reinsurance project 
ought certainly to inspire confidence 
among policyholders in the safety of 
life insurance as an institution. 





Kelsey on Provident Savings 
Superintendent Kelsey of New York 


has made public a memorandum on | 


the recent report of the examination 
of the Provident Savings Life. Super- 


intendent Kelsey says that under the 
law the company was not in such shape 
as to make it necessary to appoint a re- 
ceiver. 

“Consequently,” he says in the mem- 
orandum, “no proceedings for a receiv- 
ership were possible, and a protracted 
effort has been made to extricate the 
company from its difficulties by secur- 
ing new capital enabling a resumption 
of the writing of new business. 

“Counsel for the owners of a large 
proportion of the stock advise the de- 
partment of their expectation that 
through negotiation or further action 
at law in accordance with the decision 
of the Appellate Division, the complica- 
tions in the company’s business man- 
agement will speedily be terminated and 
the society placed in the hands of men 
who will reorganize and reform its man- 
agement to command public confidence 
and receive approval from the Insur- 
ance Department. This department will 
render every assistance within its power 
toward restoring the company and pre- 
serving its usefulness.” 





New York Life’s Big Month 

The final results in the New York 
Life contest for July shows $28,223,535 
of new business for the month, instead 
of $23,000,000 as first reported. On July 
1 over $2,000,000 was secured and on 
July 31, $3,400,000. Harold Pierce of 
Philadelphia, J. J. Parker of Cleveland 
and E. S. Heyman together produced 
nearly $1,000,000. The domestic agencies 
secured $23,396,535, the foreign offices, 
$4,827,000. 


McMullen Cannot Attend 
F. E. McMullen of Rochester, N. Y., 
former president of the National Asso- 
ciation of Life Underwriters, who was 
to take quite a prominent part in the 
Los Angeles convention will be unable 


to attend on account of illness in his 
family. 


Hartford Life’s New Policy 

The Hartford Life has gotten out a 
new policy to compete with the new rates 
of the Massachusets companies. It is on 
the twenty payment life plan with a 
guaranteed premium reduction every five 
years. The rates at the start are the 
same as the Massachusetts Mutual and 
then each five years there is a 10 per- 
cent decrease in the rates. This policy 
is nonparticipating. The values are some- 
what higher than in the regular forms. 


Movement to Defeat Beedle 

Herman L. Ekern, speaker of the 
Wisconsin assembly, and co-framer of 
the drastic Wisconsin insurance laws, 
is out with new charges. The life com- 
panies, he says are attempting to con- 
trol politics in Wisconsin, by doing 
their utmost to defeat George E. 
Beedle for renomination as commis- 
sioner of insurance, and _ indorsing 
James E. Abbott of Madison for the 
position. Mr. Abbott has issued a 
statement denying that he is backed by 
life insurance influence and that if he 
is elected he will enforce all the insur- 
ance laws to the letter. 

Mr. Ekern says that the following 
letter is being sent broadcast by Bruce 
Whitney, manager of the Mutual Life 
in Chicago, who was in charge of the 
Wisconsin offices up to the time of the 


The German Mutual Life 
Insurance Company 


| An old, reliable company, incorporated 
| 1875, issues all leading forms of policies, 


non-participating, and is offering first 
class contracts to first class men. 








| Contracts direct with company. 
| good territory open. 
direct. 


Some 
Address company 


/1019 Ashland Block., Chicago, Ill. 
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withdrawal of 26 companies from the 
state: 

Dear Sirs:—I am a herewith ;) copy 
of a letter ee received from J. A. Abbott, 
Republican candidate for commissioner of in- 
surance of Wisconsin, which candidacy I indorse. 
I have known Mr. Abbott for 15 years and be- 
lieve him eminently capable and thoroughly qual- 
ified to fill this responsible position. Anything 
you can do to assist him in his efforts will be 
to the advantage of life imsurance interests 
generally. Yours very truly, 

Bruce Wazsrusr, Manager. 


Candidates are placed on the ticket 
in alphabetical order, and Mr. Ekern 
intimates that Mr. Abbott’s candidacy 
is for the reason of getting a name 
ahead of that of Mr. Beedle on the 
ticket. The charges of Mr. Ekern have 
aroused considerable resentment. 





PROVIDENT SAVINGS’ STATUS 





Effort Still Being Made to Block the 
Deal to Sell to Inter-Southern 
of Louisville 





Although the Provident Savings is a 
stock company, and _ policyholders 
theoretically have no voice in its con- 
trol, they are organizing from Canada 
to Texas to protect their interests and 
prevent further manipulation of the 
stock to their detriment. S. H. Wolfe, 
the well-known actuary of New York, 
has consented to act as chairman of the 
New York committee, and is already 
the representative of the Colorado poli- 
cyholders working in conjunction with 
Commissioner Rittenhouse. Mr. Wolfe, 
in an interview, says: 

“It is manifestly improper to permit 
any irresponsible speculator, who can 
raise by hook or crook sufficient funds 
to purchase $100,000 of stock, to be the 
custodian of $9,000,000 of assets be- 
longing to policyholders of an insur- 
ance company, who in this way plan 
to leave something for their bene- 
ficiaries.”’ 

* * * 

Commissioner Rittenhouse is making 
an attempt to have four or five promi- 
nent policyholders placed on the board 
of directors. Commissioner Folk of 
Tennessee has wired protest to the 
president of the Provident Savings and 
i ee emg Otto Kelsey of New 

York against the absorption of the com- 
pany by the Inter-Southern of Louisville, 
claiming that the business of the Inter- 
Southern is in an unsatisfactory con- 
dition. 

The bid of the Columbian National 
Life, which has been after the Provi- 
dent Savings business for some time, 
it is said, is being favorably consid- 
ered by the directors. 

Superintendent Otto Kelsey of the 
New York department is making a 
further investigation of the Provident 
Savings’ affairs and in view of the bet- 
terment to the extent of $200,000 in 
the company’s condition since the last 
examination is inclined to recommend 
that the company be continued under 
an economical management until it is 
once more in good condition. 





Makes Agency Appointments 

The Provident Annuity Life of IIli- 
nois has appointed the following spe- 
cial agents: Geo. A. Staley, Fairfield. 
Iil.; E. T. Froyd, Paxton, I!l.; T. B. 
Strosnider, Rock Island, III. 

This company has gotten an entirely 
new policy with some new feature on 
a three and one-half per cent old line 
basis and will shortly announce a new 
monthly payment policy on a mortality 
expectancy basis that will be a winner. 





Life Men in Politics 

Indiana is a hot bed of politics. 
Politically the most enthusiastic vil- 
lage in Michigan would be like an un- 
haunted grave yard as compared to the 
quietest hamlet in the Hoosier state. 
In Marion three life insurance men are 
conspicuous in the arena of politics, 
each devoting his time gratuitously to 
the betterment of society. Frank 





Beard of the John Hancock is working 
day and night as chairman of the 
Republican county committee; Chas. 
Coffin of the Provident L. & T., is 
chairman of the Prohibition county 
committee, and is known among his 
friends as the dry joker; W. H. San- 
ders of the Union Central believes in 
rolling in wealth and will try to annex 
the office of county treasurer to his 
roll top desk office. 





NEW COMPANY IS ORGANIZED 





American Life of Chicago Expects to 
Be Ready for Business by 
First of Year 





The American Life Insurance Com- 
pany of Illinois which is being or- 
ganized on a stock basis with a paid 
up capital of $100,000 and a surplus of 
$20,000 by the officers of the American 
Life Association of Chicago, whose 
business the new company will use as 
a basis for its start, is going ahead 
rapidly and expects to be ready to be- 
gin business about the first of the year. 
The stock is being sold rapidly and 
only to those whom the organizers ap- 
prove of as being in sympathy with 
the aims of the company. 

A prominent lawyer will most likely 
be at the head of the new company 
while the present officers will remain 
active in some other capacity, but will 
supervise the underwriting of the new 
organization. The old company has a 
large amount of business on its books 
which, with its present field force of 
about fifty good producers, will be 
transferred to the new company and 
thus put it on a good working basis 
at the start. 

The company will limit its field of 
operations to Illinois at the start and 
cultivate the state on a sound, active 
and conservative basis before broaden- 
ing out into other states. 

It expects to do a great deal of in- 
dustrial business as well as_ writing 
ordinary life and all of its policies will 
be on the nonparticipating plan. 





May Have Managers Organize 

The Fidelity Mutual has asked its 
managers for an expression of opinion 
on the advisability of organizing a 
managers’ association, the latter to pay 
their traveling expenses and the com- 
pany the hotel expenses in Philadelphia. 
The company believes the best time for 
such a meeting is in April, after the re- 
constructon work of the new year, re- 
sulting from new legislation and rul- 
ings. 





Got Business at Marion 

Ammon & Tolley recently were as- 
sisted by eighteen Equitable Life men. 
Mr. Tolley got up a card list of 500 
names of prospects in Marion, Ind. 
Each agent took three cards each day 
and in the evening returned the filled- 
in cards to Ammon & Tolley’s office, 
which are valuable as prospect cards. 
This group of agents worked Marion 
for two weeks and wrote over $70,000 
insurance. 





LIFE NOTES 


L. A. Eliel, one of the agents of the Mutual 
Renefit in Manager Bokum’s office at Chicago, 
died last week. 


C. W. York of Minneapolis, manager of the 
Cclumbian National, is transferred to Grand 
Rapids, Mich., to be manager there. 

Wilson & Willman of Fort Wayne, Ind., be- 
come financial agents of the Prudential in north- 
ern Indiana succeeding the late Sherman King. 


T. A. Campbell, recently appointed general 
agent of the Columbia Life of Ohie for Illinois, 
kas me offices in the Hartford building. Mr. 
Campbell was formerly chief clerk in the old 
Moore & Hansen general agency of the Colum- 
bia in Chicago. 


Dan. G. Pleasants has been appointed gen- 
eral manager for the Reserve Loan Life of 
Indiana, which has just been admitted to 
Florida, with headquarters in Jacksonville. Mr. 
Pleasants has been connected with the Florida 
Life of Jacksonville as agency manager ever 
since its organization and he leaves its services 
with regret and with the best wishes of the 
other officers. He will have charge of Florida 





and the southern half of Goonies under Curtis 
J. Hebart, manager of the newly opened south- 
ern states department of the company at Chat- 
tanooga, Tenn, 

Dr. J. F. Force, former president of the 
Northwestern National Life of Minneapolis, has 
been paroled from the Stillwater penitentiary by 
the state pardon board. Dr. Force was con- 
victed of grand larceny and sentenced to serve 
three and one-half years on May 26, 1906. The 
charge arose out of the misuse of the company’s 
fund by the old management. 

Morton P. Hunt, who has yoy filled 
the position of secretary of the Business Men’s 
Association at Traverse City, Mich., since its 
organization, has resigned to accept the district 
agency of the Northwestern Mutual Life. He 
has the counties of Grand, Traverse, Leelanau 
and Benzie, with headquarters at Traverse City. 

C. B. Turner who is well known in insurance 
circles throughout Illinois has gone to Rock- 
fcrd, Ill., to assist in placing on the market the 
remaining stock of the Rockford Life. He will 
be assisted by Harry Jones a former Rock- 
fordite, and they expect to finish the sale of the 
stock necessary to complete the organization of 
the company and to furnish the funds needed to 
make the $100,000 guarantee deposit with the 
state, in a very short time. 





LIFE APPOINTMENTS 


Dlinois 

Hartford—C. J. Johnson, Chicago, 

Mutual Benefit—W. E. Bullock, Frank Bar- 
bour and A. Pineus Gross, Chicago; Jeanne L. 
Wuillemin, Elgin. 

Mutual, N. Y.—C. O. Whitney, Peoria; G. G. 
Myers, Leaf River; R. S. Donaldson, Chicago. 


- 


N. W. Nat’l—L. C. Davis, Chicago; Harry 


Wullenwaber, Rock Island; C. S. McDaniel, 
Rock Island; Henry A. Smith, —_ 
Aetna—F. S. Conney, Olney; H. Gibbons, 
St. Elmo; W. P. Dickerson and ; H. Milligan, 
Lawrenceville; T. A, Grable, aleigh; ~~ 
Meller, Galena; Samuel Smith, Carbondale; 
Peter Bamberg, Chicago; J. S. Haas, Wauconda; 


Chas. Marshall, Albion; Adrian Edwards, Green- 


field; B. F. Lickey, Quincy; F. W. Stewart, 
Princeton. 
Columbia—Thos, A. Campbell, Chicago. 


Columbian Nat’l—Morris Barnett and Walter 
Hodson, Chicago; Robt. oe King, Evanston; 
C, E. Moore, Chicago; J. W. Beye Moline; F. 
T. Corcoran, Jacksonville; U. F el, DuQuoin; 
Christian Hills, Pana. 

Des Moines—J H Smalley, Rock Island. 

Equitable, Ia.—Yantz Bonnett, Kioomington. 

Economic—J, F. Given, W. W. Wilson, F. E. 
Wright and ‘ol. Leslie Davis, Chicago; V. W. 
Conklin, Decatur. 

Fidelity Mut.—Oscar J. Lisansky, Chicago. 

Mutual, Y.—Thos. L. Tanney, St. Augus- 
tine; William C. ag om De Kalb; Dem- 
han, Chicago; A. Sterns, Waukeg an; ‘Ww. yA 
Biggs, Batavia; . "M. Gopingion: Galesburg; 
Thos. Ferguson, Rockford German, Chi- 
cago. 

Mich. Mut.—S. J. Bellamy, Chicago. 

Mutual Benefit—Marcus A. Bettman, Chicago; 
J. F. DuBois, Petersburg; Edgar B. Kellogg, 
Chicago; J. J. Pittser, Hoopeston. 

Mass. Mut.—F. hompson, Waynesville; 
og Worley, Centralia; C. H. Green, Free- 

S. Axtell, Winnebago; Bavier C. 
Miller, Chicago. 
North American, N, J.—Frank E. Waterman, 


-, 
Mut.—Frank L. Belsly, Deer Creek; 
Wm. Argast, Nauvoo; Tubbs, Monmouth; 
A. H. Vandenboom, uincy; C. W. Noehols, 
Bloomington; H. B, Longsworth, Robinson; E. 
B. De Long, Sadorus; M. L. Cahill and H. 
Robinson, Chicago; . L. Fry, Roche eller; 
E. J. Dirks, Chicago; E, B. hot. war way Gif- 
ford; Frank E. Dana, Chicago; G. A. Held, 
Chicago Heights; e L. Williams, Davenport. 
New York—E. R. Lybarger, Vermont; Henry 


L. Stow, ——" 
Penn. Mut.—Henr: Gardiner, Nathan W. 
= and Holger de yp hicago; J. M. 


kman, Jacksonville; R. E. Rogers, Welling- 


ton; R. E. Wilson, Hoopeston. 

Provident L. & T. L. Rumehrey eee. 

Security Mut.—A. H. Desee, O’Fallo 

Travelers—J. H, Frank, B. S. Pruett, ” Robt. 
W. Brett, Sanford W. Lindsay, O. P Currier 
and Horace D. Well, Chicago; J. B. Maxfield, 
Alton; E, W. Twenhoefel, Belleville; H. 
Crum, Howard. 

Union Central—H. C. Burchell and F. H. 
Haskell, Jr., Mendota; H. C. Rassweiler, Naper- 
ville; J. Showalter, Mendota. 

Amer. Cent.—Lucien M. Lasley, Frank H. 
Lee and Wm. S. Wells, Gin 0. 

Columbian Natl.—E. A. Marthens, Rockford. 

Conn. Mut.—W. R. Wiard, Waukegan; 
Etienne de S open Cin 

Equitable, N x _ Dahlgren; G. 
E. Clendenen, Willlaperities H. Ww. Colburn, 
Loami; Ernst, Danville; W. B. Gillam, 
Lewistown; Lawrence H. Gail, Elizabeth F. 
Gordon, Arthur L. Peticolas, Sarah Rosenthal 
and Chas, H. Strauss, Chicago; W. E. Rast, 
Vergennes; J. E. Smith, Big Foot Prairie; J. 

‘odd, Danville; A. H. Wieman, Freeport. 

Home—F. L. Carr, Wauconda. 

Mass. Mut.—F, A. Keys, Beason. 

Mutual Benefit—Allan Ayers, Chicago; Ed- 
ward W. Hartney and Nathan Klee, Chicago; W. 
O. Butler, Deer Creek. 

. Y.—C. H. Eastman, Dixon; R. O. 
; W. W. Raipe, Chicago. 

National, Vt.—B. B. Ss Windsor; C. W. 
Nichols, Bloomington; B . Crosthwait, Bloom- 
ington. 


ew York—A. C. —~ 5 Saag Livings- 

ston, Caroline S. rr and John J, Throldahl, 
Chicago; Frank C. Lancaster, cont Grove. 

North American—T. E. Cantrall, Petersburg. 

Penn. Mutual—Ernest Lee, Rossville. 

Union Central—T. D. Brewster, Ottawa. 

Aetna—T. L. Dunbar, Mason; J. W. Beach, 
Vienna; W. G. Brennemann, Chester; $, 


Kramer, Rochelle; A. H. Pratt, Grand Rapids, 
Mich.; M. Spurgeon, Ellis Grove; A. 
Wing, Chicago. 

Amer. Cent.—H. S. Post, Rockford. 
oe Nat’l.—Edward Barnett, Chicago. 
Equitable, N. Y.—Louis C. Kreuger, Chicago; 

Logan Perry, Heyworth; H. I. Prouty, Gales- 
burg; sory > Jones, Chicago; G. V. Chander, 
Macomb; P. A. Chrihfield, Atlanta; John Wil- 
liams and C. D. Otte, Aurora; R.’ E. Griffith, 
Lewistown; T. L. Sovoie, St. Anne; E. X. 
Marion; a. Kelsey and Allan Ro- 


Bentle 
pre ig Chicago; L. O. Tibbetts, Pontiac. 
Mass. Mut.—H. Smale, Chicago, 


New York—O. F. Kemp, West Hammond; 
Mrs. M. A. Brill, Chicago. 

Penn Mut.—Edith I. Kelley, Rockford. 

State Mut.—Edward A. Loomis, Jr., and 
William A. McNeill, Chicago. 

Travelers—J. C. Boice, Chicago; Floras Me 
Farland, Chillicothe; T. B. Price, Marion; A. N 
Steinhart, Ransom; C. E. Taylor, Streator; a 
B. Price, Marion. 

Indiana 


Bankers, Ia.—A. E. Masters, Indianapolis. 
Penn Mut.—O. L. Cramer and A, L. Waters, 


Evansville. 
Aetna—P. M. Crume, Peru; J. A. Reed, 
Tewalt, Vincennes; i i. 


Logansport; W. L. 
Turley, Bedford. 
Mutual Benefit—W. A. Kehoe, Fort Wayne. 
Aetna Life—Thomas & Heritage, Frankfort; 
E. B. Kollenberg, ye 
Conn. Mut.—C. L. Lenglade, -Connersville. 
Prudential—J. C. Holtz, South Bend; Homer 
Krick, Fort Wayne; C. E. Spalding, Bedford. 
Michigan 
Amer. Cent.—John Lovell, Menominee. 
Federal—A. B. Fewell, Grand Rapids; Fred 
A. Baker, Manistique; Sam Vietz, Rapid River; 
Fred Wildi, Mancelona. 
. Mut.—Charles Holden, Grand Rapids; 
3 . Cook, Kalkaska; J. J. McDonough, Bay 


City 

Hartford—H. C. Doloff, Port Huron. 

Mass. Mut.-——Ethel B. Chase, Detroit. 

Mutual Benefit—C. O. Ball and C. E. Goldie, 
West Branch; W. C. Schmidt, Milan; S. S. 


Stone, Detroit. 
Wisconsin 
Aetna—C. A. Blanchard, Blanchardville; S. 


C. Terry, — wy 
. Soeldner, N. E. Van Slyke, 


New York—F. 
Kilbourn. 
Surety Fund—W. Cardiff, Oshkosh. 
Travelers—W. A. ag Antigo. 
Ann. & Life—R. M. Brown, Milwaukee. 
Wisconsin—G. W. Westerfeld, Madison; J. 
B. Erickson, Superior. 
Ohio 
Bankers, Ia.—Jos. Metzner, Cincinnati; H. A. 
Filley, Cleveland. 2 
Conn. Mut.—Robert Montgomery, Wapako- 
neta; F. W. Schmitt, Celina. 
Equitable, N. Y.—H. E. White, Deshler. 
Home—Emma F. Bent, Cleveland. 
ohn Hancock—R. Rigdon, Spencerville. 
utual, N. Y.—D. A. Ward, Rio Grande; 
.. Bs Covey, Waynesville; Ira L. Miller, Colum- 
bus; H. C. Black, Plain City; Abriel Welker, 
Cheshire; Louis Manheimer, Cincinnati. 
New England Mut.—F. Klein, Cincinnati. 
New York—H. M. Ewing, Coshocton; W. A. 
Bargar, Columbus; E. J. Jackson, Cincinnati; 
E. W. Kitter, Ironton. 
North American—R. E. Raymer, East Liver- 


pool. 

po Pittsburgh L. & T.—G. J. Schoenberger, 
Chili; Roy Gillette, Holgate; G. F. Stieber, 
Canal Dover; L. Terry, Convoy. 

Provident L. & T.—Wm. Ackley. Steubenville; 
J. _M. Schieley, Cleveland. 

Reserve Loan—R. J. Church and H. A. Smith, 
Columbus; G. W. Carr, Yellow Springs. 

State Mut., Mass. a. C Waltz, Wapakoneta. 

Security a Ss. © Rane mong Hamilton. 

Travelers—J. W. Hughes, Cincinnati; Wm. C 

dams, Marietta. 











New 
Agency 


Supply 
Cabinet 


We are sole selling agents for the 
latest improved local agents’ supply 
cabinet, something every up-to-date 
agent should have. It not only adds 
to the appearance of his office, but 
keeps his supplies in good shape and 
makes them easy to get at. 

You should at least see a descrip- 
tive circular of this cabinet, which 
we will send you free upon request. 


The Western Underwriter 
Company 


145 La Salle St., Chicago, Ill. 
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AMONG CASUALTY AGENTS 


LONDON SOON TO ENTER OHIO 











Big English Company Will Write All 
Its Lines, Putting Up the Re- 
quired Deposit 





It seems likely that the London Guar- 
antee & Accident, with United States 
headquarters at 206 LaSalle street, Chi- 
cago, will enter Ohio later this year 
ready for business in 1909. The London 
has held aloof from Ohio because of the 
$100,000 special deposit required of for- 
eign companies and an extra $50,000 for 
liability business. The law has been 
amended so that this deposit is for the 
benefit of all policyholders instead of 
Ohio policyholders alone, so the London 
feels it can now enter the state. 

The company has taken high rank in 
casualty circles. It is one of the high 
grade institutions which will be cordially 
welcomed in Ohio. It writes all forms 
of liability, accident, health, burglary, 
steam boiler and credit insurance 





WANTS UNIFORMITY IN BONDS 





President Fred M. Blount Thinks This 
One of the Greatest Needs of 
the Business 





President Fred M. Blount of the IIli- 
nois Surety believes that one of the 
greatest needs of the surety business at 
the present time is uniformity in bonds 
or standard provisions which all com- 
panies will agree to use. He believes 
this would be not only to the advantage 
of the companies but of the public also. 
Mr. Blount regards uniformity espe- 
cially needful in contract and fidelity 
bonds. 

At the present time each company 
has its own form. In addition the 
American Bankers Association has its 
own form of fidelity bond, and many 
architects have their forms of contract 
bonds. Some of these last named are 
so objectionable that certain companies 
have refused outright to execute them, 
even though they regarded the business 
offered as desirable. 

7 o . 

Mr. Blount—and plenty of other sur- 
ety men who have considered the ques- 
tion—believe that a form of bonds can 
be devised which will be fair both to 
the obligee and the surety company. 
Just as fire insurance policies become 
void unless the assured meets certain 
reasonable requirements, they think 
that companies should be protected by 
provisions in bonds requiring the obli- 
gee to do certain things before the 
surety company shall become liable. 
Under the forms of contract bonds 
which emanate from some architects’ 
offices in Chicago, neither the owner of 
the building nor the architect is obliged 
to use even ordinary care to prevent 
loss to the surety company. Some 
fidelity bond forms also are entirely 
too “wide open” to give the companies 
that measure of protection to which 
they are entitled. 

The most insidious form of rate cut- 
ting is giving a very liberal bond for 
the premium that ought to be paid for 
one with reasonable restrictions. Fur- 
thermore, the difference in the forms of 
fidelity bonds offers opportunity for 
disturbing the business of companies 
without any benefit to the obligee. If a 
company is issuing a liberal form at 50 
cents and another company offers to 
write the line at 45 cents, it looks to 
the assured like a saving, when in fact 
the difference in form may more than 
make up for the difference in price. As 
the matter stands now every obligee 
must examine the bonds he gets, or 
have his attorney do it in order to 
know to just what extent he is covered 
and what obligations are resting upon 
him. If there was uniformity the gen- 
eral provisions would soon become fa- 





miliar to those who have occasion to 
receive many bonds, just as the general 
provisions of the New York standard fire 
policy are familiar to large owners of 
property. With uniformity there would 
be no excuse for the obligee to fail to 
meet his obligations and thus find that 
he was not entitled to recover. 
— * 7 

This question is regarded as a very 
serious one by some who have given it 
study, and they are satisfied that great 
benefit would accrue from an under- 
standing among the companies. An ex- 
ample of such benefits has recently been 
presented in the case of the depository 
bonds offered by the Modern Woodmen 
of America. Had the companies been 
overanxious for this business they 
would have accepted the form first sent 
out. They refused it and the order 
amended it; they refused that and it is 
understood that the form is being 
amended again in a way which may be 
satisfactory to the companies. 

It also has been pointed out that it 
would facilitate reinsurance if all com- 
panies used similar forms. 





London Guarantee and Boiler 

The London Guarantee has already 
been licensed in Colorado for steam 
boiler and will soon have its license 
amended to write this line in all states. 
Its policies and literature have all been 
prepared and are in the hands of the 
printers. 





Contract Business Off 
Contract business among the liability 
companies shows a shrinkage in pre- 
miums, although the industrial business 
has not fallen off as much as was ex- 
pected. The outlook along manufactur- 

ing lines appears more hopeful. 





Columbus Casualty Licensed 

A certificate was issued by Superin- 
tendent Lemert of Ohio last Thursday 
morning admitting the Columbus Casu- 
alty Company—originally incorporated 
as the Ohio Casualty Company— of 
Columbus to do business in the state. 
The company has a capital stock of 
$100,000 and the papers filed with the 
application show that . following are 
the directors: W. G. Lee, J. W il- 
son and E. W. Doty, Cleveland; W. E. 
Alexander, Athens; C. C. Needham, 
Canton; D. B. Bundy, Middletown; S. 
D. Hutchins, C. G. Richards, Al G. 
Field, W. D. Brickell, O. R. Farrar, Tod 
B. Galloway, Frank R. Shinn, W. U. 
Cole and J. R. Horst, Columbus. The 
officers are the following: President, 
W. D. Brickell; vice-president and gen- 
eral manager, Farrar; secretary, 
Tod B. Galloway; treasurer, Frank R. 
Shinn; medical director, Dr. Ww. U. Cole, 
and general counsel, John R. Horst. 

The Columbus Casualty has opened 
its headquarters office in the Ruggery 
building. The company has 175 stock- 
holders, all Ohio people. This means 
that the stock is held mostly in small 
amounts. E. J. Smith of Columbus 
holds $25,000 of the stock, one-fourth 
of the entire capitalization, and S. D. 
Hutchins of Columbus holds forty 
shares, but outside of these holdings 
they run not to exceed ten shares to the 
person. 





Philadelphia Casualty’s New Policy 


The Philadelphia Casualty has issued 
a new “combination” accident policy, 
which, as President Armstrong says in 
his letter to agents, “has not one extra 
word to fool or confuse the public.” 
He says further: 


It has been written in the frankest, simplest 
style possible and combines in a_ simple, 
straightforward manner all of the staple fea- 
tures of all of the accident policies now upon 
the market. 

Any man with ordinary intelligence can read 
the policy and tell exactly what he is going to 
get in the event of an accident. 

This policy has no new feature of impossible 
character. It emphasizes those staple things 
in accident insurance which the public seeks and 
stands ready to buy. 

The double indemnity clause covers passen- 
gers while on railway trains or street cars, 
whether on the steps, platform or in the car. 

The accumulative feature is unusually liberal, 
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and the beneficiary clause provides that a bene- 
ficiary of either sex is covered without extra 
charge for the single principal sum. 

The Special Indemnity covers both death and 
disability due to sun stroke, freezing or hydro- 
phobia, if caused by accidental means, or by 
the involuntary inhalation of gas or other poison- 
ous vapors, specifically and directly. 

In case of severance of either arm at or above 
the elbow the policy gives a single principal of 
$3,333.38 and a double principal sum of 
$6,666.66, whereas all other companies, save one, 
give only one-half of the principal sum. 


The policy appears to be a step to- 
ward the simplicity and directness for 
which many accident men have been 
contending for some time past. 





REPORT ON AETNA INDEMNITY 





Joint Examination of Company as of 
July 1 by New York and Con- 
necticut Departments 





The joint report of the New York 
and Connecticut departments’ examina- 
tion of the Aetna Indemnity as of 
July 1 shows assets $964,190, premium 
reserve $323,683, claims reserve $237,- 


298, net surplus $105,155. The com- 
pany in commenting on the report 
says: 


It is a matter for congratulation that all of 
the securities which were criticised by several of 
the insurance departments and which appear in 
the report as of June 30, 1908, have since been 
disposed of entirely and replaced by high 
grade securities. 

The contingent reserve fund of $100,000 has 
been abolished by the departments, the exam- 
iners having endeavored to estimate the proper 
reserve under each claim or trouble notice, and 
accordingly they have increased our reserves for 
losses by about $50,000 over the amount of the 
contingent fund and specific reserves heretofore 
carried by the company, the increase being ac- 
counted for almost entirely by the department 
examiners having attempted to make an estimate 
of the probable loss on each of the cases form- 
erly carried by the company under its contingent 
fund of $100,000. But it is our opinion, based 
on our experience in the past, that the cases will 
be settled on an average for much less than the 
departments’ estimates, and that in settling the 
various claims included in the loss reserves there 
will be a substantial advantage to the company. 

However, in view of the impossibility of accu- 
rately determining a proper loss reserve on surety 
claims and for the purpose of removing any 


criticism, we have accepted the departments’ 
figures; the limit, therefore, of any bond we 
can write will be $35,000, or 10 per cent of our 


capital and surplus, as allowed after the drastic 
examination by the insurance departments, with 
the exception previously made, where the com- 
pany has absolute joint control of the assets 
of the estate which the bond covers, and where 
reinsurance has been arranged in advance on 
contract, and other bonds. 

While we adopt the financial statement as 
prepared by the departments, it is but fair to 
our agents that we should tell them that by 
the operation of law and the regulations of the 
departments many assets have been excluded 
or cut down, which from experience we believe 
will work out for nearly their entire face value. 
On the other hand, our, liabilities 
calculated on the most rigid’ basis. 

We make no protest on account of the above 
mentioned changes by the departments, but feel 
that our agents should know that the company’s 
intrinsic position is, in the opinion of its officers, 
better to the extent of nearly $100,000 than is 
shown by the actual figures of the departments. 


have been 





Says Laws Should be Changed 
Deputy Waite of the Wisconsin de- 
partment expresses the opinion that the 





law of that state should be amended so 
that a casualty company that gets into 
deep water can reinsure its business 
and thus avoid an expensive receiver- 
ship. Mr. Waite says: 

“An example of the economic and 
simple method in which this could be 
done is the reinsuring of the risks of 
the United States Accident of Detroit, 
by the National Casualty of the same 
city. The law of Michigan permitted 
this to be done under the supervision of 
the insurance department and without 
any of the needless expenses and delay 
of court proceedings. The Wisconsin 
law should be amended so as to permit 
similar reinsurance of the risks of an 
insolvent casualty company.” 





IN THE LIABILITY OFFICES 





Ocean Reorganizing Its Inspection 
Service, Putting On Men Who 
Can Handle All Branches 





Reorganization of the Ocean’s in- 
spection service has almost been com- 
pleted in Illinois. Until comparatively 
recently the company has had two sets 
of inspectors in the state one for ele- 
vator and liability work and the other 
for steam boiler. Ever since Joseph E. 
Callender became sole general agent 
in Chicago he has favored having one 
set of inspectors competent to do both 
classes of work. He believed that after 
paying such men more than inspectors 
for one line received there would still 
be a saving by reason of the reduced 
traveling and hotel expenses. Further- 
more, he believed that better results 
would be secured by having a man in- 
spect a plant as a whole instead of only 
one part of it. The company has ac- 
ceded to his wishes in this regard and 
now all the inspectors with one or two 
exceptions are all-around men. It is 
understood that the company will by 
degrees introduce this plan throughout 
its field. 

The Ocean is giving more attention 
to inspections now than at any former 
period and Manager Ising proposes still 
further to perfect this branch of the 
corporation’s service. Not only are the 
inspectors saving a larger number of 
accidents by their suggestions for im- 
provements, but the general agents are 
able to underwrite the business much 
more intelligently and also to hold it 
better against competition. As inspec- 
tion reports come in they are checked 
over with policies and if the assured is 
not fully covered he is at once informed 
of the fact and necessary corrections 
are made; or, if he does not desire more 
complete coverage than he has, no 
doubt is left as to what part of his 
liability he is carrying himself. Under 
this system of inspections, the Illinois 
general agency of the Ocean has its 
business better in hand than it ever had 
it before, and Mr Callender is satisfied 
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that the cost of inspection is more than 
saved in the reduced loss ratio. 

The Travelers is pursuing somewhat 
the same course as the Ocean as fe- 
gards inspections. While some of its 
men are specialists on either elevator, 
general liability or steam. boiler busi- 
ness—the last named for the Travelers 
Indemnity—the idea of the general in- 
spector is to have the men in his de- 
partment competent to do any sort of 
inspection work. While they special- 
ize in Chicago to a considerable ex- 
tent, when inspections at outlying 
points are to be made one man can 
attend to all of them. 


The Travelers has been at work for 
some months revising its liability poli- 
cies and the following new forms are 
now in use: Shop, construction, min- 
ing, maintenance and general liability. 
Other forms will be brought out as 
rapidly as possible. Under the re- 
vised forms the company does not re- 
serve the right to pay the limit and 
abandon the case. It agrees to defend 
suits which may be brought against 
the assured at any time “on account of 
such injuries, including suits alleging 
such injuries and demanding damages 
therefor, although such suits, allega- 
tions or demands are wholly ground- 
less, false and fraudulent.” It also 
agrees “to pay all costs taxed against 
the assured in any legal proceeding de- 
fended by the company, all interest ac- 
cruing after entry of judgment upon 
such part thereof as shall not be in 
excess of the limits of the company’s 
liability as hereinafter expressed.” This 
last is a new feature. 


The Casualty Company of America 
not long ago revised and extended its 
prohibited list. until it now contains a 
number of classes which are regarded 
with favor by some companies. An- 
other way in which it has shown its 
conservatism is by staying out of the 
automobile liability business entirely. 





MORE RATE ADVANCES MADE 





Fidelity & Deposit and Illinois Surety 
Announce Increases—Rate Cut- 
ting Complained Of 





The Fidelity & Deposit not only has 
advanced the rate on depository bonds 
to 50 cents, but has advanced certain 
contract rates also. Its minimum rate 
on contracts running to the government 
is now 50 cents and it is holding strict- 
ly to 25 cents as a minimum for con- 
tract rates in general. 

The Illinois Surety is also making 
advances on contract bonds and to 
some extent on other classes. Little 
doubt appears to exist among well in- 
formed surety men that rate advances 
are to be the regular program now. 

In Chicago there is serious complaint 
of unnecessary rate cutting on contract 
and fidelity business. Several offices 
report that their regular customers are 
being solicited with offers of cut rates. 
They do not report that they have lost 
any business; they simply have met the 
rate and held it. The rate cutter has 
gained nothing unless it be satisfaction 
in seeing a competitor forced to carry 
its business for a smaller premium. 
One manager who claims that a certain 
office has been perniciously active in 
going after his business in this way, 
threatens to retaliate. He does not ex- 
pect to capture the business from the 
books of the other office, but to force 
its rates down, unless it desists from 
interfering with his regular customers. 


The new fidelity bond with a simpli- 
fied application which it was announced 
some time ago the Fidelity & Deposit 
would bring out early this summer, has 
not yet made its appearance. It is sur- 
mised that it has been found difficult 
to frame a few questions which would 





bring out the information necessary to 
intelligent underwriting of this class of 
business. 

The announcement that a new surety 
and casualty company is being organ- 
ized in New York and that the stock of 
John J. Caullet’s New York Surety has 
been all subscribed was not hailed with 
delight by surety managers in Chicago. 
Nearly every new company that starts 
out to do a general business enters Chi- 
cago as one Of its first points away from 
home. The result in the past has been 
that the Chicago situation has been se- 
riously disturbed a number of times. In 
its early experience the Aetna Indem- 
nity cut a wide swath in Chicago and 
what the Metropolitan Surety did three 
years ago is well remembered. These 
and other less conspicuous examples 
have led managers to look upon the ad- 
vent of new companies with some con- 
cern until they know who is to repre- 
sent them in Chicago and what their 
policy is to be. 





June Embezzlements 
Press notices and dispatches, as col- 
lated by the fidelity department of the 
Fidelity and Casualty, indicate, for the 


month of June, 1908, the following de- 
falcations: 


Banks and trust companies............ $102,664 
Beneficial associations ..........++00++ 4,401 
PE MED csvewdeesedancaesenenea 144,566 


General business 


Corres ccccccecccsece 72,925 

Insurance companies .............200+ 126,265 
CT ED 5b ook teddadneeeebaeekess 66,159 
Transportation companies ............ 4,428 
RP eee $1,189 
ME dceninsaeiectsrdnsneeniienaas $552,597 





May Get Western Company 

The tip goes out that the Massachu- 
setts Bonding in adding $100,000 more 
to its capital, selling each share at $150 
to give it $50,000 more surplus, is to 
enable it to buy up a western surety 
company, on which President Falvey 
is said to have an option. 





To Write Two More Lines 

The Aetna Accident & Liability 
will shortly enter the plate glass and 
burglary insurance field. The plate 
glass forms have been already printed 
and approved and the organization of 
this department is being completed. 
There is some doubt as to the form ot 
contract to be used in the burglary 
department and as soon as this is 
cleared business will be begun. 

The company will doubtless join the 
plate glass as well as the burglary un- 
derwriters associations in the near fu- 
ture. The management of these new 
branches has not as yet been decided 
upon. 





More Strict in Underwriting 
It is stated that the older and larger 
accident companies are much more 
strict in their underwriting than they 
have been, especially as to moral haz- 
ard. The interchange of information 
among the companies has kept them 
from writing a number of undesirable 
risks. The companies that are seeking 
the preferred classes especially are will- 
ing to cut out less desirable business 
and make more money on a smaller but 

more profitable premium income. 





CASUALTY NOTES 


The United States Fidelity & Guaranty will 
have a new manual out Sept. 1. 

Archibald McM. Creed, general agent of the 
Illinois Surety at South Bend, Ind., captured 
the fidelity schedule of the new Union Trust 
Company of that city. 

_W. C. Rutherford of the local agency of 
Netterville, Boland & Dye has become special 
agent of the Geo. - Pangborn agency in In- 
dianapolis for surety and casualty lines. 
_ The States Accident of Chicago is now writ- 
ing insurance on employed women at the same 
rates as men. It insures wives of members at 
half price but cuts out weekly indemnity. 

The Ontario Accident of Toronto of which 
A. L. Eastman was managing director has been 
absorbed by the London & Lancashire Guarantee 
& Accident of Canada. 

Manager Mead of the American Surety in St. 
Leuis had an unusual request for a surety bond 
the other day, which he says illustrates the great 





possibilities of the surety business. The ap- 
plicant was a man who makes a living wrestling 
bells at exhibitions, county fairs and _ street 
carnivals. He wanted the company to go on a 
bond guaranteeing that he would fulfill his con- 
tracts to give a first-class exhibition and throw 
the bull, for which he posts a forfeit in case 
the bull throws him. 


Dlinois 

Aetna Indemnity—Hamilton & Cherry, Car- 
bondale. 

, Life—Dickerson & Milligan, Lawrence- 
ville. 

Amer. Credit Indem.—Frederick J. Seymour, 
Chicago. 

Commonwealth Cas.—C. A. Dingman, Chicago. 

Empire State—J. R. Clark, Bloomington; 
Luther E. Allen, Aurora; Randall D. Weitzel, 
Harvard. 

Fid. & Cas.—Smith & Burke, Batavia; Grib- 
field & Johansen, Bloomington; R. C. Traver, 
Chicago; W. B. and N, B. Sheriff, Paris; 
Weaver & Miller, Nokomis, W. R. Whitney, 
Noaga, Janney & Shipe, Marshall; S. N. Haver- 
field, Assumption; R. D, Meeker, Sullivan. 

_ Fid. & Deposit—Henry Capen’s Sons, Bloom- 
ington. 
rankfort—M. M. Hazlett, Springfield. 

Hartford S. B.—Spitler, Noble & Co., Mat- 
toon; Troxell, Kirkendall & Co., Springfield; 
W. M. Hoppe, Belleville. 

Ind. & Live Stock—Hamilton & Cheey, 
Carbondale; Virgin & Taylor, Fairbury; H. C. 
Wolfe, Waterloo; B. M. 2 Centralia; J. 
H. Heberling, Easton; W. H. Miller, Chester; 
Lewis Boatright, Harrisburg; C. C. Andrews, 
Oakwood; Griggs & Holland, Marion; aeny 
Brandon, Albion; N. N. Denson, Aden; G, C. 
Meskimen, Lawrenceville; M. A. Houser, Olney; 
Asa A. Lee, Rossville; J. J. Lioyd, Fairfield; J. 
L. Myers, Carmi. 

Maryland Cas.—C. J. Savage, Ashland; J. H. 
Heberling, Eastern; Henry Dawson, Auburn. 

Nat'l Cas.—R. H oore, Quincy. 

Nat’l Surety—Leslie Small, Kankakee; J. A. 
and John W. Shepherd, Paris. ' 

New Amsterdam Cas.—M. M. Hughes, Joliet; 
F. H. Holmes, Galesburg. 

Ocean—W. E. Schurman, Pekin. 

Penna. Cas.—B. S. Smith, Oblong; Harry E. 
and Henry S. Bishop, Alton; A. S. Mitchell, F. 
T. Whipp and Thos. Allen, Springfield. 

Ridgely Protective—W. J. Cavins, Mattoon; 
Otto Seyfried, Freeport. Dred 

Standard Acc.—E. B. Conover, Virginia; J. 
M. Lockman and Frank T. Corcoran, Jackson- 
ville; Bert Roach, Bushnell. 

Title Guar. & Surety—Clinton Fisk, Carlyle; 
S. T. Pendleton, Fairfield; Ed. D. Griggs, Jer- 
seyville; Will L. Lingle, Jonesboro; D. R. Fish, 
Lawrenceville; W Burkhart, Marion; Roy 
N. Adams, Mound City; G, H. Bridges, Vienna; 
D. T. Smith, Winchester. 

Travelers—-Horace D. Wells, Sanford W. 
Lindsay and Orville P. Currier, Chicago; H. M. 
Duncan, Pekin; E. R. Grandey, Stronghurst; J. 
W. Hoover, Dallas; H. F, Machen, Galesburg; 
E. W. Twenhoefel, Belleville; H. Crumb, 
Harvard; J. B. Maxfield, Alton. 

U. S. Cas.—Wood-Potts Agency, Litchfield. 

U. S. Health & Acc.—Bruce A. Shaw, Chas. 
E. Watson, Chas. H. Perren, John E. Spar- 
row, N. B. Randall and L. S, Collins, Chicago; 
A. O. Goodwin, East St, Louis. 

Fid. & Cas.—E. T. Rickard, Homer; A. L. 
Paris; H. R. Jamison, Peoria; F. S. 
Boggs, Urbana. 

Ind. & O. Live Stock—V. E. Robertson, Vir- 
inia; G. F. Duff, Flora; J. E. Rogan, Carlyle; 
harles Whithouse, Pana; A. A. Hunker, Taylor- 
ville; Guthrie & Herman, Mattoon; B. F. Kagay. 
fr Effingham; J. A. Hutchinson, Vandalia; Rol 
a Frank, Augusta; C, R. Conklyn, Clifton; A. 
§ Chance, Salem; J. A. Wright, Sullivan; S. 

. Carr, Shellbyville; W W. Scott, Toulon; E. 
F. Schott, Belleville; W. B. McIlwaine, Sparta; 
Curtis Neal, Allerton; J. W. Webster, Danville; 
W. H. Ladd, Rockford. ; 

Metropolitan Cas.—W. A. Rayburn, Hamilton. 

New Amsterdam Cas.—C. N. Brown, Danville; 

- oore, Georgetown. 

Pacific Mut. Life—J. E. Sparrow and John F. 
Kinney, Chicago. . 

Pennsy. Cas.—P. S. Parish, Harrisburg. : 

Standard Acci—E. L. Snyder, Arcola; Emil 
Arnold, Woodstock. : 

Maryland Cas.—C. F. Briggs, East St. Louis. 

Uz rf Health & Acci.—William Cushman, Chi- 
cago; J. D. Sickles, Rockford. 

Cas. Co. of Amer.—F. J. Davis, Tremont; C. 
S. McDaniel and Harry Wullenwaber, Rock 
Island; Louis A. Frey, South Chicago. _ 

Continental Cas.—W. S. Bernard, Springfield; 
E. W. Davison, Belvidere. 

General Acc.—C. J. Eck, Arnold Leutgert, 
Morris Rosenberg, Chas. Tick, Anton Nowalk 
and O. N. Smith, Chicago; J. S. Funk, Cham- 


aign. 
. Ind. & O. Live Stock—R. B. Fitzpatrick, 
Casey; A. L. and E. H. Snyder, Arcola; C. J. 
Vie Harvard. 


Lawrence, Peoria. 

Woodmen’s Cas.—C. A. Lemmers, Woodstock; 
A. A. Dawley, Belvidere; W. S. Pelkey, Joliet. 
Ohio 
Employers Liab.— Wm. E. Evans, Chillicothe. 
Federal Cas.—J. J. Edmiston, New Lexington. 
General Acc.—W. C. Weaver, Columbus; W. 
B. Herrick, Middlefield; Jas. G. Young, Belle 
Center; H. J. Gerhardstein, Sandusky; L. C. 
Valentine, Delaware; .. Donavin, Colum- 
us; J. A. Wessendarp, Cincinnati; 
Overs. Burbank; Sigler & Sigler, Piqua; F. W. 
Taylor, Cleveland; L. W. Hale, Bartlett; J. H. 

McVayh, Xenia; Davis Steiner, Youngstown. 

Ind. & O. Live Stock—W. H. Miller, Leipsic; 
J. W. Atwater, Jefferson. ; 

Maryland Cas.—Hugh C. Miller, Toronto; Al- 
fred M. Brant, Bradford Junction; Frank T. 
McLain, Toronto. 

Nat’l Surety—Pfau & Faunce, Youngstown. 





Mass. Bonding—Thos. F. McGee, Dayton; Carr 
& Lynn, Zanesville. 

North Amer. Acc.—A. G, Griffin, Lima; C. C. 
McLain, Millersburg. 

Title Guar. & Surety—B. F. Swope, Glouster; 
E. H. Hawk, St. Paris; Chas. F. McGuire, New 
Carlisie; John S. Brown, South Charleston; O. 
E. Gordon, Union City; J. W. Swisher, Del- 
aware; A. S, Bradford, Cedarville; J. T. Horn- 
aday, Yellow Springs; J. E. Jones, Xenia; T, 

Saxton, Washington C. H.; H. C. Lieurance, 
Jamestown; D. M. McConnell, Osborn; P. M. 
Stewart, Belle Center; Chas. H. Curl, DeGraff; 
Harry E. Atha, West Liberty; James M. Dun- 

London; C. M, Fisher, Mt. Sterling; Hoe 
rothers, Plain City; A. M. Brant, Bradford; 
R. A. Kerr, Tippecanoe City; Joseph Barnett, 
Troy; Wirt Kessler, West Milton; I. V. Miller, 
Brookville; J. L. Catrow, Germantown; C. M. 
Elisworth, West Carrollton; C. A. Be 
Lexington; F. P, Reed, Crooksville; J. W. Evans, 
New Straitsville; W. H. Williams, Shawnee; H. 
D. Silver, Eaton; G. M. Sizelove, Camden; C. 
C. Hawley, St. Paris; J. V. McCoppin Bain- 
bridge; rl Smith, Fostoria; Ed H. Burns, 
Sidney; O. W. McAdow, Milford Center; Chas. 
E, Kagay Richwood; A. Kuhn, McArthur. 

U. S. Cas.—J. F. Pepple, Ada. 

Aetna Indemnity *. W. Schmitt, Celina. 

Frankfort—J. J. Bernert, Steubenville; H. M. 
Wing, Coshocton; B. B. Putnam, Marietta; 
Blohm & Blohm, Marietta. 

General Acc.—Wm. Rolick, Wadsworth; R. 
K. Aderholt, Canton. 

Ind. & O. Live Stock—Rower & Stevenson, 
Leipsic. 

Maryland Cas.—H. C. Davidson, Steubenville; 
Wm. H. Orr, Dillonvale. 

New Amsterdam Cas.—Fred W. 
Celina. 

N. J. Plate Glass—C. L. Stevens, Fremont; 
B. V. Mizer, Coshocton. 

North Amer. <Acc.—C. A, Hanner, 
Dover; James Sheffield, Bellevue. 

Standard Acc.—Fred E. Smith, Akron. 


Indiana 


Federal Cas.—S. T. Baker, Anderson. 

General Acc.—H, J. Adler, Evansville. 

Travelers—C. E. Graves, Frankfort; J. W. 
Hughes, Seymour. 

U. S. Cas.—C. A. Gladfelter, Goodland. 

American Bonding — M. R. Shrewsbury, 
Leavensworth. 

Empire State perce. 

London—Pearl E. 
Dausman, Goshen. 

North Amer, Acc.—J. W. Lewis, Wabash; J. 
W. Pence, Angola. 

U. S. Fid. & Guar.—A. D, McKinley, Muncie. 

Empire State—J. B. Latshaw, Carlisle. 

Great Eastern Cas.—E, A. Bonham, Indian- 
apolis; W. C. Runcie, Evansville. 

London Guar.—Beall & Coffin, Richmond; 
Mercantile Trust & Savings Co., Evansville; J. 
C. Wise & Son, Vincennes. 

National Surety—F. K. DeArmey, Brazil. 

»North Amer. Acc.—W. H. Cotharin, New- 
castle. 

Travelers—W. S. Carmack, Indianapolis; W. 
A. Clifford, Garrett; N. D. Morris, New Albany. 








Schmitt, 


Canal 


B. Latshaw, Carlisle. 
lien, Terre Haute; G. W. 


Michigan 
Employers Liab.—Burtenshaw & Sibley, De- 
troit. 
Great Eastern Cas.—Franz LelIsle, Allegan. 
General Acc.—F. D. Smith & Co., Muskegon. 
Michigan Bonding—H. W. Haller, Ann Arbor. 
U. S. Health & Acc.—S. A. Bridges, Allegan. 
a Cas.—Martin Van Syckle, Decker- 
ville. 
Union Cas.—C. M. Fuller, Battle Creek; 
Charles Oldes and Con Riordan, Flint. 
Wisconsin 
Aetna ee W. Lioyd, Ashland. 
Anchor Cas.—Fred Egger, William Sennat 
and Edward Nagle, Wausau. 
Badger Protect.—E. M. La Plante, Sturgeon 


ay. 
ees Cas.—E. L. Maloney, Fond du 
a 


c. 

Fox River Health & Acc.—Frank Behan, 
Oshkosh. 

General Acc.—F. H. & Henry Schultz, Racine. 
Time Indemnity—C. M. Pratt, Mondovi; A. 
E. Oldenberg, La Farge. 
Travelers—W. A. Maertz, Antigo. 
Union Acc. & Benefit—I. J. D. Preston, 
Sechlerville; H. L. Yance, Racine. - 
— Cas.—Anthony MHaughian, Rice 
ake. 





Making a Strong Race 


James E. Abbott of Madison, Wis., 
who has had twenty years’ experience 
in the insurance business and is seek- 
ing the nomination of insurance com- 
missioner on the Republican ticket, re- 
cently signed with the Standard Acci- 
dent of Detroit to devote all his time 
to its industrial disability department. 
Afterwards he decided to make the 
race for insurance commissioner. The 
Standard Accident recommends him 
highly. 





Few of the golden opportunities offered us will 
stand the acid test; those that do are those we 
make for ourselves and firmly grasp. 





Local agents should get prices on 


Policy Labels 


The Western Underwriter Co. 
145 La Salle Street, Chicago 
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at work endeavoring to complete their assessment 
— the close of the fiscal year, Septem- 
rl. 

As directed by the Richmond convention, the 
joint conference committee discussed the ques- 
tion of uniform blanks with the managerial con- 
ferees and met with much encouragement. Ac- 
cordingly at the midwinter conference, a com- 
mittee of three were appointed. Paul B. - 
lord of Denver, C. F. Hildreth of Freeport, IIL, 
and James P. Thompson of Minneapolis, were 
named. The committee were assisted by Lyman 
M. Drake of Chicago. The association is to be 
congratulated on the prospect of having adopted 
by the companies, uniform accounts, daily re- 
ports, and endorsements. 

Canvass on Multiple Agencies 

Local associations were notified of the rec- 
ommendation of the National association at the 
Richmond convention, that there be a general 
canvass of members and agents in each state to 
analyze and publish dual and multiple agency 
appointments of the different companies. In a 
few cases this has been done, but the interest is 
by no means general and your committee rec- 
ommends that the matter be again urged on 
state associations. Agents generally regard 
multiple ies as a to their welfare, 
and a concerted movement against the sys- 
tem will greatly retard the practice. 

The National Board asked our cooperation in 
interesting agents in securing data from cities 
which has no* replied to its inquiries. We did 
this with very satisfactory results to the Na- 
tional Board. 

Many Points Were Visited 

The officers of the National association have 
visited the following places during the year 
to speak before local and state associations upon 
the work of the National association: 

Trenton, N. J.; Buffalo, Rochester, Syracuse, 
Utica, Shenectady, Troy, Albany; Pittsburg, 
Pa.; Greeensboro, N. C; Columbia, S. C.; 
Savannah, Ga.; Augusta, Ga.; Gainesville, Fla.; 
Jacksonville, Fila.; obile, Ala.; New Orleans, 
La.; Vicksburg, Miss.; Dallas, Tex.; Oklahoma 
City, Chattanooga, Tenn.; Charleston, S. C. 

Schedule Rating 

The National association has assisted in pro- 
moting the idea of uniform schedule rating for 
the entire country and has contributed to a 
movement which will in all probability eventuate 
in such a schedule being adopted. 

Casualty Association 


The close affiliation between fire and casualty 
and surety business continues to attract atten- 
tion to the proposal that our association shall 
also embrace the casualty business. As_ yet, 
however, there is not a sufficient demand for 
this to require attention by our organization. 
It is recommended, however, that state associa- 





tions provide for oe membership by 
casvalty and surety agents who may desire thus 
to affiliate. 


The national officers have rendered some as- 
sistance to Canadian agents in forming an as- 
sociation across the border, cooperating with the 
National association, but not directly affiliated 
with it. 

We recommend the appointment of a commit- 
tes to review our constitution and by-laws and 
consider whether any changes are needed to 
meet future conditions, reporting thereon at the 
next annual meeting. 


HEART TO HEART TALE 


Secretary Putnam Comments on the Work 
of the Agency Association 





Secretary H. H. Putnam did not make 
a formal report, but said a few words 
in a heart-to-heart talk, as follows: 


During this constructive period of twelve years 
the National association has materially changed 
the sentiment of companies in regard to cer- 
tain practices detrimental to the agency inter- 
est. 

Before this organization took up the question 
of overhead writing, some companies asserted 
that they had a right to issue policies over the 
heads of their local agents. - As the result of the 
position assumed by the National association, 
and its canvass of the companies, they are today 
committed to the principle that it is wrong to 


60. 

Before the National association took up the 
question of nonresident cut rate brokers, some 
of the companies were extending aid and com- 
fort to these brokers and were indifferent to the 
complaints of agents. Through the initiative of 
the National association and its canvass of the 
companies this indifference was changed to a 
positive pledge to protect agents, so far as pos- 
sible, against abuses. 

Before the National association took up the 
—— of agents expirations it was an uwunset- 
tled problem. Through the initiative of this or- 
ganization in securing, on appeal, the reversal 
of a decision adverse to the agency interest, it 
so formed and directed company opinion on this 
problem as to create a definite acknowledgement 
and substantial recognition of the agent's due 
rights and equities in the business which he has 


built up. 
Companies and Rate Wars 


Before the National association took up the 
question of rate wars, it was common for com- 
panies to settle disputes between themselves and 
with their agents resorting to general rate 
cutting. The initiative of the National asso- 
ciation, and its close attention to this question, 
has created a powerful effective public sentiment 
in opposition to this method of adjusting dif- 
ferences. 

In addition to these definite results, it has 





encouraged and directly induced the limitation 
of agency appointments, changing the trend from 
dual and multiple to single representation. And 
finally it has brought the agents and companies 
together in direct contact through conference 
upon all these questions which protect and ad- 
vance the agency interest. 

Any one of these results alone justifies the 
effort of this organization. Combined, the record 
is one which has given the association a per- 
manent place in the economy of fire insurance. 
The National association does not have to tell 
the agents of America what it proposes to do, 
but what it has done for them. 

Must Not Stop Now 

F To stop there, however, and say that this asso- 
ciation will stand upon its past record alone, 
is to invite disintegration ee decay. Profiting 
by the success and strength we have gained in 
the past, confident of our ability to intelligently 
and conservatively handle the new issues as they 
arise, we must look forward to the future with 
hopeful optimism, feeling sure that the old time 
courage and 
with which we are confronted will bring to us 
the same approval and support which we have 
secured in the past. 

To properly consider these questions we must 
remember the purposes of this association and 
the point of view. Organized in the first in- 
stance as an agents’ protective and defensive 
association, it has ever been impelled by this 
motive of action, in this way only demonstrating 
the need of an independent iation of local 
agents. As we discuss the unsettled questions 
ot today—‘“Compensation to Agents,” ‘Local 
Boards and Local Practices,” “Reduced Repre- 
sentation” and “Higher Qualification for Agency 
Appointments”—we must ask ourselves what we 
can do to improve the conditions for the inter- 
ests which this association represents. This is 
not selfishness; it is enlightened selfinterest, for 
the agent can only bring to himself equality of 
opportunity and a fair position in economic prog- 
ress, by an association which will, in a broadly 
partisan way, represent and emphasize these 
things which concern him. 

Must Secure Cooperation 


Nevertheless this enlightened selfinterest will 
lead the association to consider, as one essential 
factor in its success, the winning of support and 
approval from other interests. The expression 
of our self-interest should be so fair- and just 
that its wisdom cannot easily be questioned. To 
serve the real interests of this association we 
must win new friends among the company man- 
agers. We must treat with justice and equity 
the brokerage interests which would treat with 
us, and finally we must consider always the 
public interest in every action which our asso- 
ciation takes, putting ourselves in touch with 
those movements among policyholders intended to 
improve for them the conditions of insurance. 

n approaching the problems of the future we 
must take the same practical position in dealing 
with them that we have in dealing with the 
problems of the past. There are proper ideals 
to he held up to view. There are proper tradi- 
tions to be preserved, but neither ideals nor 
traditions should blind us to the actual needs 
of the time. Mindful ever of the pledge which 
this association gave the business of insurance in 
the second year of its inception, that it would 
consider all questions with “conservatism,” we 
must hold that tradition before us, as a guide 
and inspiration for our action. True conservatism 
is real progress. It wisely tempers the radicalism 
which unchecked leads on to extremes and often 
stands like an immovable boulder in the pathway 
of progress. 

his association today is faced by its op- 
erent to progress along conservative lines. 
hile “pointing with pride” to the rich history 
o1 the past, we cannot rest here, but must move 
on with courage and conviction along the line 
of real progress. Looking back, we can feel the 
same sense of confidence and elation that comes 
with any great movement which has won recogni- 
tion for itself and has made definite contribu- 
tions to human welfare. 


Want Help of Whole Body 


In the future the destinies of this associated 
movement cannot be dependent upon the energy 
and ability of a few, but upon the force and in- 
telligence which is displayed in legislation and 
initiative by the whole membership. Let us not 
forget, however, that the object of an associa- 
tion like this is not to “eliminate competition” 
nor to destroy the incentive to individual action, 
is not to crush out the proper aspirations and 
ambitions of any, nor to “drive out” the honest 
worker, but to bring all up to a higher standard 
of business ethics, and to set up such standards 
for future. entry into this calling, as shall cause 
a definite improvement everywhere in the quality 
of agency representation. 

If this association cannot always cure old 
evils, it can prevent new ones. Prevention 
brings to the local agent as definite a benefit— 
although he me not be conscious of it— as a 
specific cure. very complaint settled by the 

ational association between one agent and one 
company or between one agent and another, 
largely settles that case for all agents and all 
companies, establishing principles of action which 
govern the company in its relation to its entire 
agency force, and agents in relation with each 


other. 
Mot a Cureall for Ils 


The policy of insurance which the agent sells, 
has no more value to the man who buys, than 
a membership certificate in this association to 
the agent, and yet both are worth their full 
face when the need for the protection arises. 
We cannot win recruits to our cause by demon- 
strating to them a return in value, dollar for 
dollar, nor can we hold out as an inducement 
the promise that the organization will relieve 
the individual of any responsibility which he 
should properly assume himself. 

It would be a mistake for us to encourage 
the belief among our members, or among local 
agents at large, that our organization is a “cure- 
all” for the ills of the business. We may be 
in truth on many occasions a guide, philosopher 
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care in considering the problems_ 





and friend. The organization can make the 
agent more positive in his initiative, more cour- 
ageous and independent in his individual action, 
but it cannot furnish him with the tools of suc- 
cess which he must find for himself. 

his I take it is an organization of live 
workers. There is no room for dead wood. 
If this association can inspire every member with 
the feeling that when his back is to the wall 
he can call for help and there will be a quick 
response, we have brought to him a new power 
which supplements his own initiative and puts 
him in a position where he can exact fair and 
—_ treatment in his contact with other business 
orces. 








Discusses What Was Done in Some States 
Last Year 


The legislation committee in its re- 
port said: 

When the legislature cannot be handled by 
a small legislative committee, we find that the 
fight is usually carried back to the election dis- 
tricts, and into the offices of the premium pay- 
ers, where the local agents convince their 
clients, who send requests to the legislators 
which amount practically to instructions. I am 
sure that many are present who can testify out 
of their own experience to the truth of this 
statement that legislative action can always be 
controlled by the local agents of the state 
when united in purpose, efficiently organized and 
reasonably well led. 

Mississippi—In this state the fight centered 
around a law requiring a deposit to guarantee 
Mississippi losses and return premiums, There 
was a sharp difference of opinion among the 
Mississippi agents as to this bill, some think- 
ing it good of itself, others thinking it a good 
compromise in lieu of other threatened legisla- 
tion, and some agreeing with your national com- 
mittee that all deposit laws are unwise, tending 
to split up the assets of the companies and re- 
strict agency operations to the largest and 
strongest companies. On April 2, the _legis- 
lature adjourned without passing a deposit law. 

New Yorx—Anticompact legislation was again 
defeated after a struggle in which the brunt of 
the fighting was borne by the New York state as- 
scciation. 

Oxn10o—A bill to put insurance under the 
previsions of the anti-trust law and another 
bill to amend the anticompact law were threat- 
ened. This latter law prohibited an agent from 
representing more than one company. President 
Lauterbach and Chairman Bryson handled the 
emergency with discretion and energy, and were 
able to report the defeat of the bills. 

Vircinia—Anticompact legislation was de- 
feated with difficulty. Mr. Lunsford of Ro- 
anoke, chairman of the legislative committee, 
was in Richmond most of the time for three 
weeks conducting a campaign of education. 

Kentucky—Amendments to the anti-trust law 
seriously effecting insurance were defeated, and 
a resident agents bill pushed nearly to passage. 


Duty of National Committee 


The state associations appear to be unwilling 
to confine their influence to the defeating of 
hostile legislation; many states wish to propose 
and pass bills of their own drafting, designed to 
cure evils now existing. This is a natural de- 
velopment, is unavoidable, and can be made, 
we believe, of the highest value. But the whole 
association movement will be checked, may be 
defeated, if these state legislative projects 
should become unreasonable and disadvantageous 
to the best interest of the insurance business as 
a whole. 

To meet this difficulty, By-Law No. 4 was 
passed in 1901, reading as follows: 

“To this committee shall also be referred all 
proposed legislation affecting the objects of this 
association in the various states, and no pro- 
posed legislation shall receive the official effort 
of any state association until the same shall 
have been approved by a majority vote of this 
committee. All matters referred to this com- 
mittee shall have prompt attention and official 
opinion thereon shall be reported to the state 
association interested within a period of fifteen 
days from — thereof.” 

Yet it is often difficult to judge of the 
wisdom and timeliness of a bill earnestly advo- 
cated by some state association. 

Might Cause Severe Strain 

Your National legislative committee after con- 
ference with other National association commit- 
tees, or with the company managers, might feel 
that the proposed law could not be beneficial 
or that its passage by the influence of the state 
association would endanger that cordial coopera- 
tion between the companies and the agents’ as- 
sociations which is so essential. In such a case 
would not your National committee be in duty 
bound, aside from By-Law No. 4, to use every 
effort to dissuade the state association from the 
support of a measure thus believed to be danger- 
ous? Wherever this crisis comes, may it receive 
the most open minded, conscientious and disin- 
terested treatment from all concerned. At that 
time the true stature of the local agents will be 


rating schedules with the state authorities, while 
in Missouri general opinion favors an attempt 
to obtain from the legislature the right to re- 
establish the old local boards, not, however, 
to make rates, but to adopt and support rates 
made by the bureau system, with right given to 
the Insurance Superintendent to supervise the 
fairness of the rates. 

Shall the National association set aside By-Law 
No. 4 and let the state associations bring for- 
ward their rate reform project independently 
(which would certainly give the maximum of 
liberty of action), or shall the National associa- 
tion follow By-Law No. 4 and endeavor to keep 
the state legislative projects within limits 
wherein a reasonable concurrence of opinion 
exists both among local agents and in managerial 
circles? : 

Your committee ggests an i diate con- 
ference at this convention of legislative commit- 
teemen from anticompact states, to prepare a 
resolution for submission to this convention. 


Cooperation With Companies 


The power of the local agents’ associations to 
affect legislation is largely dependent upon co- 
operation from the company managers and 
special agents. For most local agents are greatly 
influenced in their views and actions by the ad- 
vice of the managers and special agents. If, 
therefore, dissentions arise between the local 
agent’s associations and the company people, the 
state associations must spend their strength in 
keeping their own members in line. 


The West and South 


In the west and south where the anticompact 
laws have made the rating situation intolerable 
to the local agent, there is great danger that 
antagonism will arise between the agents’ asso- 
ciations and the company managers. The Na- 
tional association has a committee for conference 
with the Western Union. Your committee rec- 
ommends that this conference committee present 
to the managers the whole question of rate re- 
form in anticompact territory, and that our leg- 
islative committee be instructed to inaugurate 
a similar conference with any other company as- 
scciations which may be involved, to the end 
that all the earnest well wishers to our profes- 
sion, whether managers or local agents, may be 
united in an effort to work out these pressing 
problems on the wisest lines. There are enough 
fair and open minded men on both sides to pre- 
vent dissention and opposition. 

Your committee also notes with great regret 
the rising antagonism in the southeastern district 
between the local agents and the managers over 
the question of commissions. We believe that 
this antagonism, if unchecked, will first reduce 
the defense efficiency of the local agents in that 
territory, and if allowed to grow, will bear a 
crop of hostile laws suggested by individual local 
agents if not approved and supported by state 
associations. 








GRIEVANCE COMMITTEE REPORT 





Number of Cases Have Been Considered 
During the Year 





The grievance committee in its re- 
port said its most important subject was 
expirations following reinsurance and 
change of agencies. Companies for the 
most part recognized the association 
rule on the subject. The report says: 

There should be a better definition cf equities 
between agents themselves respecting expirations 
when a company is transferred from one office to 
another and your committee would urge the ne- 
cessity of the adoption by local agents and local 
boards of the recommendation of the Richmond 
convention on this subject: 

“Members of this board shall consider the 
knowledge of expirations of risks placed with 
them by fellow members, or coming into their 
possession by reinsurance of a company or trans- 
fer of a company from one agent to another, 
as confidential, and soliciting of such risks by 
them or by others over whom they have control, 
shall be considered as a violation of the rules 
of this board and contrary to the spirit of per- 
sonal honor upon which the association is 
founded.” 

Principle Should be Adopted 


Since this recommendation appeared, it has 
been adopted by a number of state associations 
and several local boards. The universal accept- 
ance of the principle enunciated would eliminate 
great friction between agents following changes, 
resignations or reinsurance. The agitation of the 
National association incidental to the reversal of 
the Yonkers injunction, and following the same, 
has led companies generally to accept the rule 
that the business belongs to whoever can control 
it at equal rates, which means the agent in ninety- 
nine cases out of one hundred, and eliminates at- 
tempts of companies to control expirations either 
by injunction or by rate wars. Your committee 
recommends that agents who do not do so should 
maintain an expiration list of their own, and not 
depend on company records, which they must 
promptly return to companies in case of agency 





demonstrated, and their right to the 

of the insurance fraternity will be vindicated; 

for, depend upon it, good will, conference and 

cooperation, will solve the difficulty, and bring 

fresh credit to the associations of local agents. 
Rates in Anticompact States 


It is the belief of your committee that the 
local agents in the anticompact states are being 
driven, by the inadequacy or incompetence of 
existing makeshift rating machinery and by 
growing disregard of the rates thus made, to 
ottain the legalization of rating organizations. 
Thus a strong body of Texas agents are in favor 
of going the whole way and establishing a rating 
bureau under the control of the state. In Iowa 
there is a project to compel companies to file 
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Rate Wars 


There has been less to do with rate wars this 

ear than for the two preceding years of our 
+ olan when the National association was ac 
tively engaged in creating public opinion adverse 
to settling disputes by rate wars. It should prove 
a matter of special interest that no rate war has 
been started in any place where the National as- 
sociation has members, but there have been seri- 
ous local troubles and rate wars in places where 
agents are not affiliated with our organization. | 

In October last a rate war was threatened in 
Muncie, Ind., by certain companies. When it 
became known that demoralization at Muncie was 
likely to materialize, and to spread, and that 2 
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number of companies had served notice on their 
agents at Muncie to adopt certain rates or their 
supplies would be placed in the hands of new 
appointees, with instructions to go after the busi- 
ness, the National association, through Secretary 
Putnam, endeavored promptly to adjust its ma- 
chinery to eliminate the trouble at that point for 
the benefit of all concerned—agents and com- 
panies as well—and, to this end, sought informa- 
tion where it had a right to seek and expect it, 
upon which intelligent action might be taken. 

The companies did not see fit to respond to the 
call of this association for information, most 
likely because our contemplated interference was 
regarded as presumptuous. All should under- 
stand, however, that when a fight is on between 
union and non-union interests concerning rates, 
or whatever else, the result of which means the 
grinding to pieces of local agents, this associa- 
tion will surely, though guardedly, appear to pro- 
tect agency interests in honor, and guarantee to 
its humblest member his right to the peaceful 
pursuit of his calling on an equality basis just 
and fair with his competitors. 

Disaster to local agents in Indiana was nar- 
rowly averted and while we cannot claim credit 
fo1 contributing anything to a happy termination 
of the trouble, our association has informed it- 
self concerning its cause, and the best method of 
procedure in similar cases, should they occur. 


Overhead Writing 


Violation of the rules restricting overhead 
writing is confined almost entirely to brokerage 
companies that do not affiliate with our organiza- 
tion, so that few complaints have reached your 
committee. One which came up from Dayton, 
Ohio, was, on our recommendation, handled lo- 
cally; another at Fairmount, W. Va., where Phil- 
adelphia brokers were in evidence writing general 
coal lines; at Janesville, Wis., agents were writ- 
ing in each other’s territory; likewise from Wau- 
kesha, Wis., a case came up that involved over- 
head writing by agents in each other’s territory; 
Muskogee, Okla., overhead writing and cut rates 
—in this case the companies cancelled their poli- 
cies. Suggestions and advice were given to in- 
terested parties at New Platz, N. Y., and at Oak- 
land, Cal., correspondence is now in process. At 
Alton, Ill., and Owensboro, Ky., the question of 
jurisdiction under the “‘and vicinity” clause was 
raised. Reports of overhead writing and rate cut- 
ting came in from Woodbine, N. J., but nothing 
could be done for lack of information. 

At Akron, Ohio, a line on the American Sewer 
Pipe property was lost by local agents to a Pitts- 
burg broker, because, in the opinion of your 
committee, after careful inquiry by correspond- 
ence, the local agents refused to allow brokerage 
to non-resident brokers. Members of the National 
association cannot rightfully lodge a complaint 
against companies for overhead writing under 
these circumstances for the association is on 
record as favoring the payment of brokerage by 
its members to non-resident brokers, 

Local Board Practices 


We have had requests for assistance in cor- 
recting local situations from the following boards: 
Galveston, Indianapolis, Schenectady, N. Y.; 
Syracuse, Utica, N. Y.; Springfield, Mass.; St. 
Joseph, Mo. 

These related mainly to non-board competition. 
Where companies in our co-operating list were in 
the non-board agencies we have advised them 
that the local boards in these places were affiliated 
with the National association, and since they (the 
companies), were cooperating with us, we asked 
their assistance in securing the membership of 
their agents in the boards affiliated with our 
organization. 

There have been good results from this work, 
and other good results might be accomplished if 
a special committee of the National association 
were appointed to canvass members, securing re- 
ports from different localities as to companies 
represented in non-board offices, classifying these 
companies and showing how general their posi- 
tion is in the matter. 

There have been two or three cases where 
members of the National association in certain 
localities have asked our influence in correcting 
local evils. We have tried to help them but we 
regret to say that our advances have not always 
been well received by companies concerned, espec- 
ially from certain large agency companies to 
whom we have looked for cordial cooperation. 
Indeed, we may say that our action has caused 
criticism privately among leading company officers 
and has also been criticized at meetings of im- 
portant company associations. 


Nashville Case is Cited 


This, therefore, raises a disputed question and 
is the chief reason why the subject of “local 
boards and local practices” has been put on our 
program for open discussion. We will cite one 
case in particular which will illustrate the acute 
nature of the situation. ; z 

An advisory rating bureau was established in 
Tennessee to comply with the state law. Com- 
panies subscribing thereto expected their agents 
to get the rates. In Nashville certain rates 
were established by the advisory bureau on a 
new risk. One local agency cut this rate and 
took the entire line—a big one—away from all 
the other agents. This agency was enjoying a 
large brokerage business with other offices, but 
agents found that information received on this 
exchange business was sometimes being used by 
the agent to solicit business. The agency in 
question also incorporated and endeavored to 
place its stock for rebating purposes among 
property owners. 

he result of the situation was that the Nash- 
ville agents, almost without exception, discon- 
tinued exchange business with the agency in 
question. No action was taken by the local 
board, but individual agents acted along this 
line. The agency making the cut, thereupon, 
withdrew from the board. 

The Nashville agent of one of the largest 
agency companies would not issue a policy on 
the risk in question at less than advisory rates 
for the agent above cited, but the state agent 
of the company desired to issue such a policy 
through the agency in question at a cut on the 








advisory rate and secured the company’s con- 
sent to do so. For this purpose it gave a second 

ency to the said concern without the consent 
of its first agent, so that the company in ques- 


ciation can probably be formed when the Na- 
tional association can devote attention to the 
situation. 


MaryLanp—Corresponded with agents relative 





tion is now in the position of having app 
a second non-board agency in Nashville. 

At the request of the state association we took 
the matter up with this company in an endeavor 
to induce it to correct the situation. But no 
progress has yet been made, the company 
claiming that it is obliged to take the position it 
does or else be prosecuted under the anticom- 
pact law of that state. We believe, however, 
the company would be glad to correct the situa- 
tion had it not been deeply committed before 
its cooperation was sought. This company, of 
late years, has been a strong cooperating com- 
pany and one of the enthusiastic supporters of 
the National association. 


Sole Agencies 


The position of the National association is to 
| local boards to maintain sole agency rules 
- our work has been effective along these 
ines. 

In this connection, we would call attention to 
the admirable manner with which the local 

rd of Louisville, Ky., has been working from 
a multiple to a sole agency basis of representa- 
tion, by prohibiting further dual and multiple 
appointments and then, gradually, eliminating 
these in existence, in other words, not making 
the legislation retroactive. 

We have had one or two cases of excess ap- 
pointments—that is to say of the planting of 
sideline agents by new companies where there 
was not room for them in established agencies. 
We have already stood against this practice and 
should continue to do so. Multiplication of 
competition by companies cooperating with us 
ought to be one of the things we should stand 
stiongly against. 


Associations for Writing Special Hazards 


We have had some correspondence relating to 
the practices of “factory insurance associations.” 
We have also had complaints up in connection 
with the so-called “Loomis Street Railway Bu- 
reau,” headquarters in New York city, organ- 
ized by leading agency companies, to write 
street railway business on the schedule plan. 
Some companies cooperating with us have re- 
fused to pay commissions to agents on business 
written on street railways by non-resident 
brokers, on the ground that they should be ex- 
empt from the overhead writing rule the same 
as steam railways. 


Steam Railroads 


The National association did not exempt 
steam railroads from the original overhead writ- 
ing agreement because it wanted to, but be- 
cause it had to on account of its existing status. 
The writing of street railways on the schedule 
plan has arisen since then and is not covered in 
that rule. If we exempt street railways we 
must exempt all trust lines or multiple risks 
of any description, and our association should 
not take any position on this matter justifying 
overhead writing until we are very sure that it 
is for our interest to do so. 

There should be a better distribution of labor 
in managing complaints and grievances. The 
National committee of the association should be 
appealed to only in cases of emergency, such as 
when a rate war is threatened, or when through 
local effort the chairman of the state grievance 
committee has been unable to secure a satisfac- 
tory adjustment, so that in future it should be 
understood generally that the policy of the Na- 
tional grievance committee will be mainly to 
handle cases which come up on appeal to it 
from local boards through their state associa- 
tions. 





COMMITTEE ON ORGANIZATION 





Report on What Has Been Done in a Num- 
ber of States 





The committee on organization re- 
ported as follows: 


_The National association is now comprised 
ot 35 affiliating states, four more than last year. 
The general membership has increased, and there 
is much greater unity of purpose and effort be- 
tween the National and state associations. The 
idea of membership by local boards, as recom- 
mended by your chairman, is spreading and 
promises to become quite general. 

I give you, as follows, memorandum of work 
we have done in the line of organization in the 
various states: 

Catirornia—Educational work by National as- 
scciation for two years past. Association 
launched under most favorable circumstances 
June 19, as result of initiative of Oakland 
Beard of Fire Underwriters. 

Cotorapo—As result of activity of National as- 
sociation there was a re-awakened interest in the 
state organization here. 

District or CoLtumsia—National association 

has corresponded with local agents regarding af- 
om but nothing definite has yet been accom- 
p ‘ 
Detaware—National association has  corre- 
sponded with agents relative to forming state 
association, but interest is not yet sufficient to 
justify calling a meeting. 

IpaHo—Considerable educational work has 
been done here the past year, and things. are 
skaping up for an organization in that state. 

Inp1ana—Corresponded with state officers 
relating to work and pushing of that state asso- 
ciation. State officers this year have shown un- 
usual activity and rsistence, resulting in 
greatly increased membership and interest in the 
state organization. é 

Iowa—Considerable correspondence with offi- 
cers relating to organization work. This associa- 
tion is now in its second year and growing 
stronger. pte 

Kansas—National association has a number of 
direct members in this state, and a local asso- 
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to joining National association. National officers 
have been invited to visit state and meet with 
agents. Nothing definite yet accomplished. 

MassacHUsEtts — National association has 
helped to promote interest and membership in 
the reorganized state iation, General in- 
terest well maintained. 

New Yorx State—National officers visited 
and spoke before local boards at Buffalo, Syra- 
cuse, Rochester, Utica, Schenectady, Troy and 
Albany. State officers very active in association 
work. All these local boards now belong to the 
state association, which has greatly increased its 
membership during the year. 

PEennsyLvania—Addressed meeting of Pitts- 
burg Board during the year, resulting in in- 
creased interest in the associated movement in 
that important city. 

Nesraska—Corresponded with officers of the 
state association relative to methods of canvass 
for members and education. 

New Jersey—Reorganized as the result of ac- 
tive work by the National association among the 
local agents of the state. 

Nortn Daxota—Correspondence with local 
agents and advised regarding methods of organ- 
ization. North Dakota agents expect to attend 
the St. Paul convention and confer together re- 
garding the state association, with promise that 
one will be organized during the coming year. 

Orecon—Corresponded with members of Port- 
land local board, which contemplates joining thc 
National association. There is probability of 
action at an early date and the formation of a 
state association. 

TENNESSEE—Correspondence with officers of 
state association, assisting them in the building 
up of reorganized association. There is now a 
good and growing organization. 

Texas—Extended correspondence and circular- 
ization of Texas agents regarding reorgan- 
ization of this state. Meeting called and exist- 
ing association successfully reorganized. In full 
afhliation with National association. 

Utran—Corresponded with local agents at Salt 
Lake City. The local board there has joined 
the National association direct. Time is not yet 
ripe for the formation of a state association. 

VermMont—Corresponded with officers of state 
association relative to promoting existing or- 
ganization. 

WasuHincton—Corresponded with local agents 
regarding formation of an association. Very 
little as yet has been accomplished. 

OxtaHomMa—National association agitated for- 
mation of state association by correspondence 
and circularization, resulting in the organization 
in Oklahoma, May 25, of a good state associa- 
tion. 





UNIFORM BLANES REPORT 





Uniform Blanks Report Committee Sub- 
mits a Few Porms 


The committee on uniform blanks in 
its report submitted a sample policy 
with duplicate dailies attached and also 
an account current sheet. It says: 


The committee believes that the time has come 
when policy forms, daily reports, endorsement 
blanks and account current blanks should not 
only be uniform among all companies, but that 
they should be so designed as to admit of their 

ing used in the standard size of typewriter, and 
with the least possible labor. 

Not only has the old form of policy been such 
as to preclude its use on any but special type- 
writers, but even then it has been necessary to 
write the policy, the daily report and the local 
agent’s record by three separate operations. 

A number of companies have of late been 
furnished a narrow form of policy which can 
be made on the ordinary machine, and we believe 
that this is the coming form with all the com- 
panies. Then it has seemed to the committee 
that the logical thing to do is to so adapt the 
policy, the daily report and the duplicate daily 
reports as to enable the agent to write them at 
one operation, and this idea we have embodied 
in the form which we are presenting, and which 
we hope will meet with your approval. We be- 
lieve that the reform in this particular is of 
sufficient importance to warrant our asking the 
majority to change their form in this respect. 

Ss we understand it one reason for the adher- 
ence to the other usage has been the vertical 
filing system in use by most of the companies, 
which is made to accommodate a sheet of paper 
8% by 11 inches standing on its side. We have 
obviated this difficulty by providing for the print- 
ing of the number on the daily report at the up- 
per left hand corner of the blank, but run- 
ning along the side instead of the top of the 
sheet, so that when the report stands upon its 
side in the vertical file the number will present 
itself to the eye at the uppr right hand corner, 
where it belongs; the number being printed on 
the daily report and duplicate the same as on 
the policy, so that its location will cause no in- 
convenience in writing the business. 


Questions on the Daily 

Special attention is called to the questions on 
the back of the daily report. This is a matter 
on which differences of opinion exist among 
agents and a very marked difference in practice 
ane companies. The committee has realized 
that from the agent’s standpoint the ideal daily 
report is the one that asks the fewest questions; 
but on the other hand we have realized that the 
companies are entitled to the fullest possible 
information as to the risks on which they are 
asked to hazard their money, so we have placed 
on the back of the daily report practically all 
the important questions that are now asked by 
any considerable number of companies, but we 
have arranged them in what we believe to be a 
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convenient form, so sub-dividing them that the 
second group may be ignored entirely in case 
the risk in — is correctly shown on the 
, map and properly described in the policy 
orm. 

We have left for future consideration tornado, 
farm and dwelling house policies, daily reports 
and duplicate daily reports of same. 

We are submitting an endorsement blank 
which gives all the ged data at the top of the 
sheet allowing a full length of writing line clear 
across the sheet; hoping this will supersede the 
mixed condition now existing where one set of 
companies has its data at the top of the blank, 
another at the left hand end and still another at 
the right end, thus necessitating the altering ot 
the typewriter line for each form used. 

The information shown on the back of the en- 
dorsement blank is, we think, sufficient for the 
needs of any company, and is classified accord- 
ing to the nature ef the endorsement so as to 
minimize the work of the agents as far as pos- 
sible? 

Account Current Blanks 


The account current blanks now in use by 
the panies d trate very clearly the 
various workings of various minds. We take 
it that all that is absolutely necessary to show 
on such a report is embodied in the form which 
we are submitting herewith. This is a de- 
parture from all the forms now in use so far 
as we know, in that the business written and 
the business cancelled are all tabulated together, 
serving the double purpose of economizing room 
on the blank and of enabling the bookkeeper to 
take up the entries in order as they are reached 
on the company’s register, with new premiums 
showing in one series of columns and return _pre- 
miums in another series. We have beeen obliged 
to omit showing the amount insured because of 
lack of room, the fact that the ordinary type- 
writer line is only seven inches long neces- 
sitating a wide margin at each side of the sheet, 

The “recapitulation of premiums’ shows the 
net premiums at each rate of commission, so 
that the actual work of computing the commis- 
sion is reduced to a minimum. The name of the 
assured is retained because, in practice, it has 
proven a guide to the agent in checking over 
the work of the bodkkeeper, particularly as re- 
gards the rate of commission, 

The sample blanks which we present are ruled 
for pen use but would be equally suitable for use 
on the typewriter with the faint ruling omitted. 
They are printed in copying ink. 

The standard size of blank as shown provides 
room for twelve entries and has sufficient ca- 
pacity for the ordinary agency, while it can be 
printed of double length for the larger agencies 
and, folding in the middle, enters the files with- 
out difficulty. It has been considered very de- 
sirable to keep all the writing on one side of 
the paper. It will be noted that the blank as 
submitted contemplates several grades of com- 
mission but it can be arranged with equal facility 
for those agencies where a single rate of com- 
mission obtains, and still maintain uniformity 
in the system, 





INCORPORATED AGENCIES 





Secretary Putnam Reports on the Situa- 
tion as Pound in North Carolina 





The secretary reported on incorporat- 
ed agencies. The subject is acute es- 
pecially in North Carolina. There has 
been a general movement in that state 
to incorporate agencies promoted by a 
group of four insurance companies un- 
der the same management, located at 
Greensboro, part of the stock being 
owned by these companies, part by the 
agent whose business was purchased, 
and who operated the agency on a sal- 
ary, the balance being distributed 
among local property owners. 

Secretary Putnam sums up the sit- 
uation as follows: 


The situation in North Carolina today is that 
a majority of the members of the state associa- 
tion seem indifferent to the competition of ex- 
isting incorporated agencies, either because early 
evils predicted have not materialized, or because 
agitation and publicity have made these agencies 
less dangerous as competitors. The complaints 
come from a comparatively few local agents who 
have lost business through incorporated agencies, 
which they were able to control before stock was 
taken by their clients. 


‘Complaint an Honest One 


This complaint is an honest one of which the 
National association can properly take note. If 
the placing of stock in the - s of a property 
owner causes him to divert his business, this is 
an evidence that the individual agent suffers a 
disadvantage in competition with the incorpo- 
rated agency where both agree to other uniform 
conditions. The evidence shows no objection 
to the incorporation of an agency, nor to the 
operations of an insurance branch by a trust 
company or bank; the complaint arises only 
where a stockholder in a trust company or a 
bank or an insurance agency is influenced in 
placing his insurance because of his ownership 
of ~~. 

, No one, not even the incorporated agencies 
justified the use of stock for this ouepeeh, indi- 
cating that the point of business ethics is clear 
in the minds of all agents, and that the resolu- 
tion adopted by the National association at In- 
dianapolis two years ago completely covers the 
situation, namely:—‘‘The placing of stock in in- 
compeemes agencies in the hands of persons not 
exclusively engaged in the work of those agen- 
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cies, with a view to securing orders for insur- 
ance, is a plain case of rebating. 


Situation Will Not be Affected 


Your secretary does not think that any action 
which the National association has taken or may 
take will materially change the situation now 
existing in North Carolina. On the other hand, 
if the general incorporation of agencies which 
has been promoted in North Carolina, is to 
grow, the problem is one with which the Na- 
tional association, in defense of all legitimate 


agency interests, should concern itself. It is 
significant, however, that agencies formerl in- 
corporated in North Carolina have dissolved and 


that there have been no recent incorporations of 
this description. . 3 

Since it is clear that no professional gain is 
secured to the local agency business by the in- 
corporation of agencies and the distribution of 
stock outside of those immediately concerned in 
the agency (whether this is secured through 
incorporation of a fire agency, the combined in- 
corporation of a fire, loan and real estate agency, 
or through a bank or trust company), the Na- 
tional association should, in the opinion of your 
secretary, recommend that companies limit future 
appointments to individual agents or to agencies 
incorporated to protect and define the interests 
of partners. 





JOINT CONFERENCE COMMITTEE 





Report on Subjects Discussed at Meeting 
With Companies 





The joint conference committee re- 
ported on the following subjects dis- 
cussed with company representatives: 

UNIFORM BLANKS—The company repre- 
sentatives suggested that our association prepare 
such blanks as are desired and submit to them 
for more definite consideration. President Offen- 
hauser has appointed a committee to formulate 
such blanks and report to the association. 

“AND VICINTY” CLAUSE—This important 
question was considered at length, and it was the 
unanimous expression of the committee that 
when agents of any locality ask for a definite 
limit of agency boundaries that companies should 
accede to the request. ; 

NON-COOPERATING COMPANIES — This 
subject was informally discussed but no action 
was taken as the matter was considered an in- 
dividual question between each company and the 
association. 

MULTIPLE RISK INDUSTRIES—No formal 
action was taken on this subject, but the opinion 
was expressed that as far as practicable the 
wishes of owners as to form should be acceded 
to with an equitable adjustment of rate to meet 
the conditions of the contract. Every one deal- 
ing directly with the assured appreciates the ad- 
vantage of being able to give him what he wants 
if he will pay for it. The touchy insurer that 
kicks against a fixed form and a uniform rate 
would often be satisfied if offered the option of 
two or more forms and rates. The need of more 
adaptibility and elasticity in this matter is ap- 


a‘ ent. 

. ILLEGITIMATE BROKERAGE—This peren- 
nial ulcer was again diagnosed, but no new meth- 
ods of treatment were suggested. The legisla- 
tion of the association and the pledge of the 
companies if properly applied should reduce this 
evil to a minimum. There will always be found 
brokers and companies using illegitimate methods 
to secure business. The ability, attention, fair- 
ness and firmness of agents, individually and 
through our associations, must be depended upon 
to check and reduce their inroads upon our in- 
comes. The agent who does nothing until the 
risk is lost, and then only whines, and the agent 
who emulates the greedy companies and brok- 
ers in unfairness are encouraging reprehensible 
practices and undermining the American Agency 
System. 





SPIRIT OF THE SOUTH 


Paper Presented by Walker Taylor of 
Wilmington, WN. C. 


Walker Taylor of Wilmington, N. C., 
read a paper on “The Spirit of the 
South.” After referring to the develop- 
ment of the south after the war and 
the principles underlying its citizenship, 
he said: 


The north has finally come to accept the south 
at its true value, and to count upon 
patriotism as surely as that of any other sec- 
tion, but there still lingers a few exorescences 
of inequality, which should, and I believe will 
be, speedily removed. We have come to our 
full political rights and enjoy equality in many 
other respects, and b of these facts we 
naturally chafe under any condition which does 
not apply alike to other sections of the country. 
We ask for no special favors, we ask for no 
undue privilege, but we demand equali of 
treatment. More we would not expect, and less 
rust not be given us. 

Demand Equal Treatment 

I have now special reference to the com- 
pensation allowed agents of the south as com- 
pared with. that allowed other sections of the 
country. Our people see no reason why the 
scuth should be required to labor for a 15 per- 
cent uniform commission when other sister sec- 
tions are receiving greater compensation, and 
because of this fact some evidence of illwill has 
manifested itself. You know that Louisiana has 
acted through its legislature, and in my judg- 
ment acted unwisely, and so thought the gover- 
nor of Louisiana who vetoed the bill; but be- 
cause think the people of Louisiana acted 
hastily, and because the governor vetoed their 








action, must not be taken as a reproof of the 
demand for equal treatment, but rather as an 
earnestness of our faith in the triumph of the 


right. We are too proud to submit to injustice, 
toc high-minded to that which is not our 
due, t are fully determined to have what 


rightfully belongs to us. Our labor is as 
valuable to our companies as the labor of other 
agents, and all we ask is that our companies 
treat us on a footing of absolute equality. We 
spurn an advantage but will not supinely submit 
to a disadvantage. We claim our rights as 
American citizens, and are willing to accept any- 
thing in derogation of our claim. 

“Fhe Spirit of the South” has always been, 
and will always be, 


for equal rights and a 
square deal. 


WANTS CONTINGENT COMMISSIONS 


Paper Read by Allan Kennedy of Fort 
Smith, Arkansas 


Allan Kennedy of Ft. Smith, Ark., 
read a paper on “Fair Compensation,” 
— in part: 

Jhat is fair compensation is a man-made prop- 
osition. It does exist in nature. Man gets out 
of tune with his fellows and then the question 
arises. But in all the world outside of human 
nature, we find not only fair, but perfect, and 
absolute compensation. There is a balancing of 
all of the forces of nature, a give and take prin- 
ciple, in every phase of spiritual and physical 
existence. 

The business of insurance comes in a class 
by itself, and the occupation of the local agent 
is a distinct subdivision to that class. His 
duties are simple and easy, and yet hard and 
complex. he grows into a proficient servant 
of his companies, he must spend years of study 
of the principles of the business; he must be 
up on the laws of agency and contract; he must 
be posted in the use of language in order to con- 
struct a policy form; he must know something 
of every kind of merchandise, machinery and 
manufacture; he must be a student of ex- 
plosives and electricity; he should know how to 
arrive at the value of many things; how to keep 
books and accounts; he must be an all-around 
good fellow, and know how to approach men in 
all phases of life, to be affable, to be kind, 
friendly and polite; he must be able to adjust 
himself to all conditions, to run with the hounds 
and hide with the fox; to open a jackpot and 
to pass the contribution plate, and sometimes we 
find him so dextrous that he is both a devil 


and saint. 
Some More of His Duties 


He must take everything with a good face, eat 
cornbread and cake with equal facility, make 
love to the girls, kiss the baby and pat the old 
man on the back. They must be as wise as 
serpents and harmless as doves. These are but 
a few of the characteristics which go to make 
up the successful local agent. Then in addi- 
tion to all these qualifications, he must be hon- 
est, faithful and true. He must collect the 
thousands and thousands of dollars which go to 
pay the millions of losses every year, he must 
save out only his part, remitting the balance 
monthly in cold cash to the company, even 
though he may have been forced to collect often- 
times anything in the way of chattels the assured 
was willing to part with as premium; he must 
have that kind of liver in his anatomy that he 
can cancel off risks at his own expense when 
ccnditions demand it in the interest of his com- 
pany. What higher type of manhood can be 
found: in the world than this? I ask you to 
lcok again at the picture. Is there any com- 
parison between him and any other human being 
on the face of the earth? 


Pavors Contingent Commissions 

There is but one effective way—make the 
agent a partner in the business, and as he can 
seldom be a stockholder give him an interest in 
the profits. I have long been an advocate of 
the contingent plan of remuneration for agents. 
I believe it to be best for all concerned, the 
ccmpany, the public and the agent. I think its 
general adoption would lessen the losses, and 
cheapen the rate, making profits more sure and 
insurance less dear. I know that it is contended 
by some, that after an agent has had a loss 
early in the year, the tendency would be for 
him to place his new business where it would be 
more likely to earn him a contingent; but, if 
the rule were general, the losses, varying in the 
different agencies would equalize this tendency; 
for what a company would lose here, it would 
gain there; and besides, I do not think that 
many agents would act on this principle. 


Would Raise Tone of Business 

Ignorant, irresponsible agents, by careless 
writing and overweening desire for the commis- 
sion, cause fires enough every year to pay the 
dividends of all the companies. I believe the 
universal adoption of the contingent would 
eliminate largely this class. They are the men 
who do not care for the good of the business, 
they never join agents’ associations, they are 
rate disturbers, and policy-form demoralizers. 
Lift the agent to the dignity of a partnership 
in the profits and losses of the agency, and you 
make an inspector, a rate maker and student of 
the business of him. He will soon find that he 
will lose by one bad risk the contingent profit 
on a whole year’s business, and he will hesitate 
to bind his company where he should not, he 
will cancel off when he should, he will order 
a cleaning up and removal of dangerous sub- 
t when y- 

Objections to Plat Commissions 

Flat commissions paid equally to all agents, 
good, bad, and indifferent, is as bad as 70 
cents per hour to every brick mason who joins 
the union. The union asks no question as to 
ualifications, end the applicant may be fit only 
or a hod carrier, but he is taken in and he is 








ipso facto a brick mason, and is entitled to all 
the honors and rewards of the order. 
flat commission operates in the same way. 

The old, tried and trustworthy agent who has 
been years in his calling, who has made profits 
for his company, who knows a risk when he 
sees it, and has the nerve and knowledge to 
keep off when necessary, is on the same pay 
with the new man untrained and untried, who 
does not know a policy from a warranty deed, 
and, in fact, often mistakes the latter for the 
fcrmer after a fire. Knowledge and training 
are put down as naught compared with the 
fellow who can gather up a few risks. J 

Contingent commission makes the business 
of the local agent a profession, drawing into 
it the best character and quality of men; fiat 
commissions very often degrade it to less than 
the lowest order of salesmanship. Your sales- 
man must know his goods to sell them, whereas 
thousands of local agents, the multiple and dual 
fellows, know not what they do. 


Plan Slow to Be Adopted 

But the contingent plan has not found favor 
with the powers that be. It seems too revolu- 
tionary for any immediate hope of adoption. In- 
dividually the companies may come to it, but 
as a class movement it may take a long time to 
accomplish it. 

If we can induce a change of plan why not 
secure the one best for all concerned? It is 
often good to leave the beaten track. Con- 
tingent commissions means every agent on the 
watchtower, and I believe its general adoption 
in a section of the country like the South would 
be feasible. At least it would be a splendid 
opportunity for a trial. é 

Many evils such as dual and multiple agents 
and rate disturbances, will give way before it. 
There is no power in the world like the love of 
a profit, and local agents, too, worship at its 
shrine. The companies will find that fewer 
agents, under a mn ig will make more 
money for all concerned, do all the business 
and at less expense than on any other plan. 





INDEPENDENT RATE BUREAUS 


C. H. Patton of Cleveland Reads a Paper 
on the Subject 


C. H. Patton, manager of the Cleve- 
land Inspection Bureau, read a paper on 
“Rating Bureaus.” He said the independ- 
ent bureau owed its origin to influences 
outside of insurance circles. There are 
three ways of making rates, one by field 
men, one by local boards and the third 
by independent rating bureaus. Com- 
panies found it impractical and too ex- 
pensive for each to make its rates. Anti- 
compact laws in many states prohibit 
companies from uniting to make rates. 
Mr, Patton further said: 


Local Agents as Raters 

The agent is the chief instrument of income 
for his company; he is the originator and pro- 
ducer of the local business. The companies in- 
vest in him power to represent them, to largely 
act for them, and in turn they want results of 
premium income and a low loss record. The keen 
competition for the business and the large rep- 
resentation of companies found in every com- 
munity, the large volume of insurance written, 
and the exchange of business between the agents, 
requires that friendly relations should exist in 
order that proper practices may be followed for 
the general conduct and welfare of the business. 
Necessarily, a local organization of the agents 
is required to properly govern local conditions. 
Such an organization primarily is more useful 
to the agents than to the companies, although in- 
directly the companies are benefited by the 
good practices and dignity of the insurance pro- 
fession many such organizations create and 
maintain. By this, it must be recognized that 
good local organizations should be established 
to serve the mutual interests of the companies, 
agents, and the insuring public. Granting that 
a local organization is thus essential to har- 
mcnize operations, let us reason with the ad- 
visability of such organizations, in this age, 
assuming the responsibility and labor attached 
to the making of fire insurance rates. Time 
was, and not so long ago, when this was the 
general custom in many states, and at many 
oe this practice is now more or less fol- 
owed. 
_ The details of the fire insurance business as 
it exists today, the scientific problems of 
hazards, safeguards, and protection which the 
progress 9f invention and demand has created, 
must be reckoned with; these, coupled with the 
immense volume of insurance actually required, 
the sharp competition for the business, and the 
time and attention agents must necessarily devote 
to soliciting and placing insurance, also the 
duties incident to the payment of fire losses, 
does not warrant, it would appear, that agents 
should be called upon, or dare to assume to take 
an active part in publishing insurance rates. 
Agents are employed to write insurance. They 
are not supposed to act as inspectors for the 
companies, neither are they asked to became ad- 
justers. Why then should they assume the re- 
sponsibility of rate making in any form or man- 
ner? It is the fixing of the premium cost that 
often creates dissatisfaction with the insuring 
public. As more or less odium is attached to the 
rating branch of the insurance business, why 
should agents hazard their influence with their 
clients by having any connection whatsoever 
with the cost of a contract entered into between 
bis companies and the insurer? Why not let the 
company from the tables of past experience 
determine upon that? 

The insuring public is demanding that all 
classes of risks shall pay, as closely as possible, 





the insurance tax respectively upon the merits of 
the classification as regards the loss record. 
This is more apparent every day. Insurance 
companies are recognizing it, and the classifica- 
tion of cost of carrying individual risks is more 
accurate at this time possibly than ever before. 
To arrive at this, statistics must be compiled, 
the employment of expert examination and 
analysis of hazards is necessary. Engineering 
advice on safeguards and protection must be 
commanded. To establish all of these require- 
ments necessary to meet the wishes of the in- 
suring public, would certainly indicate that to 
creditably do so a special department should be 
created for that purpose. Further than this, in 
several anti-compact states, the law has been 
construed as applying to local agents’ organiza- 
ticns as well as to the companies, in making it a 
violation of the law to publish rates through 
such a channel. 

It seems reasonable to assume that an inde- 
pendent bureau, absolutely divorced from undue 
influence of companies, agents, or the insuring 
public, created for the sole purpose of equalizing 
and reducing the fire insurance tax by special- 
izing and influencing individual and municipal 
improvements in property and fire protection in 
general, is the best solution of this problem. 
The functions performed by a properly con- 
ducted rating bureau are broad enough to meet 
opposition from all possible sources, for the rea- 
son that an ye bureau directly serves 
the interests of all opposing sources: 


Tends to Reduce Fire Waste 


An independent bureau from the standpoint 
of insurers or the public is instrumental in re- 
ducing the fire waste by reason of its acting as 
a central office of free instruction to the public 
for expert advice on building construction and 
arrangement, the safeguards of hazards, protec- 
tion from exposure, and fire protection. - 

From the standpoint of the agent, an inde- 
pendent bureau can serve them in many ad- 
vantageous ways. The agents are relieved of 
the responsibility of rate publishing, and are 
thereby placed on an equal footing with legiti- 
mate competitors, in that their own influence as 
regards the making of rates or reducing them, is 
as strong as their competitors. Unbiased in- 
spection reports of property are before the agents 
defining the desirability or undesirability, from 
a physical standpoint, of risks which are offered 
to them as brokerage. The bureau can aid the 
agents in securing improvements and reductions 
in rates, by giving expert advice as to the 
Eroper means of obtaining them. The agents 
are entirely free from committee rating, and the 
evil exchange or trade influences that have in 
the past characterized rate committee work of 
agents. Municipal fire protection improvement 
and state regulations can more forcibly be ob- 
tained upon practical engineering principles, in 
most instances, than through sources unfamiliar 
with fire protection requirements. When found 
necessary, for good reasons, as has been the 
case in recent years, to recommend a general 
advance in rates on certain classes of risks, and 
in which agents might individually concur but 
not care to advocate, such a responsibility rests 
with the bureau. The agents afterwards often 
suffer the effects of such exigencies for which 
they are not to blame or over which they have 
no control, and their position before their 
clients is thus milder than were they as agents 
directly active in such procedures. Above all, 
the agents are entirely relieved of the tre- 
mendous detail and responsibility of rate pub 
lishing now incident to this branch of the in- 
surance profession. 

Bureau Secures Improvements 

A_ rating bureau is the local mouth-piece in 
obtaining local municipal and individual im- 
provements to reduce the fire loss. It is the 
medium through which the companies may obtain 
expert advice as to physical conditions, occu- 
pancy, and protection of local property offered 
them to insure; by constant inspection of 
properties the companies can better facilitate 
the handling of insurance; they can deal to ad- 
vantage more directly with a bureau on inspec- 
tion matters than with their agents. The com- 
panies know that the rate unquestionably is 
made upon the merits of the risks, as covered 
by the report of the risk; they know that the 
rater has endeavored to the best of his ability, 
without prejudice, to recommend an estimate 
commensurate with the hazard, and that when 
in doubt they have access to all details. The 
companies also know that they are buying this 
expert knowledge without agreement of any kind 
as to the disposition they may see fit to miake of 
it, and are thereby not jeopardizing their posi- 
tion or that of their agents as regards state 
statute measures. The field man of the com- 
pany also is largely aided in his inspection 
duties, in being relieved of much detail investi- 
gation, by obtaining an unbiased inspection re- 
port on risks in which he is interested. 


Bureaus Source of Revenue 


As a basis of revenue the bureau should ob- 
tain this from the companies individually, basing 
the cost upon the actual services rendered to the 
respective companies, and without agreement as 
to the disposition the companies may desire to 
make of information thus obtained. A rating 
bureau can assume a more independent position 
by selling its publications to the companies, than 
by selling them to the local agents, as thereby 
there exists no possible financial obligations be- 
tween agents and the bureau in a local measure. 

An independent bureau is sometimes accused 
of being solely a company institution; this is 
true in one sense only, to the extent of properly 
defending the rights of the companies in in- 
stances where local conditions and influence may 
attempt to break down well-founded practices of 
a general prevailing nature, merely to satisfy 
lecal elements. 


Bureaus Cause Greater Uniformity 
The matter of uniformity is also becoming 2 
great factor in rate making. Uniform imspec- 
tion reports, uniform schedules, insurance 
clauses and forms, standards of all protective ap- 





Pp , are ing absolutely necessary to 























August 13, 1908. 





THE WESTERN 


UNDERWRITER. 


21 








minimize the great detail of inspection work. 

successful bureau of today must take an 
active part in establishing this uniformity, must 
be active and up-to-date, and cannot held 
back by local organizations of an ultra-con- 
servative nature, such as we find in a few cities 


y. 

The independent rating bureau is more widely 
established in the western field than elsewhere. 
The territory west of the Pennsylvania state line 
is largely under the jurisdiction of independent 
bureaus, there being in all fifteen states so 
locked after. The cities of St. Louis, Cleveland, 
Cincinnati and Indianapolis are under charge of 
specific bureaus. 

An agent can be of great assistance to a local 
bureau, in becoming a part of it in so far as 
ecncerns the improvement of physical conditions 
in risks. hen a rate is published the agent 
interested in insuring the risk should immedi- 
ately obtain full data as to the improvements 
necessary to reduce the hazard and the rate. 
He is thus serving his company, his client, the 
public in general, and himself in establishing a 
record for his agency. The success of the 
Cleveland bureau is largely due to the excellent 
assistance the agents have given the bureau in 
this one respect. 





FPACTORY ASSOCIATIONS 
H. L. Phillips Discusses Their Work and 
Purpose 





H. L. Phillips of Hartford, Ct., man- 
ager of the Factory Insurance Asso- 
ciation, read a paper on “The Im- 
proved Risk, a Problem for the Local 
Agent.” After tracing the history of 
factory insurance associations and ex- 
plaining the equipment and service, he 
told of its engineering, supervisory, in- 
spection and loss work, all combined 
under one head. He said the caring for 
a line of insurance in one _ office, 
whereby expert service is rendered, ap- 
peals to the large assured. He said in 
part: 

Agent’s Part in the Work 

Some of you are undoubtedly saying to your- 
selves “Where does the agent come in,” which 
we will now endeavor to explain. 

Success cannot come in any business without 

the active and earnest cooperation of all interests 
irvolved. All must join hands for the common 
geod—the manufacturers, the companies and the 
agents, and the greatest of these three is the 
agents, so far as the securing of business is 
ccncerned. 
_ It is also the custom for the factory associa- 
tions, as you all eH well know, to work in 
full harmony with the various underwriting as- 
scciations and there is no desire or intention of 
interfering or entering into conflict in any way 
with any established customs or practices, 

Owing to the fact that the scheme involved 
furnishing insurance to manufacturers at prac- 
tically cost, it became apparent at the outset 
that every feature of expense should be reduced 
to an absolute minimum and in that way it was 
felt that the scheme would not be a success in 
every way unless the commission feature was 
handled in this same manner, but the fact must 
not be overlooked that when business is written 
by the factory associations, the agent is saved 
a number of expenses which fall upon him when 
placing factory risks through the regular agency 
channels. There is the feature of writing poli- 
cies and printing forms, a small matter but 
revertheless not to be overlooked, but there is 
also eliminated the need of special visits to the 
cympanies to scure authorizations on large fac- 
tery risks, which in some cases we know is quite 
expensive, for all that is needed under the 
method of the factory insurance associations is 
a two-cent stamp upon a letter giving the order 
for the business and “we do the rest.’ 

Cooperation With the Agent 

Nor is there any desire or intention on the 
part of the factory insurance associations to 
interfere in any way with the pleasant personal 
business relations and connections which exist 
between the agent and his client. It is much 
better for us and the results are more satis- 
fectory when the agent and the factory associa- 
tions work hand in hand along the same line and 
tcwards the same end, and we can truthfully 
say that this is our attitude invariably and that 
we do not swerve one iota from this course but 
do everything we can to make the relations more 
pleasant. 

One feature which should not be overlooked, 
although it is probably not necessary for me 
to remind you of it, is that the securing and 
placing of a line of insurance on a factory with 
the factory insurance associations establishes 
business relations between the agent and the 
client and brings to him almost invariably addi- 
ticnal business of other classes of insurance. 

_As an evidence that even 5 percent commis- 
sions will in time amount to a great deal, or as 
the old adage says, “Little drops of water, etc.,” 
I have made a most conservative estimate as to 
what the commissions would have amounted to 
cn this factory business, had just recognition 
been given manufacturers at the outset, and 
taking these commissions on the basis of mini- 
mum rates I find that they aggregate prac- 
tically three and one-half millions of dollars. 
The business is there; it is business that we 
want and it is business that is worth getting, 
but it cannot be secured without an effort nor 
can it be obtained without the cooperation of 
those who control the business and who bring 
the business to the companies, namely the local 
agents. 

. I am inclined to think also that these changes 
in the conduct of the underwriting business are 








not to be limited to one group or class of risk, 
but that the business of general underwriting is 
likewise undergoing a change or transformation. 

The improved methods of construction in 
which the greatest strides have been made dur- 
ing the past five or ten — coupled with the 
application of advanced fire protection are just 
as sure to extend into the general business as 
that daylight follows darkness, and this changed 
condition should be welcomed by each and every 
one who is interested at all in the proposition 
and all should be interested, because what is 
there that will tend to stem the tide of growing 
ecnflagrations with any success but the introduc- 
tion of fireproof construction together with auto- 
matic fire extinguishing apparatus? 

To increase the rates will not stop conflagra- 
tions, to refuse to issue policies in a given con- 
gested district may protect the insurance com- 
pany, but offers no help to the community, and 
while the applications of fireproof construction 
and the introduction of fire protection tend to 
lower rates and thus decrease the compensation 
of the agent, the public will demand these things 
and no power. under heaven can stop the ad- 
vence any more than we can dam the waters of 
Niagara. 

National Fire Protection Association 


Like many another problem, this subject re- 
sclves itself into an educational proposition, and 
twelve years ago the National Fire Protection 
Association was formed “to promote the science 
and improve the methods of fire protection and 
prevention; to obtain and circulate information 
on these subjects, and to secure the cooperation 
of its members in establishing proper safeguards 
against loss of life and pace by fire.’ 

his association was originally comprised of 
the underwriting organizations of stock fire in- 
surance companies, but its scope was subse- 
quently very materially broadened and many Na- 
tional institutes, societies and associations in- 
terested in the protection of life and property 
against loss by fire are now counted among its 
active members. ; ? 

This association acts in an advisory wy 
in formulating and promulgating rules and stand- 
ards covering the construction and installation 
of fire protection devices which are almost uni- 
versally adopted at the present time, and while 
nene of its members is bound to any course 
of action its influence is greatly broadened 
through a membership comprised of the various 
interests. ie 

The National Fire Protection Association ex- 
tends its most cordial greetings to the National 
Association of Local Fire Insurance Agents, 
wishes you an eminently satisfactory and suc- 
cessful meeting, and hopes that it may soon 
count among its active members your very im- 
portant organization. 





BUSINESS MAN’S SIDE 





D. L. Sawyer of St. Paul Represents the 
Credit Men’s Association 





D. L. Sawyer, with Tibbs, Hutchin- 
son & Co., wholesale dry goods at St. 
Paul, who represented the credit men’s 
association, spoke on “The Business 
Man and Fire Insurance,” saying in 
part: 

The ey of the fire insurance agent is 
identical with that of the business man who 
deals in everyday commodities, with this ex- 
ception: the business man sells his wares to any 
one who has the price while the insurance agent 
selects his customers, 

It is said that some agents will under pressure 
make it advantageous to their patrons to place 
their business with them, but rebates and offer- 
ing of rebates are pernicious to the agent and 
demoralizing to the insured. The rates of all 
companies are supposed to be identical on the 
same risk, but there should be discrimination; 
the business man with a questionable character, 
careless habits and shiftless disposition, who ap- 
plies to a bank for a loan is carefully scrutinized 
and if he obtains it, pays a higher rate than the 
man with the high moral character, good habits, 
a money maker and who looks carefully after 
his interests, yet the same insurance rate ap- 
plies to both—to one a fire would be highly ad- 
vantageous while to the other it would be detri- 
mental. I believe the same distinction should be 
made between such parties as is made between 
a brick and a frame building. 


Better Equipped Agents 

The credit men’s association has, among other 
things, suggested that before a man is appointed 
to represent a fire company, he should make a 
study of insurance methods and laws and pass 
an examination, thereby establishing a standard 
of qualification to which every applicant must 
have attained before he can secure an agency. 
He should not only know the insurance laws of 
the state in which he does business, but he should 
thoroughly understand the modern contracts of 
insurance and the fundamental principle of in- 
surance protection, as well as the judicial in- 
terpretation of the policy conditions, which are 
required in properly advising and protecting his 
clients. 

While a great many agents at the present 
time are familiar with all these matters, there 
are still a large number who are not. The 
latter class represents the company under a 
certificate of authority, signed by the officers, 
which gives him the power to bind insurance 
and sign policies prepared in blank and sent him. 
He also receives various forms commonly known 
as “riders” for endorsements under certain con- 
ditions. He knows practically nothing of in- 
surance law and as a rule does not understand 
the conditions of the policy which he issues, nor 
the effect of the clauses he attaches to the same. 

As a general rule, the policyholder looks upon 
the insurance agent as his confidential friend in 
the same manner in which a client looks upon 





his attorney, depending upon him fully to protect 
im under all circumstances and conditions in 
case of loss by fire. 


Way to Reduce Losses 


The way to reduce rates is to reduce losses, 
and the way to reduce losses is to interest the 
local agents to such an extent they will see to 
it that all possibie precautions are used and that 
careless and unreliable people are prevented from 
obtaining insurance. 

Under the present system a man who has made 
a failure in every other business can secure an 
appointment to represent a company and his sole 
aim seems to be the amount of commission he 
can earn regardless of the hazard. Under such 
a system is there any wonder fire losses are 
heavy? 

The management of the local business of a 
company is not a fool’s business; it is work that 
calls for skillful and painstaking service and the 
way to obtain such service is to appoint only 
good, reliable, trustworthy men, put them on a 
salary basis and make them representative of the 
company in the true sense of the word. 

Try this method. The agent can afford to spend 
sufficient time and energy to become thoroughly 
educated in insurance matters and if he ‘makes 
good” he should be a permanent fixture in the 
companies’ organization. Under a salary system, 
if the companies can largely reduce the losses 
(which I believe is possible), they could well 
afford to treat their agents handsomely. 

A continuation of this movement will soon 
cause the public to understand more fully fire 
insurance methods. In this manner the com- 
panies and business men will come into such 
close relationship that controversies will almost 
cease to exist, and by continual cooperation be- 
tween the business men, insurance companies and 
the local agents, it will be only a short time 
when we will see a vast reduction in fire losses. 


Standard Form of Policy 


The question of a standard form of policy has 
been agitated for a number of years with the 
result that the New York form which was made 
up by a committee of the New York legislature, 
together with the National Board and adopted 
by the legislature of that state, became the 
standard form of New York, and later of several 
other states. This form is recommended by the 
National Association of Credit Men as the best 
one now existing. While this form is a good 
one, I believe it can be largely improved upon. 
I am of the firm conviction that Congress should 
adopt a universal policy to be used throughout 
the United States. 

With the universal policy it will be much 
easier to educate business men to become familiar 
with insurance matters than it is at present, 
when nearly every state has a different con- 
tract. 

The insurance committee of the credit men’s 
association has recommended the adoption of the 
New York form as the standard policy because 
it is the best form that has been brought to their 
attention. They have not had an opportunity 
to consider the Minnesota form which is, 
believe, an improvement of the New York form 
in several particulars: 


Advantage of Minnesota Form 


First—It has the valued policy on buildings, 
which the New York form does not contain, and 
which I think it of the utmost importance on this 
class of property. Under this plan the amount 
of insurance carried on buildings is altogether 
in the hands of the agent. It is up to him 
to limit the amount and will compel him to make 
a close examination of the premises when the 
owner desires a large amount of insurance. This 
is where the agent’s technical knowledge becomes 
valuable to his companies. 

Second—In a case of an appraisal, the manner 
of selecting the appraisers under the Minnesota 
form is much preferable to the New York form. 
The former provides that each Bay shall select 
one out of three persons named by the other as 
their representative, and the two shall select a 
third, while the New York form provides the 
selection of any one they may desire. 

Third—In case the company desires to replace 
property destroyed, notice must be given to owner 
within fifteen days under the Minnesota form, 
while the New York form provides for thirty 


days. 

Fourth—The New York form provides a policy 
is void for any of the following reasons: If 
building is being repaired for more than fifteen 
days; if insured is not sole owner; if building 
insured be on leased ground; if personal property 
and a chattel mortgage is given; if foreclosure 
be commenced with knowledge of insured or 
notice of sale given, while the Minnesota form 
makes no such provisions. In this connection I 
dsire to say that making a policy void because 
a mortgage is given on personal property is a 
vicious clause and should never be permitted 
in any policy. 

Fifth—The Minnesota form carries a vacant 
building thirty days as against ten days in the 
New York form. 

Sixth—The New York form provides that the 
policy is void in case a building falls unless 
the fall was caused by fire. The Minnesota form 
is silent on that point. Inasmuch as the policy 
is not collectible unless the property is de- 
stroyed or damaged by fire, in which case, no 
matter from what cause (arson by owner ex- 
cepted), the policy should be collectible; there- 
fore I contend that the fall of a building should 
never be the cause of avoiding the policy. 


Policy Should Be Plain 


Nothing changes the Minnesota policy except 
absolute transfer of title and other insurance 
without notice. My own idea of a policy is that 
it should be as plain and simple as possible and 
devoid of technicalities, clear and unmistakable. 

A company is not compelled to write insur- 
ance unless it desires it; and its agent, being 
on the ground, should fully acquaint himself 
with all particulars before taking on the risk. 
A local agent finds himself many times in a 
peculiar position. While he must be loyal to and 
fully represent his company, at the same time 
he represents the insured and is his local ad- 





viser, and he may sometimes find it hard to 
represent both parties, as he should. But if he 
is honest with himself, he will find little dif- 
ficulty in this particular. 

It is largely the fault of the agent that while 
fire insurance is one of the most important com- 
mercial commodities in existence, less is known 
of it and fewer people understand it than al- 
most anything of commercial rrr I will 
venture to say that 90 per cent of the people who 
buy insurance never read a policy and never 
know its conditions, therefore there is but little 
wonder that people are disappointed when it 
comes to the settlement of a loss. 

Adjustment of Losses 

I have had comsiderable experience in the set- 
tlement of fire losses and while I have found the 
companies inclined to do what is right in most 
cases, and I have known of many cases where 
owing to technicalities the company could avoid 
their liability in its entirety, I have seen them 
pay a fair proportion of the loss and in man 
cases the full amount and waive the technical- 
ities above mentioned. 

In other cases I have seen companies take ad- 
vantage of technicalities and avoid uability, but 
I am glad to state they are not among the 
leading companies of this country. 

I am also inclined to believe that in many 
cases, compromises and litigations are due to 
dishonest or ignorant adjusters. 

I believe the local agents should adjust losses 
in their territory. They are more familiar with 
the facts and circumstances surrounding a loss 
and can obtain more information and determine 
whether or not it is an honest one, much better 
than a stranger. In case of fraud, the local 
agent should be most vigorous in their prosecu- 
tion. It is his duty, as well as the protection of 
his company on future business, and if local 
agents are required to pass the examination be- 
fore mentioned, they would be as fully qual- 
ified to make adjustments as any special agent. 
Protests Against Three-Quarters Clause 

I desire to call your attention to the three- 
quarter clause which is placed in policies in some 
states and which I believe should be entirely 
eliminated. Every man should be entitled to 
fully protect his property by insurance, if he 
so desires and is willing to pay the price. When 
a loss occurs he should obtain the full value 
and not be compelled to suffer part of the loss 
for which he has paid the premium. 

would like to see the time come when in 
cases where an agent has the entire business 
for a client, he shall be held personally respons- 
ible for any loss by reason of the policies being 
improperly written. 

r would also like to see the local agents re- 
fuse to write a policy on a stock of merchandise 
unless the owner takes an inventory at least 
once a year. F , 

I desire to emphasize the following: 

First—More discrimination in bot 
rates. 

Second—Change in methods of selection and 
compensation of local agents. 

Third—Education of local agents to the end 


risks and 


that they may fitly and fully represent the com- 


panies at all points. 

Fourth—The universal policy which I think is 
very important. 

Fifth—The willingness of the National Asso- 
ciation of Credit Men to cooperate with fire in- 
surance companies and local agents to the mutual 
interests of all concerned. 


SECRETARY PERRY'S PAPER 


Talks About Relationship of a Company to 
the Association 


Secretary A. W. Perry of the St. 
Paul Fire & Marine read a paper on 
“The Company and the Association,” 
in which he said in part: 


The proper consideration of this subject re- 
quires a brief inquiry into the relation of the 
company and the local agent. An agent is de- 
fined as one who acts or has power to act, for 
another. Endowed with this authority the agent 
carries the corresponding responsibility of a 
principal, and is held by the supreme court of 
this state, “to the exercise of the utmost good 
faith in the business of his principal; and to 
secure it he is not permitted to place himself in 
a position antagonistic to the interest of his 
principal, nor to secure any advantage to himself 
without the full and free consent of his princi- 
pal. The requirement of good faith is the basis 
of the rules of law governing the duties of an 
agent to his principal.” 

7 * . 

The individual local agent being thus bound 
to act only for and not antagonistic to the busi- 
ness of his principal, that is, the es what 
may or may not this association do? re the 
rights, powers or duties of the assembled body 
of agents greater or less than those possessed by 
the individual unless there be something in the 
act of the association which changes this rela- 
tion and gives to this body rights and privileges 
not possessed by the individuals composing it, 
then the association should conduct its affairs 
along the same lines and with the same purposes 
and aims as the individual. I believe you will 
agree that this is the correct view and that your 
purposes and aims being for the benefit of the 
companies as well as in your own interest, there 
will be complete harmony between you. 

The work of the association is two fold: that 
which concerns the relation of the companies and 
the public and that which concerns the personal 
relation of agents to the company. 

The first embraces chiefly the questions of taxa- 
tion, including licenses and fees, forms of poli- 
cies and reports, legislation and rating bureaus. 

The deliberate judgment of a state or na- 
tional association of agents will have more in- 
fluence and greater weight with state officials or 
a legislative body than the arguments of com- 
pany officers or managers, however persuasive 
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and convincing. You are peculiarly qualified to 
present to the public the matured views and 
conclusions of the companies in these and kin- 
dred subjects, and to urge their adoption. You 
vote and you influence votes. That counts with 
officials and law makers more than anything else, 
and will entitle you to a respectful hearing when 
all other arguments fail. Singly and_ collec- 
tively you have an influence ney in few 
branches of business, if you choose to exercise 
it. If this, or any state association, can take 
up and assist in the settlement of any of these 
vexatious and troublesome questions, it will ac- 
complish untold good and forever silence carp- 
ing criticism as to its sphere of usefulness. 

These public questions, while not of the first 
importance to you, perhaps, are living, vital 
questions confronting the prosperity of the busi- 
ness today, and need your thoughtful considera- 
tion as well as that of the public and the com- 
panies. ; 

If these public questions do not interest you 
so greatly as those more immediately affecting 
your rsonalities, please remember that you 
owe, deoush your citizenship, a duty that may 
not be evaded, or neglected, and that their set- 
tlement affects, indirectly, your individual wel- 
fare. 

The relation of the agent to the company em- 
braces such questions as compensation, multi- 
jlicity of agents, ownership of the business, 
Cohesnee, overhead riding, etc., all important, 
and all causing divers and sometimes irritating 
views. 


* * * 

Allegiance to the companies’ interests pre- 
cludes the idea of vested rights in business. But 
with an annual premium income of nearly $200,- 
000,000, all originating with and distributed by 
the local agents, it is not strange that friction 
sheuld arise over the control and division of this 
vast sum. These conflicting claims may, how- 
ever, be treated as differences of opinion as to 
the terms of service, rather than inherent 
rights in the business itself. They are differ- 
ences common to all, and can be as well cared 
for by the entire body of agents as if settled by 
individual action. Uniformity of action will be 
vastly better than separate and distinct efforts to 
remedy ony existing evils. ; 

It is within the province of this and other as- 
sociations to take up and present fairly and dis- 
passionately every grievance. It is the duty of 
the companies, in my judgment, to receive and 
consider as fairly and dispassionately, every 
complaint. If reasonable, a — ef be 
found, if unreasonable and unfounded, am 
sure the association will candidly admit it. Free 
discussion will at least result in a better under- 
standing by all parties. ; 

If united action is to have weight with the 
companies, it must be by the action of the great 
body of the agents within the jurisdiction of the 
association. If there is any lack of strength, it 
is in the poverty of numbers in attendance at 
your meetings. With an eligible membership 
list of tens of thousands, an actual attendance 
of a few hundred betrays an apparent lack of 
interest which is perhaps misleading. But to ac- 
complish results you must show the companies 
that all the agents are interested, that these 
questions you discuss are live questions affect- 
ing materially the proper conduct of the busi- 


ness. 
* * * 


There is another duty this association can per- 
form and that is educational. Writing fire in- 
surance should be a profession, and not a busi- 
ness. There is a woeful lack of knowledge of 
the essentials necessary in properly writing and 
reporting a policy of fire insurance in some parts 
of the country. It is largely the fault of the 
companies in appointing unfit and incapable men 
as agents. But your influence, ey exerted, 
will go far towards remedying the evil. The 
force of your opinion expressed upon this as 
upon other subjects, will have a moral effect. 

Finally, there is an opportunity before you to 
do a great and lasting work in your own behalf 
and in the interest of the companies and the 
public. Arouse the enthusiasm and interest of 
the agents throughout the country. Secure the 
attendance and cooperation of the best and 
strongest minds in the business. Act from un- 
selfish and pure motives and your work will 
successful. 


AGENCY CONVENTION NEWS 
(CONTINUED FROM PAGE 1) 
500 by the end of the year. The agents 
there are working together and have 
shown readiness to adopt drastic meth- 
ods in dealing with companies or spe- 
cial agents that attempt to open rates. 
Committees Are Appointed 

After the roll call of states the presi- 
dent appointed as committee on cre- 
dentials J. Q. Haas of Minnesota, H. 
G. McMilliam of Tennessee and G. W. 
Kneen of Connecticut. President 
Offenhauser then made his report, 
after which J. P. Thomson of Minne- 
apolis presented the executive com- 
mittee’s report. President Offenhau- 
ser appointed as committee of ways 
and means J. P. Thomson of Minne- 
sota, W. L. Hatch of Connecticut, 
John N. Manson of Wisconsin, F. R. 
Leib of Pennsylvania and L. S, Mer- 
rill of New Hampshire. 

The afternoon session on Tuesday 
was occupied in hearing reports and 
papers and in discussion. In the ab- 
sence of J. H. Southgate, of Durham, 
N. C., Secretary Putnam was called 
upon to present the grievance commit- 








tee’s report. He merely called the at- 
tention of the agents to the report as 
published in the Bulletin, copies of 
which had been distributed. 

George D. Markham, of St. Louis, 
read the report of the legislative com- 
mittee, after which Secretary Putnam 
presented his report, which was re- 
ceived with closest attention. Presi- 
dent Offenhauser reported that Edward 
Gerger, of Jackson, Miss., chairman of 
the cotton conference committee, was 
unable to be present, but had notified 
him that it had been impossible to ar- 
range a conference between the com- 
mittee and the Cotton Insurance Asso- 
ciation. 

H. EZ. Phillips’ Paper 

Henry E. Phillips, of Hartford, 
Conn., manager of the Factory Insur- 
ance Association, presented a paper on 
“Improved Risks, a Problem for the 
Local Agent.” This was one of the 
best papers of the convention. Mr. 
Phillips as. an officer of the National 
Fire Protection Association invited the 
agents’ association to join as an active 
member and its individual members as 
associate members. A number of 
questions were asked Mr, Phillips and 
on motion the president was instructed 
to appoint a committee to consider the 
advisability of the agents’ association 
joining the Fire Protection Association. 

Geo. D. Markham gave an interest- 
ing account of how the stock com- 
panies had held control of sprinkled 
risks in St. Louis, through the fact 
that the local agents had educated the 
public to improve risks instead of leav- 
ing this work to the mutuals, 

Walker Taylor, of Wilmington, N. 
C., after some pleasing preliminary re- 
marks, read a paper on “The Spirit of 
the South,” and Allan W. Kennedy, of 
Fort Smith, Ark., who has done some 
splendid work to correct legislation in 
his state, presented a paper on “Fair 
Compensation.” 

Discuss the Commission Issue 

The open debate promptly developed 
into a discussion of contingent com- 
missions. - Holger de Roode, of Chi- 
cago, opened the question by asking 
for the attitude of the association on 
this question. L. W. Childrey, of Nor- 
folk, told the history of the negotia- 
tions of the southern agents with the 
managers on this question. Walker 
Taylor, of Wilmington, thought this 
is a national question, and should be 
taken up by the association. Clarence 
S. Pellet, of Chicago, cautioned the 
association not to go beyond discuss- 
ing this question on other than gen- 
eral principles. He believes the asso- 
ciation has nothing to do with attempt- 
ing to fix the actual figures. He fears 
the agitation of the question will mere- 
ly furnish ammunition for persons in- 
terested in getting commissions re- 
duced. Other speakers showed that 
many parts of the country besides the 
south get only 15 percent flat. 

E. J. Tapping, of Milwaukee, brought 
out applause by reading a resolution 
favoring low uniform commissions 
throughout the country, together with 
elimination of preferred classes and 
multiple agencies. Among those who 
participated in the debate were Messrs. 
Metzger, Nashville, Tenn.; Wood- 
worth, Buffalo; Weil, Milwaukee; 
Johnson, Charlesdale, Miss.; Mande- 
ville, Olean, N. Y.; McMillan, Knox- 
ville, Tenn.; Train, of Georgia; 
Beardsley, New Haven, Conn.; Leitz, 
Council Bluffs, Iowa; Leballister, Oak- 
land, Cal.; Hubbard, Chicago; Wea- 
dock, Saginaw; and A..W. Neale, 
Cleveland. 

Question Is Acute in South 

Secretary Putnam said he thought 
this association must take this ques- 
tion up eventually, and that if it was 
to be a national association issue it 
must meet the appeal of the southern 
agents for aid. Then Allan W. Ken- 
nedy, of Fort Smith, Ark., said he 
thought the commission question was 
a local one, and he would be satisfied 
if the association passed the question 





up and left the southern agents to set- 
tle it for themselves. He was fol- 
lowed by Walker Taylor, who said 
that the discussion had brought out 
much information and he thought it 
would be as well to let the question 
drop here, except that he would be 
pleased to have the association adopt a 
resolution endorsing the southern 
agents’ efforts to get compensation 
similar to that in other states. 

Just before adjournment the presi- 
dent appointed W. H. Squire, of Mary- 
land, chairman of the committee on 
nominations, and Walker Taylor chair- 
man of the committee on resolutions. 
The members of these committees were 
chosen by the different state delega- 
tions. The chair also named Messrs. 
Johnson of Mississippi, Mandeville of 
New York and Beardsley of Connecti- 
cut as the committee to consider the 
association becoming a member of the 
National Fire Protection Association. 


St. Paul Agents Pine Hosts 


The St. Paul agents have proved 
royal hosts. The program of enter- 
tainment for the ladies has been more 
than usually complete. The attend- 
ance of ladies here is large and their 
presence has added much to the pleas- 
ure of the gathering. Tuesday morn- 
ing a ladies“orchestra gave a concert 
in the Ryan hotel parlors, previous to 
the opening session, then the auto 
party started out taking about sixty 
ladies, including their St. Paul host- 
esses, on a ride over the Twin Cities 
and to Minnehaha and Fort Snelling. 

Boat Trips and Moon Light 

Last night two large boats and a 
launch took all the visitors and many 
local people down the Mississippi on 
a moonlight ride. The evening was 
ideal, the moon was full and the 
scenery along the banks appeared to 
exéellent advantage. An orchestra fur- 
nished music for dancing and a male 
quartette rendered several vocal selec- 
tions. The trip lasted three hours and 
it was midnight when the crowd 
reached St. Paul on the return. This 
forenoon the ladies were taken in auto- 
mobiles to Lake Como and Lake Har- 
riet and tonight a concert will be given 
for all at the St. Paul auditorium. To- 
morrow morning the ladies will be 
guests at a reception by the governor 
at the capitol and in the afternon the 
Minneapolis agents will be hosts to 
ladies, agents, specials, managers and 
others on a street car ride to Lake 
Minnetonka. There will be a sail on 
the lake and the fatted calf will be 
killed. 

Doing the Daily Paper Stunt 

Northwest Insurance is being issued 
as a daily, but the greatest interest was 
shown when the Insurance Field’s spe- 
cial edition arrived before this morn- 
ing’s session began giving yesterday's 
proceedings up to 3 p. m. complete. 

his morning the convention opened 
late. J. H. Johnson of Mississippi 
reported as chairman of the commit- 
tee in favor of association joining the 
National Fire Protection Association 
as an active member, Secretary Put- 
nam to receive the literature and use 
such parts of it in the American 
Agency Bulletin as seems advisable. 

Local Boards and Local Practices 

Under the head of “Attitude of the 
National Association Towards Local 
Boards and Local Practices” the open 
debate was started by Secretary Put- 
nam’s reading part of the grievance 
committee’s report referring to the 
case at Nashville, Tenn., where a 
prominent company placed a second 
agency with a non-board cut rate, in- 
corporated, rebating agency that did not 
respect renewals of other agents who 
had placed brokerage with it before it 
left the board. After further explana- 
tion of this matter by Mr. Metzger of 
Nashville this matter went to the com- 
mittee on resolutions. John C. Mc- 
Intyre of Minneapolis wanted the name 
of the company disclosed but Messrs. 
Woodworth and Thomson pointed out 

this should not be done till the 
case had been fully gone into and the 





company heard. If it is convicted as 
an offender and persists in its course 
its name will be made public. 

Wants Cooperating Companies Favored 

E. H. Forry of Indianapolis intro- 
duced a resolution stating it as the 
sense of the association that in placing 
business agents favor as far as possible 
cooperating companies; that when a 
company is reported to have violated 
its pledges as a cooperating company 
the alleged offense be reported to the 
executive committee and if the com- 
pany is found to be violating its 
nledges, its name will be stricken from 
the list of cooperating companies. 
This went to the resolutions commit- 
tee. 

Many Side Questions Arise 

It was hard to hold the members 
strictly to a discussion of the questions 
before the house, other related issues 
being brought in. Messrs. Mandeville 
and Flickinger told how agents at 
Olean and Erie had dealt with cases 
where brokers captured lines owned 
and controlled locally. Both are op- 
posed to paying brokers anything for 
such business. Mr. Woodworth pointed 
out the difficulties if this association 
attempts to take a position as support- 
ing rating institutions and rates. In 
some cases it will meet the anti-com- 
pact laws. He did not think the asso- 
ciation should take a positive stand in 
favor of supporting board rules and 
rates. 

The paper of D. L. Sawyer of St. 
Paul on “The Business Man and Fire 
Insurance Agents” was well received, 
although many present differed from 
him on account of several points. His 
paper was referred to the committee 
on resolutions. It opened the way for 
the discussion of standards of qualifica- 
tion for agency appointment, but not 
much was said on this point. 

Beport on Uniform Blanks 

The report on uniform blanks made 
by C. F. Hildreth of Freeport, Ill, 
created much interest. Copies of the 
proposed new policies and other blanks 
were distributed and a young lady 
wrote a policy, daily and duplicate 
daily at one operation on an ordinary 
typewriter, the entire work being done 
in two and a third minutes. Mr. 
Woodworth proposed that the commit- 
tee on uniform blanks be continued, 
that the proposed forms be published 
in the Bulletin, that the agents be re- 
quested to make their suggestions to 
the committee, which might adopt any 
which seemed good. And finally that 
the committee’s recommendations be 
submitted to the company managers 
through the joint conference commit- 
tee. This suggestion went to the 
resolution committee. This completed 
the forenoon session work. 


Cc. H. Woodworth’s Resolution 


The Wednesday afternoon session 
opened with small attendance, the 
members being slow in returning from 
luncheon. Some went to the ball game. 
C. H. Woodworth read the report of 
the joint conference committee. There 
was nothing sensational about it and 
naturally no demonstration. “I thank 
you for the applause” said Mr. Wood- 
worth and the crowd broke loose. 
Mr. Woodworth said that he felt this 
association must be protective and as 
expressing his views he introduced the 
following: : 

“That a considerable amount of busi- 
ness upon which the members of this 
association should receive the commis- 
sion, and agency companies the pre- 
mium, is illigitimately and often il- 
legally diverted to other channels, is 
admitted. This causes an immediate 
and continuous reduction in the reve- 
nue of local agents and of agency com- 
panies and is a peril to the American 
agency system. 

Agreement not Properly Enforced 

“The legislation of this association 
and its agreement with the companies 
on the subject of brokers and broker- 
age are apparently sufficient as enact- 
ments, but their enforcement has not 
been general and definite enough to 
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produce all the results desired. Rules} considered or that of the local agents; | ferent forms, covering the same prop-| Prominent Chicago Agents 
and agreements that directly effect in-] and whereas: such adequate service | erty, be considered concurrent? 


comes are naturally interpreted by in- 
terested parties to their own advantage 
and upon occasion will be ignored or 
defied for the same reason. What is 
needed, then, is not more legislation 
but the better enforcement of what we 
now have and we therefore hereby re- 
quest the executive committee to es- 
tablish a bureau for the investigation 
of alleged illegitimate and (or) illegal 
practices.” 
Duties of the Bureau 

This bureau to furnish all possible 
aid to members of the association in 
their efforts to retain local business on 
their books which may be threatened 
by non-resident competition and to 
help local agents regain business which 
they have lost to non-resident brok- 
ers. This bureau to also investigate 
all reported violations of the brokerage 
rules of this association and of the 
pledges of the companies made to the 
association in this matter and turn the 
evidence over to the grievance com- 
mittee of the association; this bureau 
to also investigate cases of alleged 
violations of the laws of the several 
states dealing with fire insurance and 
when civil or criminal prosecution 
seems advisable, the executive commit- 
tee should furnish the evidence to the 
proper authorities of the state where 
the action lies and urge the prosecution 
of the offender; the said bureau under 
the direction of the executive commit- 
tee or with its approval may take any 
further or other action that may be di- 
rectly to the interest of the members 
of the association and generally in the 
interest of companies and property 
owners. 

Company Advertising in the Bulletin 

E. J. Tapping of Milwaukee then 
introduced the following resolution 
adopted by the Wisconsin state asso- 
ciation: Resolved, That the Wiscon- 
sin association recommends to the Na- 
tional association the advertising col- 
umns of the bulletin of the association 
be open to all fire companies whose 
names appear in the approved list as 
published in the bulletin, but that no 
effort, direct or indirect, in the form 
of solicitaion or otherwise, be made to 
secure such advertising. 

Mr. Tapping spoke at considerable 
length on this matter suggesting that 
the Bulletin be- made interesting to 
members of the subscribers’ families 
by the introduction of new features. 

For the ways and means committee, 
Mr. Thomson reported as_ follows: 
“Your committee on ways and means 
submit the following report: The 
present method of levying assessments 
upon various state associations is ap- 
proved and we recommend that the 
same be revised to conform with pres- 
ent membership and continued for the 
ensuing year. We recommend that the 
finance committee notify the several 
state associations of their apportion- 
ment, with the request that special ef- 
fort be made to raise the various 
amounts apportioned against them. We 
also recommend that the convention 
instruct the incoming executive com- 
mittee to keep within the resources of 
the association as evidenced by last 
year’s income in making up the budget 
for the ensuing year. We also recom- 
mend that the advertising columns of 
the Bulletin be opened to such compa- 
nies only as appear on the approved 
list of affiliating companies. 

State Association Dues 


C. W. Olson of Tennessee offered a 
resolution urging state associations 
where necessary so to revise their con- 
stitutions as to make the annual mem- 
bership dues include the National asso- 
ciation dues. 

C. H. Patton, manager of the Cleve- 
land Inspection Bureau read a paper 
on “Rating Bureaus,” which was well 
received. Following it Geo. D. Mark- 
ham offered a resolution as follows: 

Whereas: The necessity is manifest 
for prompt and competent service from 
independent rating bureaus, where such 
exist, whether the assured’s interests is 





cannot be had unless all companies 
contribute to the support of the rating 
bureaus: and, whereas; some com- 
panies seem disposed to avoid this con- 
tribution although they undoubtedly 
benefit from the bureau’s_ service: 
therefore: 

Resolved; That this association con- 
siders that the support of the rating 
machinery in any locality is essential, 
both for the public interest and the 
insurance interest, and we urge all 
companies represented in said locality 
to subscribe to the bureau. 

Manager Gund Blocked a Game 

Secretary Putnam presented his re- 
port on incorporated agencies, after 
which H. Forry, of Indianapolis, 
told how the Merchants Brokerage 
Company, of that city, had been or- 
ganized to sell stock to merchants 
with the idea of rebating through divi- 
dends. It undertook to buy a local 
agent’s business but Fred M. Gund 
blocked the game by refusing to per- 
mit the transfer of the Williamsburg 
City to the new concern. 

Greetings from Chas. F. Wilson 

Former President Wilson _ tele- 
graphed his greetings from Denver, as 
did the president of the Texas asso- 
ciation. Secretary Putnam announced 
that the organization of the North Da- 
kota agents made thirty-six state as- 
sociations. A telegram from Spokane 
announced that thirty agents had or- 
ganized a local board and _ signified 
their desire to affiliate with the Na- 
tional association. This, doubtless, 
means thirty-seven associations and 
there will be forty by the end of the 

ear. 

” De Boode’s Financial Plank 

Holger de Roode, of Chicago, pre- 
sented a resolution defining more fully 
what is meant by affiliating or co- 
operating companies. As it took also 
financial responsibility as a requisite of 
affiliation it called forth a reply from 
Mr. Thomson, of Minneapolis, who in- 
timated that the association is not a 
judge of the financial standing of com- 
panies but of their manner of doing 
business. 

Cc. W. Olson, of Tennessee, said 
there was objection to the present 
name of the association and by the 
way of suggestion for a change of- 
fered a resolution that it be made 
“American Underwriters Association,” 
with a subline “of local fire insurance 
agents.” 

The afternoon session closed about 4 
o'clock and the important commit- 
tees went into executive session. 





MISCELLANEOUS NOTES 


The Hanover Fire has re-entered Arkansas 
from which it withdrew at the time of the 
general exodus. 

M. C, Tifft of St. Paul has been promoted 
to the position of deputy state insurance com- 
missioner in place of D. F. Lyons, who has 
resigned to resume the practice of law in St. 
Peul. This has caused a general advance in the 
office, Mr. Phillips being appointed to Mr. 
Tifft’s old place as actuary and J. O. Mehlin 
has been promoted to the position of examiner. 


Answer—As to policies on dwelling 
houses will say that practically all of 
the dwelling house forms are alike so 
far as covering the dwelling is con- 
cerned. Some forms are a little differ- 
ent, but all cover the same thing. A few 
companies attempt to introduce a little 
more verbiage which really amounts 
to nothing. For instance, some forms 
name gas fixtures and heating appar- 
atuses which are covered under policies 
which do not mention them as they 
are part of the building. 


Question—Will you kindly advise me 
as to what objection, if any, fire com- 
panies have against the use of the fol- 
lowing clause in insurance forms cover- 
ing on mercantile buildings with offices, 
or living apartments—“This insurance 
as to the interest of the assured shall 
not be invalidated by any act or neg- 
lect of tenants occupying the building 
insured?” 

Answer—The clause you quote is 
known as the landlord’s waiver clause. 
In Chicago a few years ago the Thur- 
ingia denied liability in a case where 
the tenant violated the clause relative 
to the use of gasoline, but the assured 
won in the highest court. We believe 
that. all reputable companies are quite 
liberal in dealing with the owner of a 
building if he has a loss and there has 
been no gross act or neglect on the 
part of the tenant. Companies do not 
want to leave the way wide open for 
the assured to insure a building to be 
used as a dwelling, for instance, and 
then allow it to be converted into a 
store or some other hazardous risk. 
The owner of a building generally 
knows what the tenants are doing and 
whether the hazard has increased and 
the companies expect to be protected 
by the assured. If he knowingly per- 
mits tenants to violate policy condi- 
tions he should stand the penalty. 
Where he is innocent, as we said be- 
fore, it is the policy of the companies 
to deal liberally with him. 


a 


The Home of New York has estab- 
lished a department for the insurance 
of pianos sold on instalments and at 
rental by retailers throughout the coun- 
try. A. G. Hancock and LeRoy Mark 
have been appointed joint managers, 
with headquarters at Baltimore. A ma- 
rine floater will be used covering the 
property wherever it may be located. 

Question—In settling a loss claim, 
the assured is required to make oath 
to his loss. Who pays the justice fee, 
the company or the assured? 

Answer—It is not only customary for 
the assured to pay the justice fee re- 
quired on account of his making oath 
to his loss, but lines 67 to 80 in the 
policy not only throw the burden of 
proof on the assured, but place cer- 
tain requirements on him as part of 
his contract with the company, and 
which he is in duty bound to observe 


’ a precedent to recovery under a 
oss, 





POINTERS 


FOR LOCAL AGENTS. 











Question—Will you kindly advise me 
where I can secure a copy of John R. 
Freeman’s Underwriters Specifications 
for steam pumps for factories? 

Answer—The address of John R. 
Freeman is 31 Milk street, Boston, 
Mass. 


_ 


Question—Suppose $3,000 on a dwell- 
ing is written $1,000 each in three dif- 
ferent agencies on the forms used by 
the companies in which the risk was 
written, all of which forms were some- 
what different—would it comply with 
the printed request on the cover of all 
Mire policies, that all printed portions 
of policies read exactly alike? In other 
words, would insurance written on dif- 











Want Column 








Two dollars per insertion of five lines, 
Additional lines, 40 cents 
each per insertion. 
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WANTED—District managers in Ohio 
by a progressive young life company just 
licensed in the state, with a clean proposi- 
tion on which over $30,000,000 has been 
written in less than three years. Home 
office contracts. Address Superintendent, 
care The Western Underwriter. 








ANTED—<A few experienced Life In- 
surance Stock Salesmen, who can furnish 
gilt-edge references to place stock for a 
Million Dollar Company. The first of its 
kind to organize in its respective state. 
Address R-21, care Western Underwriter. 


WANTED—Man big enough to 
the state of Indiana. Liberal 
sions with permanent renewals 
right man. The Ohio State Life 





manage 
commis- 
to the 
Insur- 


ance Company, Columbus, Ohio. 








Members of the Chicago Underwriters Association 


RED. S. JAMES & CO. 
171 La Salle Street, Chicago 


T Nedooal “of Harord, Briteh Gers 
ee Ay 
ieigety Baap Ss re See fae 
RITCHELL, MILLER 
WHITNEY & BARBOUR 


136 La Salle Street, Chicago 


Sole Agents: Phenix of London; 
P. &M.; American 








Exclusive Binding Contract. 








Spring Garden; Security, orm + Penk 
pay Ln ~ WI Gomnenaali - 
CHAS. A. NEWTON & CO. 
559 La Salle St., Chicago 
Agents for 


Newark Fire, Newark, N. J. 
Capital Fire, Concord, N. H. 
State Fire, (Ltd.,) Liverpool, Eng. 
Williamsburgh City Fire, New York 


Leading Hgents and Brokers. 
GENERAL INS 











URANCE AGENTS AND BROKERS 
1326-1346 Pierce Bidg., St. Louis 
ts and ~~ “oe distance te! = 
agent ers, ce aoe. 
ing Norwich Union, Hamburg-Bremen, Philadel: Under- 
writers, Fidelity, Orient, Delaware, Austin, N 


jo We 
Plate Glass, Columbia, and U. S. Fidelity and sd Md. 
CHURCHILL WHITTEMORE CO. 


a2 Successors to Wall & Whittemore 
118-120 North Fourth Street - - 8ST. LOUIS 


Commission allowed non-resident agents 
on insurance on B8t. Louis properties. 


UEEN CITY FIRE INS. CO. 
Sioux Falls, S. Dak. 

Cash capital, $200,000. Cash sur- 

plus, $200,004.35. Eastern depart- 

ment, 19 Liberty St., New York. 

W.L.PETTIBONE & CO., Managers. 














Actuarial. 


J H. NITCHIE, 
. 


ACTUARY, 
153 La Salle Street, 


919 Association Building 
Central 739. 








CHICAGO 


TELEPHONES: Automatic 3992 








insurance Attorneys. 


Hartwell Cabell. 
C= & KOHL, 








J. Louis Kohl, 


Attorneys at Law, 
810 First Nat'l Bank Bidg., Cincinnati, O. 


Special attention given to insurance cases. 








“THB OHIO COMPANY." 


The Bankers Surety Company 


Williamson Building, CLEVELAND, OHIO. 
Capital $500,000.00 Fully Paid 


Becomes Surety ont Bonds, 
Chartered Under Ohio Laws, 
8200.000 Doposited with Insurance Commiasiones 


STRICTLY FIREPROOF 


wore. BREVOORT 





HOTEL 


Chicago, Illinois 


MOST MODERN EQUIPMENT 
UNEXCELLED RESTAURANT 


On Madison Street, near La Salle 
One minute from the Insurance District 


The Patronage of Insurance Men 
Is Solicited, 
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ILLINOIS LIFE 


INSURANCE COMPANY §:: CHICAGO 
JAMES W. STEVENS, President 


Off. i ind: to reliable and who 
‘ers exceptional inducements ageervand cqmnoeng ean whe one enpastencel fo or who would like 


Address the HOME OFFICE; 
FORT DEARBORN BUILDING 











134 MONROE STREET 








Tnsurance 





Accident 
Casually Company — Pr'wnca 


Plate Glass 


of Minerica 


HOME OFFICE, NEW YORK 


Notes on Life Insurance 


The Theory of Life Insurance Practically Explained 


AN ELEMENTARY TREATISE ON THE PRINCIPLES GOVERNING LIFE 
INSURANCE, AND THEIR TECHNICAL APPLICATION 


Designed Especially for the use of Colleges, Students and all persons interested in the 
subject. 


By EDWARD B. FACKLER, A.B., LL.B. 
Fellow of the Actuarial Society of America. 


In this work the author has attempted to describe clearly, and at length, the general 
principles underlying life insurance, and then to indicate to some extent their practical 
application in the business. The treatment of the subject isin general the same as in 
Gustavus W. Smith’s “ Notes on Life Insurance,’”’ now out of print, the first edition of 
which was printed in 1870, and which became a standard life insurance text-book. 

A knowledge of arithmetic and only the most elementary algebra will be founa 
sufficient to the life underwriter or agent student for an understanding of all the 
explanations and formulas in this book. 


Notes on Life Insurance is printed from new type, best quality paper, and handsomely 
bound in cloth. 





Price, $3.00 per copy 
THE SPECTATOR COMPANY, 135 William Street, New York 


GASOLINE BOAT INSURANCE 


FIREMANS FUND INS. CO. OF SAN FRANCISCO 
UNION MARINE INS. CO. OF LIVERPOOL 
MANNHEIM INS. CO. OF GERMANY 
FEDERAL LLOYDS OF CHICAGO 
COLUMBIA INS. CO. OF JERSEY CITY 


ooo ACTIVE AGENTS WANTED = 
Address, E. S. KELLEY ™sniger Motor Bost St. Joseph, Michigan 























The Empire State Surety Company 


84 William St., New York 
WM. M. TOMLINS, JR., President 
Reserves and Surplus to Policyholders Exceed $1,000,000 


Pidelity, Court and Contract Bonds, Accident, Health, Plate Glass, Burglary, Elevator, Steam 
patter Sprinkler Leakage, Employers’ Liability, Automobile, Physicians’ and Dentists’ Liability 
nsurance. 
: Chicago—American Trust Building. 
Branch Offices 4 Cleveland, Ohio—No. 819 Williamson Building. 
Buffalo—702 White Building. 


Agencies In All Large Cities 
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The Bankers Life Association 


OF DES MOINES 


A Mutual Association of Preferred Risks. Exceptional 
record for 29 years for Low Rate of Mortality, Prompt 
Payment of Claims, Economy of Management, Security 
of its Funds and Satisfactory Results for its Policy Holders. 





Assets January 1, 1908, $11,736,775.76 





EDWARD A. TEMPLE, President 
CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
NOTHSTINE & HORNE, Managers, Tacoma Building, Chicago, Il. 


THE 


UNION CENTRAL 


Life Insurance Co. of Cincinnati. 





Edmund F. Green, President 
Joba C. Coleman, Vice-Pres. Ant, Borel & Co,, Treas. 
Franklin A. Zane, Sec’y Frank P. Deering, Counsel 


Unlimited Liability of Stockholders 


Assets over One-half-Million Dollars 


Pacific Coast Casualty Co. 


OF SAN FRANCISCO 


Employers’ Liability, Automobile Liability, 
Teams, Vessels, General Liability; Eleva- 
tor, Burglary and Plate Glass Insurance. 

H. S. WARNER, Gen’l Agent 
CHICAGO, ILL, 


Etablished 1867. 

Has the following unrivaled points of 
superiority which make its — easier 
to sell than those of any other company: 
Highest rate of interest earned, low death 
rate, low expense rate—resulting in low- 
est cost to policy-holders. Its new 1908 
— are simple in verbiage and most 
iberal in provisions. THs UNION CEN- 
oe has no investments in stocks or 

nds. 


JESSE B. CLARE, 
President. 


E. P. MARSHALL, 
Vice-President. 


The Company OF the People, BY the People, FOR the People 


The Metropolitan Life surance Co. 


Incorporated by the State of New York—Stock Company 
HOME OFFICE: ONB MADISON AVENUE, NEW YORK CITY 


Assets. $198,320,463.23 








PROOF OF PUBLIC CONFIDENCE 
This Company has more premium-paying business in force in the United States than any other Com 
pany, and for each of the last thirteen years has had more New Insurance accepted and issued than any 
other Company in America. 


THE DAILY AVERAGE BUSINESS DURING 1907 


452 per day in Number of Claims Paid. 6,391 per day in Number of Policies Placed and Paid jer. 
$1,239,893.45 per day in New Insurance Placed aud Paid for. 6162,489.27 per day in payments to Policy: 
holders and addition to Reserve. $73,011.34 per day in Increase of Assets. 





WM. D. FAIRBANKS, 


LORISTON M. FAIRBANKS, 
President 


Secretary 


THE 
ILLINOIS NATIONAL 


¥ 


Fire Insurance Company 
of Springfield, Illinois 








Capital fully paid............. peseesess etnaceenee . «.. $100,000.00 
ER er ee pheknawens beusiedneas 272,293.28 
Total Liabilities Except Capital.................... 109,499.61 
sh cdicdecdecdtsentersevecencnesescacnes 62, 793.67 


This Company will consider proposals for 
insurance from responsible persons 
in all parts of the United 
States. 
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CHICAGO AND , 

CINCINNATI AUGUST 13, 1908 

N the June SuprPLeMENT some com-| ance. The merchant can compute with-| business and prohibiting companiesfrom USES THE CONVERTIBLE TERM 
ments were made on the re-|in a small percent how much of the 


tirement of a number of the old 
managers of the Mutual Life. Shortly 
afterwards a manager—not of the Mu- 
tual—propounded a question, in brief 
as follows: Supposing that a good spe- 
cial agent can write $100,000 a year, 
with $3,500 in premiums, and the best 
a manager can do is to offer him a 
commission which will average 35 per 
cent, or a little over $1,200 for such a 
year’s work, how is the manager to get 
men who are properly equipped to write 
life insurance? 

That is a practical question. It rep- 
resents a condition with which man- 
agers throughout the field are con- 
fronted, the condition which is driving 
out of the business or out of the service 
of the companies operating in New 
York, dozens of managers who under 
the old order were successful men and 
did a large share to make life insur- 
ance the vast structure which the world 
sees today. The fact that they are re- 
tiring proves that they have not ad- 
justed themselves to the new condi- 
tions. This is not necessarily any re- 
flection upon them. Doubtless many of 
them, after a thorough study of the 
situation, have concluded that they can 
better themselves by entering some 
other line of business or the service of 
some company which is not restricted 
in its methods of operation by the laws 
of New York or Wisconsin. 

* * * 


‘The essence of the manager’s ques- 
tion is, can properly equipped men be 
secured at the present rate of compen- 
sation, and, if so, how? We are not 
“up against” this question practically, 
as the manager is who asks it, but, 
judging by what others have done and 
are doing, we believe that properly 
equipped men can be secured under 
present conditions, but that life insur- 
ance companies operating under restric- 
tive laws will have to depend upon get- 
ting young men and training them up 
in the business, as other business enter- 
prises do, instead of transplanting suc- 
cessful men from other lines of en- 
deavor, as has been so largely done in 
the past. 

For years before the enactment of 
the present New York laws, a few of 
the old companies adhered to a rate of 
compensation in the field not very dif- 
ferent from that permitted at present 
and built up large and excellent agency 
plants, notwithstanding the fact that 
most of their competitors were indulg- 
ing in high commissions, bonuses, ad- 
vances, prizes and all other high pres- 
sure methods. And these competitors 
were for the most part old standard 
companies of high standing and not 
small or young concerns such as con- 
stitute the main part of the present 
body of high commission companies. 
This statement is not made in defense 
of the New York or Wisconsin law, but 
as showing what companies under self- 
imposed restrictions, almost as severe 
as the present legal ones, have done in 
the face of more serious competition 
than that of the present time. Prob- 
ably the Northwestern Mutual is the 
most brilliant example of that kind of a 
company, for it has one of the best 
agency plants in the world and it was 
built up on low commissions. 

? 


It is often difficult to determine what 
the services of a good man are worth, 
and this is especially true jn life insur- 








selling price of his goods he can afford 
ot pay for selling them. In life insur- 
ance, however, this is not a question 
purely of mathematics but largely one 
of judgment. Unfortunately executives 
of life insurance companies never have 
been able to agree on this point. If 
they had, perhaps there would have 
been no Armstrong laws. Stock com- 
panies, like the Travelers and the Met- 
ropolitan, which were in business for 
profit to the stockholders, placed only 
a moderate value on new business and 
paid for it accordingly. A few mutual 
companies placed a_ similar or even 
lower value, but a number of mutuals 
placed so high a value on new business 
and the services of the men who pro- 
duced it, and spent so much of the pol- 
icyholders’ money in securing new busi- 
ness, that in the opinion of many a most 
serious abuse existed. Actuary Dawson 
computed what he believed to be the 
mathematical value of new business and 
the Armstrong committee recom- 
mended that its cost be restricted to 
this figure, and the New York legisla- 
ture followed its advice. 
* * * 

During the period when many com- 
pany executives—in the opinion of more 
conservative life insurance men—held 





paying more than that. It may have | 
placed the value too low. We certainly 
believe that the legislature made a mis- | 
take in including the cost of medical | 
examinations within the limit on the | 
cost of new business and in restricting | 
the renewals to the extent that it did. | 
Be that as it may, the New York legis- 
lature has placed the life insurance 
business, so far as companies operating 
in that state are concerned, in much 
the same position as are other lines of 
business, which are governed solely by 
the question of profit. In ordinary busi- 
ness life it is the exceptional case where 
a man steps into a position paying a 
good income unless he has already 
served his apprenticeship elsewhere. To 
succeed in ordinary business now men 
are supposed to start in when they are 
young and can afford to work for small 
salaries until they have learned the 
business and proved their ability. To 
us it looks as if life insurance was now 
similarly placed. A manager has but 
few inducements to offer a successful 
business man to quit the business he 
knows and undertake a new and unfa- 
miliar work.. He has the same oppor- 
tunity as any other business man has 
of going after young men, to whom 
$1,200 a year, or even less, is attrac- 
tive and pointing out to them that if 





I am Not 


CARRY life insurance because my worldly possessions are not sufficient to 
maintain my wife and children should I. be taken from them. My wife has 
never had to make a living, other than to attend to her household duties, 
and her time is pretty much taken with them and our children. I want our chil- 
dren to be good men and women, an honor to us and a credit to our country. 
To do this they must have education and home influence, which they could not 
have if they were to be separated. I want my wife to respect and remember me 
when I am gone, which she can not do if I fail to provide for her. She may not 
be as attractive to another as a widow as she was to me in budding womanhood. 
I have no right to think any man would marry her, support and educate my chil- 
A step-father makes a step-mother (and vice versa). 
tender-hearted and would miss our caresses. 
them now. When should I in the future? Their happiness thrills me with pleas- 
ure. They are at the gate awaiting my return. 
mother for comfort. When I am gone and have made no provision for them, she 
“He that provideth not for his own is worse 
I am not an infidel —Plowman. 


dren. 


can have little comfort for them. 
than an infidel.” 


an Infidel 


My children are 
I would not do anything to sapase 


If I am late they turn to their 








very exaggerated ideas of the value of 
the services of aman who could produce 
business, that valuation came to be gen- 
erally accepted. While a young law- 
yer, after years of study and the ex- 
penditure of much money on his edu- 
cation, was expected to live next door 
to starvation during the early part of his 
professional career, and the business 
man was expected to have learned his 
business from the bottom up during 
several years on a low salary, any 
smart man was expected to make a 
good income in life insurance from 
the start. Life insurance was not sup- 
posed to be governed by the rule that 
obtains in practically all other lines of 
business, that large compensation may 
be expected only by the man who has 
learned the business and proved suc- 
cessful in it. If a man was making a 
comfortable income in almost any line 
of business, especially in the selling end 
of it, a life insurance manager felt jus- 
tified in telling him that he believed he 
could do still better in life insurance, 
in which he had no experience. There 
were good grounds for this belief and 
managers were justified in holding it 
and expressing it. 

The New York law has changed all 
that by placing an arbitrary value on new 





they show the same capacity for life in- 
surance work as would be required to 
bring them advancement in other lines, 
they have before them the prospect of 
building up a large income. Further- 
more he can point out that their ad- 
vancement depends entirely upon them- 
selves and not upon the view of some 
superior, who may or may not see fit 
to do them justice. 





WHAT A CONTRAST 


During the past ten years, according 
to Bradstreet’s, there have been over 
one hundred thousand commercial fail- 
ures with liabilities of over a billion 
and a half. 

During the past ten years six hundred 
banks and trust companies have closed 
their doors, with liabilities of over three 
hundred and eighty millions. 

During the past ten years there have 
been ninety-three railroad receiverships, 
with over six hundred million dollars of 
stock and bond issues involved— 

While for life insurance it can be said 
that for more than thirty years there 
has not been one single failure of an 
old-line mutual life insurance company 
which has been continuously on the 
legal reserve basis—New York Life 





Bulletin. 


POLICY TO GREAT ADVANTAGE 


An Illinois Life man uses the sub- 
joined argument as a last resort when 

e meets a case where he knows the 
prospect needs the insurance, but hasn’t 
money enough to pay for a higher 
priced policy. He says: 

“When confronted by ‘I need this in- 
surance and would like to have your 
policy but I can’t afford it now,’ I put 
up a talk something like this: 

“*You admit that your family needs 
the insurance protection, but you do 
not feel able to begin paying at this 
time the premiums required on a 20- 
payment life policy. Possibly in two, 
three or five years you will be so sit- 
uated financially that the payments on 
the policy we have been discussing 
would be very easy for you.’ At this 
point the prospect usually interjects a 
very positive and enthusiastic ‘Yes,’ 
since almost every man is optimistic as 
to his future financial condition, and 
further, because he thinks that the 
agent has made a splendid opening 
through which he can be let down eas- 
ily. Apparently he is expecting to be 
put off for at least two years and most 
men solicited eagerly avail themselves 
of every opportunity to delay doing 
busjness with the agent. 

“It is at this point when Mr. Prospect 
is congratulating himself on having got- 
ten rid of the agent so pleasantly that 
the really fine work of the interview be- 
gins with the advantage considerably on 
the side of Mr. Agent, since his come- 
back is both unexpected and novel. 

“*As I was saying, Mr. Prospect, you 
surely will be able within the next few 
years to carry that 20-payment life pol- 
icy, though the same might be a burden 
to you now. My company being right 
up-to-date and appreciating that there 
are at all times many business men im 
just your condition, has devised a spe- 
cial policy to meet their needs. The 
proposition is that you shall pay the 
company during the next five years the 
actual cost of protection only, which at 
your age (35) is only $11.81 per thousand 
per year, and just so soon as you feel able 
to carry a 20-payment life the same will 
be substituted for this special protec- 
tive policy, the new policy being issued 
without medical re-examination as of 
the same date as the temporary insur- 
ance contract and every cent paid b 
you on this special policy will be cred- 
ited on the back premiums on the new 
policy; and, further, should you happen 
to die within five years and before you 
had exchanged your special protective 
policy for a policy of some other form 
the company guarantee to pay your es- 
tate in addition to the face of the pol- 
4 all premiums paid by you thereon. 
This special policy gives you an oppor- 
tunity to provide now the life insurance 
protection which you admit you need, 
and without regard as to whether you 
change the policy to some other form, 
or die within the next five years, all pre- 
miums which you have paid come back 
to you. Mr. Prospect, what is your full 
name?” 

This line of argument can be adopted 
by an agent of any company that has a 
five-year convertible term policy. 








Favors rendered, no matter how little, 
are the avenues through which encour- 
agement and good cheer may enter. 
Rays of sunshine can penetrate the 
smallest opening. 
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WHY THE FARMER SHOULD 
CARRY LIFE INSURANCE 


[Argument Presented by the Mutual Life.] 


Life insurance combines safe invest- 
ment with protection for the family and 
estate and has become a popular way of 
investing surplus earnings. Business men, 
financiers, men with large incomes, and 
small, professional men, farmers, arti- 
sans, men and women of judgment and 
foresight generally, carry insurance. To 
none of the different classes of investors 
to whose needs a policy in a regular life 
insurance company is adapted, does it 
appeal with greater force than the farmer. 

* * * 


A Competency SEcuRED IMMEDIATELY. 
—The intelligent and capable farmer 
slowly but surely accumulates a compe- 
tency and oftentimes a considerable for- 
tune. He may make less money in some 
years than men engaged in some other oc- 
cupations or in speculation, but the re- 
turns from his labors average with cer- 
tainty over a series of years. His land in- 
creases in value by tillage and wise re- 
cropping, old buildings are improved and 
new ones erected, necessary farm ma- 
chinery is accumulated, his horses and 
live stock increase in number and in value, 
and he gradually becomes prosperous and 
independent—if he lives. By taking a life 
insurance policy and paying a compara- 
tively small amount each year out of the 
income from his farm, he can secure for 
his family or estate immediately after his 
death, all the increment in the value of 
his farm or personal property that could 
be realized in many years. 

* * * 


A SaFe AND PROFITABLE INVESTMENT.— 
While the farmer who owns his farm 
free from incumbrance can make more 
money than is actually required for the 
support of himself and his family under 
ordinary conditions, his opportunities for 
profitably investing these annual savings 
are restricted. They may not be sufficient 
to pay for another farm or he may have 
all the land that he can profitably work; 
the banks allow him a low rate of inter- 
est or none at all and are not always se- 
cure. He has little or no opportunity to 
intelligently buy bonds or stocks, or for 
loaning upon mortgages, and his surplus 
lies idle or is wasted in unnecessarily in- 
creased expenses. 

By using a portion of his savings to 
pay premiums on a life insurance policy, 

e assures his family a comparatively 
large sum at his death, to replace in part 
the loss of his services and abilities and 
enable them to carry on the farm. Should 
he take an endowment policy and live to 





the end of the endowment period, he will 
himself receive the benefit and may pur- 
chase more land, build a better house, aid 
in educating his children, or invest the 
amount in some interest-producing secur- 
ity of his own selection. 

** ¢ 


Morteace Pam at DeatH—To the 
farmer whose property is mortgaged a life 
insurance policy for the amount of the 
mortgage is an absolute necessity. It is 
his duty to himself, his family and the 
community in which he lives to take a 
policy in a reliable company for the 
amount of the incumbrance. Should he 
die his family will not only be deprived 
of his services in carrying on the farm 
but they will be obliged to keep up the 
interest upon the mortgage and finally pay 
the principal at maturity in order to save 
the homestead. This they may be unable 
to do unless, by taking a life insurance 
policy equal to the amount of the mort- 
gage, the farmer guards against the pos- 
sible loss of the farm at his death, and 
enables his family to pay off the mort- 
gage and own the farm unincumbered. 

es 

Mortcace Pain Durinc Lire—A farmer 
may find it difficult to accumulate suffi- 
cient money to meet a mortgage at its 
maturity, but he should be able to save 
enough to pay the premium on an endow- 
ment policy for an amount equal to the 
loan and thus create a fund which will 
pay off the mortgage at the maturity of 
the endowment or at his death, if earlier. 
Thus he can lay up in small annual in- 
stallments an amount sufficient to pay off 
the incumbrance, with the additional ad- 
vantage that should he die before the ex- 
piration of the endowment period the pay- 
ments cease and the whole amount be- 
comes immediately available. 

* * * 


He Insures EverytuHinc Exrse—Every 
farmer insures his house, his machinery 
and his grain against fire, and his crops 
against cyclone or hail. These disasters 
may not happen but his death is inevit- 
able. If the house is burned, the man 
can rebuild it from the fire insurance 
money; if his crops are lost, he can begin 
over again, but if the farmer himself dies 
uninsured, the main support is gone and 
the loss to his family can be neither re- 
paired or even partially alleviated. 


WHY LAPSE RATIOS VARY 


E. B. Kellogg, manager of the re- 
newal department of the National Life, 
U. S. A., calls attention to the variance 
in lapse ratios among the different agen- 
cies. The cause of the lower lapse 
ratio he attributes to more efficient 
work on part of the cashier and man- 











HOW TO SELL ONE POLICY EACH DAY 


This is for Life Insurance Agents 


If you will drop us a 


year. 


paae we will give you free of charge, in- 
formation that will lead to your being able to write 365 


licies each 


It is a sure way to close every prospect you have immediately. 


ADDRESS BUSINESS MANACER 


THE WESTERN UNDERWRITER COMPANY 
145 LA SALLE STREET, CHICACO, ILL. 
In answering this advertisement kindly mention THE WESTERN UNDERWRITER. 





Pittsburgh Life & Trust 
Company 
W. C. Baldwin, Pres. Pittsburgh, Pa. 


Issues the best Life, Accident and Health 
Policies on the market 


Positive Insurance Policies 
Say what they will do—Do what they say 


Solicitors of this Company have 
a broad field of action 
Contracts made Direct with the Company 
Endorsed at Home 
. - « Over $4,600,000.00 


Home Office 
Pittsburgh Life Bldg., Pittsburgh, Pa. 





REPRESENT A WESTERN COMPANY | 


The Reserve Loan Life 
lenarmace Co. 
Operates under the 


Compulsory Deposit Law 


OF INDIANA 








Reliable Agents wanted. Address 


ay 











' LIFE SUPPLEMENT TO THE 


ager, their closer touch with the policy- 
holders and the personal attention given 
to collections. Mr. Kellogg feels that 
it is necessary to secure the friendship 
of policyholders and to do more to cul- 
tivate them than merely sending notices 
of premiums due. It is well to get into 
the relationship of insurance advisor of 
the policyholder. 


THE BEST COMPANY 

Probably every solicitor is asked 
now and then, “Which is the best life 
insurance company?” One solicitor 
made his point clear by replying, “There 
are 155 best companies, out of the total 
of 156 doing business. I decided that 
was too much competition for me, and 
so I passed by the whole 155 and 
selected the second best company, and 
now I have no competition at all. Now 
here is what we do for you, etc.” The 








National Life Insurance Co. 
Montpelier, Vermont 


Established in 1850, Operating in 36 States 


Joseph A. De Beer, Prest. H.M. Cutler, Treas. 

James T. Phelps, V-Prest. A.B. Bisbee, M. Dir. 
James B. Estee, 2d V.Prest. C. E. Moulton, Actu’y 
Osman D. Clark, Secretary F. A. Howland, Co’sel 


This Gongaay held January 1, 1908, and gained 
uring the past decade: 


Assets, $40,354,241.29 Gain, 1724 
Surplus, $4,539,688.47 Gain, 1494 
Insurance, $153,467,472.00 Gain, 1004 


Its life, term and endowment contracts are liberal 
and attractive. 
D, G. DRAKE, General Manager 
424 Marquette Bidg., Chicago, Ill, 
H. J. SNBLL, General Agent 
424 Marquette Bidg., Chicago, Ill. 


OLMSTED BROS. & CO., State — —~¥ 
Williamson Building Cleveland, Ohio 


prospect sees the foolishness of his 
query, and is glad to let that phase of 
Pe matter drop.—Fidelity Mutual Bul- 
etin. 





Don’t wait until you see how busi- 
ness stands at the next time of stock- 
taking or until some other next time. 
Settle the question about insurance on 
your life on the basis of what you know 
now about conditions if you were dead 
already. 


The Indianapolis Life 


Insurance Company 
WANTS FIELD MEN IN INDIANA 
THIS COMPANY 
Never lnved Special Contracts 
Never Issued “‘Dated-Back” Policies. 
Never Had an Stock Scheme. 


west Premiums and Largest Annual Div- 








Organized in 1885. 


THE DES MOINES LIFE INSURANCE CO. 


of Iowa. 
Sue Stock Spee se. 
C. E. RAWSON, President. 
WRITES NON-PARTICiPATING POLICIES 


based on a3%% reserve. “’Tis true. It’s guaran- 
the policy and secured by state de- 
Licensed in 20 states; Assets over 


sit.”” 
#3. 000. Liberal contracts and good territory 
\ — agents. Not operating in New York. 


ress 
C. H. PHILPOTT, 2d V. P. 
or 
WILL T. SMITH, Supt. of Agencies, 





Des Moines Life Bldg. Des Moines, Iowa. 





Organized under the 


Home Office: Rawson Building, 


The Most Popular Up - to - Date Policies 


CONTAINING MANY TALKING POINTS. 
Managers and General Agents Wanted in Illinois, Ohio, Pennsylvania and Georgia. 


Splendid opportunity for men of oy oy? to make a permanent connection with a well-known Company 
ws of Ohio and subject to rigid annual examinations. 

Do not delay investigation but begin at once to profit b 

progressive Company. Address 


THE COLUMBIA LIFE INSURANCE COMPANY 
FELIX G. CROSS, President 


selling the matchless contracts of this 


CINCINNATI, OHIO 





Commercial Life 


Insurance Company 
LOUIS M. WISE, President 


Incorporated under the laws of the 
State of Illinois 


NOW MAKING VERY 
ADVANTAGEOUS CON- 
TRACTS TO AGENTS 
950 First National Bank Bidg. 
CHICAGO 





{Common Sense Protection 
Includes Insurance Against 
DISEASE 2. ACCIDENT 


3. DEATH 
The Columbian National Life 


Insurance Co. 

OF BOSTON, MASSACHUSETTS 
provides all three, as no other company 
dves incorporated under the stringent 
laws of Massachusetts. Aittractive, Non- 
Participating Life Policies Liberal and 
Definite Accident and Health Policies. 

Surplus to Policyholders, over $1,500,000 

Men with clear records wanted as Dis- 
trict Managers. Save time by sending 
record and references with first letter to 


Home Office 


1. 





176-180 Federal St., Boston, Mass. 
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MUTUAL LIFE POLICIES 
ARE EASIEST TO SELL—BECAUSE 


Yearly dividends have been increased for the last three years 
1906-7-8 at a rate equalled by no other company. 

Cash values guaranteed in the new life and endowment policies, are 
equalled by few companies, and excelled by none. 

Attractive features have been added to standard policy forms. 

Liberal terms offered producing agents under the 1908 contracts. 











34 Nassau Street, 


WESTERN UNDERWRITER. 


For Information Address GEO.T. DEXTER, 2d Vice President 


THE MUTUAL LIFE 
Insurance Company of New York. 


New York, N. Y- 
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Talks with Beginners 





It is well once in a while for the be- 
ginner in life insurance salesmanship to 
take an inventory of his qualities as a 
solicitor and consider his weak points 
in particular. 

One man perhaps knows too much of 
the details or actuarial phases of the 
business. That is perhaps expressing 
the idea in the wrong way. It would 
be better to say that this salesman in- 
sists On pouring out his knowledge in 
too large doses to the prospect. Let 
the prospect make inquiries and gain 
some information in that way. The 
prospect desires to follow his own in- 
clinations in seeking knowledge and 
does not relish having an agent bom- 
bard him with statements and facts as 
if he were ignorant of the subject. He 
may know but little about it and yet 
chafes under the agent’s recognition of 
the fact. 

Another agent may feel that he is 
imposing on men by calling on them to 
present life insurance. That is a vitally 
weak point. While men have to be per- 
suaded to take insurance, the agent’s 
mission in the transaction is honorable. 

It is a business proposition with him 
and he is rendering a service that will 
bear fruit and be appreciated in due 


time. ‘ 
Another man lacks courage. He hesi- 
tates to go out for business. He fears 


he will be turned down. If any one 
seeks him, he can discuss the subject 
forcefully. Life insurance is not sold in 
an agent’s office. It is necessary to dig 
for it and dig hard. 

Another agent may waste time. He 
is not putting in an honest day’s work. 
If he were employed on a salary he 
would work eight or more full hours. 
Being in a sense his own boss, he 
squanders time that should be produc- 
ing dollars. 

Still another agent may be employ- 
ing methods that are not getting the re- 
sults that should accrue from hard 
work. 

A few points have been cited to show 
what line of investigation can be made 
of one’s self to ascertain if all one’s 
faculties are being used as they should. 
There may be one weak point that can 
be bolstered up and the improvement 
will mean much in one’s capacity. 





Before you attempt to produce argu- 
ments, get the complete attention of 
your prospect. If he is trying to do 
something else, he is not giving much 
heed to your talk. It is necessary so to 
interest the prospect that he will forget 
what he is doing. 

Let a man tell you his troubles, if 
he desires. Sympathetic attention on 
the part of an agent is appreciated. It 
gains the way to the heart of the pros- 
pect. The agent needs not only to sym- 
pathize but sound a vote of good cheer. 

Probably one of the most difficult 
problems confronting an agent is to 
know when he is becoming a bore or 
to put it in other words, at what point 
persistency should end. To be persist- 
ent in attempting to secure business is 
commendable and yet if an agent be- 
comes a bore, he cheapens his proposi- 
tion and he is quite likely to lose the 
case. 

Some prospects claim to be busy 
merely to get rid of the agent. One 
man says he always sits for a moment 
beside the desk. Then I say, “Well, I 
just wanted to shake hands with you to 
get some inspiration for the day.” 
Usually I say, “But before I leave I 
just want to say something about one 
feature of this proposition.” In many 
instances this opens the way for some 
substantial arguments. 





A Japanese diplomat one said: “We 
are a peculiar people; we are encour- 
aged by victory, but we are much more 
encouraged by defeat.” This is the 
spirit that always wins; it is the phil- 
osophy of success in insurance as well 
as in warfare. 





COUPONS FOR BONUSES 


The Bankers Reserve Life of Omaha, 
has a novel and effective plan of stimu- 
lating its men to produce business. It 
issues coupons to be attached to ap- 
plications by the agent whereby he is 
given a certain extra sum per thousand, 
the scrip being redeemable in cash at 
a certain time. It reads as follows: 

“This coupon is payable in cash upon 
presentation to the Bankers Reserve 
Life Company when attached to an ap- 
plication for insurance upon the follow- 
ing terms: 

Good for fifty cents per $1,000 of ac- 
ceptable paid business up to $10,000, 
submitted prior to July 4, 1908. 

Good for seventy-five cents per $1,- 
000 of acceptable paid business in ex- 
cess of $10,000 and up to $20,000, sub- 
mitted prior to July 4, 1908. 

Good for one dollar ($1.00) per $1,- 
000 of acceptable paid business in ex- 
cess of $20,000, submitted prior to July 
4, 1908. 

B. H. ROBISON, President.” 


MEETING BANK ARGUMENT 

The savings bank argument is one 
often used by a prospect. It is always 
a good tool to have on hand a table. 





The first column should be the year. | 


The second column is the premium or 
the amount deposited in the bank. The 
third column is the amount returned by 
the savings bank if death occurs during 
that year. 
profit on the savings bank account or 
the accumulated interest. 
umn is the amount that would be re- | 


turned by the life company. The last | 


column is the profit on the life insur- 
ance investment. The second year de- 
posits are the sum of the first two pre- 
miums. The third, the sum of the first 
three, and so on. If the face value of a 
policy increases year by year as it does 
in some special policies the yearly 
accretions should be shown in the col- 
umn giving amount returned by the 
company. 


SHOULD AVOID LARGE CITIES 

Small companies find a large city like 
Chicago almost hopeless proposition. 
Thousands of dollars have been spent 
by small companies in the effort to 
build up a business and get a footing 
in the big city, and it has been a most 
unprofitable investment. Competition 
is too strong. It is too expensive to 
hire agents because a small company 
will have to pay more to get an agent 
to work for it. People in a large city 
favor larger concerns. The best field 
for the small company is the country 
or smaller points. The lines of resist- 
ance are not so strong. 





The fourth column is the} 


The fifth col- | 












Course of Insurance 
Education 


Our | Department for Fur- 
nishing Prospects 


New “Model Policy” 


Will plow the field and assure 
the harvest for good agents. 


Phenix Mutual Life Insurance Co. 
HARTFORD, CONN. 
Write Home Office. 


AGENTS WANTED 


REGISTERED ANNUAL DIVIDEND POLICIES 


CONTRACT DIRECT WITH COMPANY 


The Fidelity Mutual Life 


HNSURANCE COMPANY 
—OF PHILADELPMIA— 


HAS SOME EXCELLENT 


AGENCY POSITIONS 


For Information Apply to 
ALEXANDER McKNIGHT, Vice-President 


—L. G. Fouse, President— 























ADDRESS: 
THE FRANKLIN LIFE INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 
1860 48th Year 1908 


‘HOME LIFE INSURANCE CO, of New York 


GEORGE E. IDE, President 





' 

AGREES .0. 000-0000 cose veer sdeceseees 7 004,853. 2 The 48th Annual Report shows a gain in the 
i ‘ 9,235, »418.20 
(Including Dividend- Endowment Fund.) amount of insurance in force; that assets were 


Dividend-Endowment — - 
(Deferred Dividends)... 1,798 020.00 increased nearly $1,000,000, and that over 


Net Surplus... ...............++++ “> * 769,435.43 $300,000 was paid to policy-holders in dividends. 
Insurance in Force ............... 86,193°296.87 


IN ALL THAT IS GOOD, IOWA AFFORDS THE BEST 
FRANK D. JACKSON, President. SIDNEY A. FOSTER, Secretary. 


Royal Union Mutual Life Insurance Co. 


of Des Moines, Iowa 
THE BEST POLICY IN THE SAFEST COMPANY 


Writes all forms of participating and non- cipating policies and secures them a deposit of their 
full value in appro ities with the = of Iowa. This is the law. A certificate from the 


State Auditor with ~ th 
t06. 6.13%. Most absolute safety. Biggest cash settlements. Reliable 


Rate of interest earn 
209-212 City National Bank Bldg., Canton, O. 


Opportunity is at Your Door 


J. W. A. STAUDT, State Agent, 
if you are a “business getter,” to connect with an up-to-the-hour life 
company, having had forty years of success. Special inducements 
to the men that can make good. Address, or call upon 


&. C. ROSE, General Agent, 706 First National Bank Building, 
Cincinnati, O. 


























of Milwaukee 


The Northwestern 
Mutual Life Insurance Co. 


H. L. PALMER, President 
A. S. HATHAWAY, Secretary 


w It is capable of easy demonstration that 
The Northwestern is the best Company to 
insure in. 

New Business Paid-For See The Northwestern's 1908 policy 


Signs of the Times 





E rapid increase in the new business 

of The Northwestern during the period 

of life insurance investigation and there- 

after shows that The Northwestern has 

never lost the confidence of the public and 

that it is easier than ever to write business 
for The Northwestern. 





1905 7 . . . . 
1906 . +. + . . 
1907 . . . + 


history of the Company. 





Each year larger than any in the previous 


Commenced Business 1858 


contract with its Dividend Options, Paid- 


$ 90,334,038 up and Endowment Options, Options of 


93,563,452 Settlement and the new Premium Loan 
102,233,634 feature. 
Issues Partnership and Corporation 
Insurance. 


For further information or an Agency, 


address H. F. NORRIS, 
Superintendent of Agencies. 
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LIFE SUPPLEMENT TO THE WESTERN UNDERWRITER. 








Taken from Bulletins 


Some men drop their policies for rea- 
sons beyond their control, but the major- 
ity of lapses can be prevented by showing 
a little interest in the insured. Let him 
think that he is a little neglected or fail to 
make a personal effort to retain him and 
often you will lose a risk upon which you 
have spent time and effort, and who if 
kept in touch would very probably have 
brought you directly, sooner or later, an 
additional amount of insurance for him- 
self, or indirectly influenced others by his 
good opinion of your contracts and com- 
pany to insure with you. The satisfied 
policyholder’s good word carries weight 
in many cases of which you know noth- 
ing. 

Remember that the past is never done 
with, in the history of nations, in the his- 
tory of the individual, every detail is an 
influence that figures in the total. The 
present is built up on the past. Renew- 
als are the foundation upon which the wise 
agent builds. 

It is a fact conclusively proved by every 
life insurance company in the business 
that the agents who maintain the lowest 
lapse are also the men who write the most 
new business during such an extensive 
period of time as is necessary for results 
oe themselves.—Travelers Rec- 
or 











Men do not buy life insurance of their 
“own free will and accord,” but because 
some good salesman sells it to them. 
Ask the insured men you meet how 
they happen to have such and such a 
policy in such and such a company, and 
the almost invariable reply is, because 
so and so “sold it to me.” Do they 
regret having had the policy sold to 
them? Nota bit. On the contrary, are 
pleased with it, for they know they 
ought to have the insurance, but, as is 
the general rule among business men, 
were inclined to put off purchasing, and 
when they met the agent who would not 
be put off, they surrendered and were 
just as much pleased over having sur- 
rendered as the agent was over the vic- 
tory. Furthermore, they have a whole 
lot of respect and admiration for the 
agent who did secure their application, 
but for those who tried and failed, they 
have not even a passing thought.—IIli- 
nois Life Bulletin. 





It is an undisputed fact that a man’s 
obligations begin at his own fireside, 
that he must give first consideration to 
his family. The responsibilities which 
bear hardest upon a married man eman- 
ate from the home. This is the doc- 
trine which is preached by you insur- 
ance men in your daily work. Why not, 
therefore, apply the same argument to 
yourself? If the incentive to labor gets 
its greatest impulse from the home, we 
want you to make note of the great 
advantage which you have over other 
men who are not able to increase the 
income so as to increase the provisions 
for the home. 

The man who keeps a store can not 
create a larger demand for his goods 
excepting, perhaps, by advertising more 
extensively, or by a more lavish display 
of the goods for sale, or a reduction 
in the price of goods, which, of course, 
may be to his disadvantage. This is 
also true of the doctor and dentist. 
They must patiently wait at their offices 
for business to walk in. Salaried em- 
ployes are also in no position to imme- 
diately increase their incomes by an 
increased effort. But with you it is dif- 
ferent—you go out after your business. 

If you are not satisfied with your in- 
come or if you have special calls from 
your family which require an increase 
in your income, by simply determining 
with your will power that you are going 
to make a greater effort to sell more 
insurance, because of the greater motive 
which requires it, you will go out and 
work with more force and win more 
prospects because of the stronger desire 
which is within you to reach results.— 
Pittsburg Life Pusher. 
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COLLEC’ THE FIRST PREMIUM 
WHEN APPLICATION IS SIGNED 


Manager Kelly, of the Hartford Life, 
at Minneapolis, says as to securing of 
the premium with the application: 

“At the time you write an application 
you practically have persuaded a man 
that he is doing something that is right 
and that it is his duty to do. If he 
is opposed to taking insurance, by sign- 
ing the application he concedes that 
you are right and he is wrong. You 
are thus in a position to demand things 
that you would not do while he was on 
the fence. Then is the psychological 
moment when the agent fills in the re- 
ceipt attached to the application and re- 
quests a check or negotiable paper. 
Human nature is pretty much the same 
in general the world over, but in deal- 
ing with people you will find that each 
one has a little kink in his character dif- 
ferent from his fellows. This is where 
tact and judgment will show to best 
advantage in the agent. I have been 
fairly successful in securing settlements 
and paying for business at the time it 
was written or issued and the method is 
simply being direct. There is no article 
sold nor contract entered into that 
should be paid as promptly as a life in- 
surance contract. 

“When the application is written, the 
applicant, by consenting to take it, has 
practically consented also to pay for 
it. Suggest to the applicant a mode of 
settlement that will meet with his views 
and conditions. Some men, if you ask 
for a settlement, will use as an objec- 
tion the fact that they do not wish to 
pay until they see the policy. By then 
explaining the benefits of the condi- 
tional receipt you can do away with 
that objection; or, if the party is in 
business, simply tell him that his word 
as a business man you consider to be 
perfectly good, and that is as good se- 
curity as you want and he can pay for 
same when policy is delivered. 

“But, considering all things, it is bet- 
ter to get a check, or a note promising 
to pay at a definite date. With a 
negotiable note it is easy to do the rest, 
and it is always better to have him dis- 
tinctly understand that he is signing a 
note and if possible have him make a 
memorandum of the time when it comes 
due. When settlement is made with 
applicant and money received from him 
immediately send the net to the com- 
pany. This does away with the possi- 
bility of it becoming mixed with your 
own. 

“My own experience teaches me that 
a fairly good amount of business well 
placed is much better than a large 
amount of poorly settled for and sold 
under misrepresentation. 

“IT consider the new application with 
the conditional receipt attached one of 
the very neatest and best that I have 
seen and it gives the agent an oppor- 
tunity to talk settlement at the time 
the application is written.” 








DON’T QUIT TOO SOON 


One agency man brings out the 
thought that the average agent is sat- 
isfied when he gets the application 
signed. 

“This is only the first step,” re- 
marks the agency leader. “He has been 
led to the signature by methods that 
inspire confidence. He feels he has 
done a duty. At this time he is re- 
ceptive to the influence of the agent. 
This is the time for the next step. 
The completed action is the payment 
of the premium. Every agent has had 
the applicant turn turtle when the 
policy is delivered. To get a settle- 
ment, the agent must do some talking. 
He should explain the danger of wait- 
ing until the policy arrives. The good 
points in the contract should again be 
pointed out. Assume a_ confidential 
manner, and tell your applicant your 
personal advice is to get every ad- 
vantage of the policy. He should have 
it in effect the moment his application 
is accepted at the home office.” 


IFE SUPPLEMENT 





CENTRAL LIFE 


Insurance Company of Illinois 
H. W. JOHNSON, President. 
Home Office, : - Ottawa, Illinois. 


We want Salesmen, Insurance or others, 
who have the habit of Delivering the Goods 
and Making Money. We c»n Develop That 
Habit and probably Double Your Income 
by our up-to-date contracts and sellin 
methods. Our record, our standing, an 
our connections—p :rti ularly in Illinois, 
are in some respects unequaled, and clean, 
energetic men who act promptly, have 
before them Permanently Profitable Posi- 
tions. Address with record and reference, 
(to sive time), 


T. DeWitt Ganse, Director of Agencies. 











@. FRANKLIN FLICK, Pres. LEE F. COLE, See 


Che Northern 
Life Insurance Company 


OF ILLINOIS 
Our Motte: Publicity and Accountability. 


It has no schemes to interest agents or 
mislead the public. 


Good renewal manager contracts for a few 
competent insurance men. 


First National Bank Building 


CHICAGO, ILL. 
Miles M. Dawson, J. H. Thompson, 
Actuary. Supt. of Agencies. 





THE FORTY MILLION DOLLAR 
SOUTHERN COMPANY 


An epoch in the development of that rich section of the United States 
is marked 


known as the ou 1s 


b 
Shaad ils Lnctmeans Camaro 


the accomplishment of the State 
eorgia. 


Forty Million Dollars of Insurance have been placed on the books 


of this Company the first two years of its life as a 
ill: a quarter of assets 


tution. era on and 


reserve insti- 
have been accumulated 


in this period and the Company's income in 1907 was $1,600,000. 
Its contracts are readily saleable in the hands of reputable in- 


surance solicitors. 


State Mutual Life Insurance Company of Georgia 


C. R. PORTER, President 


HOME OFFICE, ROME, GA. 





Are you familiar with the Protective Endowment and 
Guaranteed Income Policies now being issued by the 


Midland Mutual Life Insurance 


Co. 


OF COLUMBUS, OHIO 


These policies are distinctive creations of Mr. S. H. 
Wolfe of New York especially provided for the 


‘*Midland.”’ 


The very best sellers on the market. 


DR. W. 0. THOMPSON 
President 


LOT H. BROWN, 


B. F. REINMUND 
Secretary 


Supt. of Agencies 














RELIANCE LIFE 
Pittsburgh. 








Policies that can’t be 


Pennsylvania, Ohio, 





Assets over two and one-half millions. 
Exceptional opportunities for General Agents in: 


beat. 


Iowa and Alabama. 











“SECURITY MUTUAL 
LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 
FREDRIC W. JENKINS, President 


Life Underwriters desiring a policy contract that appeals to young men 
should write for particulars relative to our new Perfection Endowment. 


It is a winner. 


For territory and terms address 


C. H. JACKSON, Superintendent of Agencies, Home Office. 


O THE WESTERN UNDERWRITER. 
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CONSULTING HIS WIFE AS 
TO TAKING OUT INSURANCE 


A. T. Hagerman, one of the suc- 
cessful Illinois Life agents presents the 
following argument to the man who de- 
sires to talk to his wife about taking 
out insurance: 

“Unless you yourself have already 
made up your mind that you ought to 
apply for insurance and, therefore, in- 
tend merely to get her approval of 
your own decision, it is not fair, either 
to your wife or to me, that you should 
talk it over with her at this time. The 
nature of a life insurance contract is 
such that your wife would have con- 
siderable delicacy about urging it upon 
you, since it is an investment almost 
solely for her benefit, and one on which 
she will realize only in the event of 
your death. Much as your wife would 
approve and appreciate your action in 
taking a life insurance policy for her 
benefit I doubt very much if she would 
urge you to take it, and it is not fair 
for you to put her in that position. 

“If you wish to consult with your 
wife regarding a policy which you have 
decided to take, unless she disapproves, 
I am entirely willing that you should 
do so, and I will be very glad to meet 
you and your wife together and go 
over my proposition fully and carefully, 
but if you are bringing your wife into 
this matter merely for the purpose of 
placing upon her the responsibility for 
the purchase of the policy, I would not 
care to talk with her even though I 
believe that I could present the matter 
to her in such a light that she would insist 
upon your doing your duty. It is a 
most unfortunate position in which to 
place a wife and I do not care to be a 
party to any such transaction. 

“Mr. Prospect, has your wife ever ob- 
jected to your saving money? Have 
you ever consulted her as to whether 
you should save or not? Would you 
consult her if the fire insurance ran out 
on your house or barn today. I 
thought not. Now, this is only another 
way of saving money, from which you 
have been accustomed to doing. Would 
you be any poorer by changing a small 
portion of your local bank account to 
my insurance company, that guarantees 
to return it to you if you live, and to 
pay the face of the contract to your 
wife if you die any year during the 
period? 

“Then you promised at the altar, to 
love and protect that woman. The one 
you have done, no doubt, but have you 
done the other? Should you ask her 
what is evidently your duty? Then 
you might be rejected by the company, 
after you had consulted your wife. 
Imagine what it would mean to her, to 
know that you had been rejected by 
the medical board of a great insurance 
company. Do you think under such cir- 
cumstances you would be doing justice 
to your wife to consult her? I thought 
not. Sign there, please.” 








INSURANCE BY BEQUESTS 

Some agents are able to make a clever 
turn by interesting people to take out 
life insurance as a form of bequests. 
Most men are not able to hand out 
$10,000 or $25,000 to some worthy cause 
in which they are interested. They 
would like to donate this amount, but 
have not the means. 

The agent knowing the charitable 
proclivities of some of his friends points 
the way of accomplishing the purpose 
by life insurance or endowment, calling 
only for an annual premium which 
they will be able to take care of. The 
yearly payment will not be a burden, 
but by this method they will be able to 
develop in time a very handsome be- 
quest. Persons of small means can 
thus become benefactors. 


WHEN TO DROP A PROSPECT 

How long should a name be kept on 
a prospect list? This is a question that 
agents will decide differently. Some 
agents declare it is unwise ever to let a 








prospect say “No.” In other words his 
name should always be on the list; not 

ossibly on the list of hopeful cases, but 
kept on a card for an occasional call. 

Other agents find that much time and 
effort are wasted on prospects that keep 
on delaying or who can not decide. These 
men argue that such prospects should, 
at the proper time, be cornered and 
forced to decide one way or the other. 
Time is money and it is said that pros- 
pects given to forming excuses should 
not be allowed to take so much atten- 
tion. 





MEETING OBJECTIONS 


“In sixty days come around and I'll 
give you my application.” 

“Why will you insure sixty days from 
now? Isn’t it because you want to 
create a cash fund for the protection 
of your family, in event of your death, 
and because you think it is a good 
thing? Well, if it is a good thing in 
sixty days, how about right now? Look 
into the future and ask yourself if you 
will be alive sixty days from now, or 
in a position to get insurance. My 
dear sir, if your family needs protec- 
tion sixty days from today, they cer- 
tainly need it right now, and you can’t 
afford to make them take chances. Bet- 
ter fix it up at once—make uncertain- 
ties certain, by signing an application, 
paying the premium, and being ex- 
amined immediately.”—Dotted Line. 


FIVE STRIKING TRUTHS 

First. Where is the man who would 
not insure his life at once if he knew 
that he was going to die within even 
as long a period as the next ten years? 

Second. Do you suppose a man ever 
died without insurance who did not 
wish that he had insurance? 

Third. Did you ever meet a man 
who, through some illness or accident, 
was in a position where he could no 
longer get straight life insurance, who 
did not bitterly regret that he had not 
taken it when he could have secured it? 

Fourth. Did you ever hear of a man 
dying, with his life well insured, who, 
realizing that he was about to die, re- 
gretted that it was well insured? 

Fifth. Did you ever meet a aman who 
had carried endowment insurance on 
his life for ten, fifteen or twenty years, 
and who, on maturing the policy wished 
that it had been ee only half the 
amount?—New York Life Bulletin. 








GUIDE PROSPECT IN CHOICE 


It would be interesting to know how 
many applicants choose the form of 
policy they purchase. As a matter of 
fact, in the big majority of cases the 
agent makes the selection. He points 
out all the strong features of the par- 
ticular policy he desires to sell. The 
other policies are ignored. 

Where the policyholder may exer- 
cise his choice is in the matter of price. 

If the particular contract is rather 
steep in price, the prospect may ask for 
cheaper forms. It is then up to the 
agent to point out the desirability of the 
higher priced forms. An applicant may 
hold out for a term or whole life policy, 
whereas the advantage of paying pre- 
miums early in life can be presented. 

The agent should fit the policy, how- 
ever, to the man’s needs and condition. 
It is foolish to say that the 20-pay- 
ment life policy is the one that should 
be used in every case. Where it is the 
proper policy and the applicant is drawn 
to term insurance because it is cheaper, 
the agent should show the advantages 
of the higher priced form and not yield 
to the prospect unless he has to. 





USE YOUR POLICY HOLDERS 


There is not a conscientious agent but 
who can turn his policyholders to good 
use just as a farmer has before him a 
fertile field and cultivates it. And in 
turn the agent in various ways can aid 
his policyholders. A satisfied policyholder 
is the strongest kind of a help. He can 
make many a good turn for the agent. 








WANTED 
Ke 


INSURANCE COMPANY 


Live, energetic men, for some 
excellent territory. Exclusive and 
liberal contracts will be made with 
the proper parties. 

The Armstrong Committee found 
no questionable methods in The 
Manhattan Life Insurance Com- 
pany. Address 


W.B. LANE, Vice-President 


/YOUR EYE, PLEASE! 


In Use May 1, 1908 


New Premium Rates—Low 
New Surrender Values—Large 
New Policies—Highly Liberal 


and back of them the 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASS. Inc. 18531 


: L. Brackett Bisnor, Manager, 
Chleagry MMerckents Loan & ‘Trust Building. 
Columbus Agency: 1003 Outlook Building. 


- ‘THE PENN > 
MUTUAL LIFE 








66 Broadway, New York 








“Growing demand for lowest-price Life In- 
surance. Prudential representatives have 
a distinctive advantage over competitors.” 
That's the PRU- 


DENTIAL FIELD 
MANAGERS are talking 


The 











THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 
Incerporated as a Stock Company by the State 
of New Jersey 
JOHN FP. DRYDEN, Home Office, 
President. NEWARK, N. J. 











OF PHILADELPHIA 


Has furnished perfect pro- 
tection at proper rates for 
=? yar 


Our agents are representative citizens of 
__ their respective communities. 


Announcement;:, 


The COLUMBUS MUTUAL LIFE 

INSURANCE COMPANY 
has been licensed by the Obio Insurance 
Department. It has a capital of $100,000 and 
a strong board of directors. The company 
has influential stockholdersi n practically every 
county in Ohio, whe will assist agents in 
securing business. Agents will find this a 
good company to work fer, It recognizes 
their interests by giving them representation 
on the board of directors. For complete 
particulars, address, 


i\C. W. BRANDON, President, 
| COLUMBUS, ©. 











The Old Line Bankers Life Insurance Company of Lincoln, Nebraska, 








Ist By placing before the 
3rd _ By paying a good commission 


help you succeed : 
the policy they want. 
2nd Backing up the Agent wit 22 years of unsullied reputati 








jon. 


4th By putting behind every agent all the force of the home office in advertising business. 





General agents wanted in all un 





occupied territory. Write to-day 








BANKERS LIFE INSURANCE COMPANY ** _ Lincoln, Nebraska 





Provident Life and Trust Company 


OP PHILADEDPHIA 


Insurance in Force, $191,986,786.00 





Assets, $61,023 581.59 


The NEW POLICIES of the Provident are un- The premium rates of pe Keettent are exceed- 
f nciseness and simplicity of form low and still fu reduced e 
cadferedaptsbilityandiiberaityia allcsseatials _‘atabal divtheads. ie 


Yercsr & Extis, General Agents, W: Ohio 
$. 5S. Sarro.p, General Agent, Eastern io ° 
j. Ww. Crook, General 7 . * + . 
Jannzy & Picxerine, a 
BASSETT & Reese, General Agen 2 


Trust Building. 
. S12 Union Trust Building, 
706-710 Garfield B 


nati, 
5 land, Ohio 
. 720 Spitzer Bui) » Toledo, 

h " ‘0, Il 





"44 Home Bunk Butiding, Detroit, Sch 





ST. LOUIS NATIONAL 
LIFE INSURANCE COMPANY 


A regular legal 
witheall Policie 


4 d Sc 0ie) 
rx wi ta 4 


Missouri Trust Building 


P. M. STARNES, President. 


Capital Stock, Full Paid, $150,000.00 


reserve, old line Life Insurance cenpene 
s secured by a deposit of the full legal 


reserve with *he State of Missouri. Something new in agency 
contracts. Aa excellent opportunity for a few good men. 
ADDRESS THE HOME OFFICE 


ST. LOUIS 





We Are Different 


From most insurance organizations—we 
need but few field men. One hustling 
representative secures a dozen members 
and these members éring him a hundred 
more. Unity protection SELLS ITSELF. 
A few men who “know how” are invited 
to address 


ORDER OF UNITY 


A POLICY 


YOU CAN SELL 


Dist t Managers re wanted in ichigaa, 
ana, lowa, Missouri, Oklahoma, Kansas, Ne ka- 
Colorado, wv yousing. Wiesnsia, orth and South 

ota, Tyee. ennessee, nia and West 
e mia, Utah, Pennsylvania, New Jersey 
elaware. 

If you are interested in selling Mutual Life 
Insurance under the Most Liberal Renewal Interest 


Contract ever offered, write the Home Office at 
once for full particulars. 


National Life Asseciation 





Murtland Bidg., Pittsburgh, Pa. 


LIFE SUPPLEMENT TO THE WESTERN UNDERWRITER. 


DES MOINES, 1OWA 
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Questions and Answers 


Question—We have had a matter 
come up which we think will be of in- 
terest to you, and we hope that you 
may be willing to advise us where we 
can buy books giving decisions of the 
courts in cases of this kind. 

The application was made on March 
11, 1907, and the annual premium called 
for was paid on that date. The papers 
were forwarded to our office and the 
policy issued and delivered on March 
13, 1907. You will notice a clause in the 
application as follows: “It is agreed 
that when a policy is issued hereon, it 
shall take effect as of the date of this 
application, provided the first premium 
thereon is paid when this application is 
made,” and in accordance with this 
agreement the policy bore date of 
March 11, 1907. The premium becom- 
ing due March 11, 1908, was not paid. 
It seems to us that the second annual 
premium was due in the morning of 
March 11, 1908, and was due and pay- 
able at any time during business hours 
of that day: that at the beginning of 
business hours on the morning o 
March 12, 1908, the second annual pre- 
mium not having been paid was one 
day overdue. - 

The policy provides for sixty days ex- 
tended insurance and if one day of ex- 
tended insurance was consumed up to 
the morning of March 12, then the sixty 
days extended insurance expired on the 
morning of May 10. The insured died 
after the opening of business hours on 
May 10. We desire to know whether 
we have any liability under the policy. 

Answer—We have consulted a promi- 
nent life insurance attorney in this city. 
He states that while you might have a 
technical defense and might have some 
arguments to present to a court, yet he 
believes that you are liable for the 
death loss. Theoretically a policy that 
goes into effect March 11 runs only for 
one year and not for a year and one 
day. Under this theory the insurance 
would expire at midnight, March 10, un- 
less the premium had been paid to carry 
it over. The attorney states, however, 
that there is a conflict between this 
theory and the wording of your policy, 
which states that the premium is to be 
paid on or before the 11th day of March 
in each year. Your policy contract, 
therefore, according to his opinion, 
keeps the policy in force during the 
business hours of March 11. He con- 
tends, therefore, that the courts woula 
hold that the extension period does not 
begin until March 12. There would be 
left in March twenty days; in April 
thirty days; in May ten days. 

He declares that one day of the ex- 
tension period is not exhausted at the 
close of March 11, as the first day be- 
gins March 12. 

This attorney states that one of the 
best books to have about a home of- 
fice is Cooley’s Briefs on Insurance, but 
he does not know whether anything in 
it refers to this case. Rough Notes 
Company, Indianapolis, Ind., publishes 
each year a digest of insurance cases. 
We believe that with the volume this 
year there are twenty volumes in the 
set. These digests cover all the notable 
cases that have been decided in the 
higher courts during the year. 








“NOT-TAKEN” POLICIES 

One of the wastes in life insurance is 
“not taken” policies. All the time, en- 
ergy and thought put on such business 
is lost. Probably the greatest cause for 
policies being thrown back is faulty 
canvassing. She policy has not been 
sold right. The prospect has not been 
informed as he should. There is doubt 
left in his mind. He is dissatisfied. 

Or again the agent may have pushed 
him too hard when he really could not 
afford to pay the premium. The agent 
has taken a chance by having the busi- 
ness written in the hope of being able 
to put it over. It is really a loss of 
time to devote so much attention to 
such prospects. 


TALKS FROM THE POLICY 

One agency leader makes the point 
that an agent should talk from the 
policy contract. Thus the prospect’s 
sense of sight and hearing are both ap- 
pealed to. Some agents neglect the op- 
portunity of appealing to the sense of 
sight. They concentrate all their 
energy on a prospect’s ears. 

Only plain, concise English should be 
used. Nothing is gained by labored 
sentences and technical phraseology. 

Belief in one’s self and the goods he 
is selling is essential for sincerity al- 
ways counts. Confidence must be the 
basis of the transaction. 

To know one’s contracts is necessary. 
It is also of supreme advantage to know 
the man. Otherwise it will be impos- 
sible to size up his temperament and 
mental qualities in a short time. 

Do not talk too much. Some agents 
talk themselves out of business. Words 
sufficient to close the deal are needed, 
but no more. Keep a man from assum- 
ing the defensive altitude. 

The solicitor needs to be ever alert 
and ready to take advantage of the 
slightest opening. 





DON’T BE A PACK HORSE 


Don’t burden your pockets with liter- 
ature to distribute or illustrations to ex- 
hibit; you are not going on an adver- 
tising campaign; your company is al- 
ready well known; what you are after is 
applications. Don’t use a grip to carry 
your rate book and papers around in, 
some agents do this, but it is a bad 
plan, it often scares a prospect; when 
he sees the grip he thinks right away 
you're going to sell him something and 
thereby puts him on his guard. All you 
need in starting out is your rate book 
with a leaf turned down at the 20-pay- 
ment life policy, a pencil, a good foun- 
tain pen, about six folders or booklets 
explanatory of the limited payment life 
policy, a few blank cards to figure on 
and several blank promissory notes. It 
is unnecessary to carry sample policies, 
as so often when a prospect wants to 
see one his application can be secured 
by calling his attention to the fact that 
he can look over his own policy when 
it comes, and see that its terms and 
conditions are right. When absolutely 
necessary the kind he wishes to see can 
be secured at the office. Many of the 
most successful agents are now con- 
vinced that there is no need of carrying 
a lot of bulky illustrations and litera- 
ture when soliciting and are getting bet- 
ter results by carrying only those sup- 
plies enumerated above.—A. . a 
mar, Jr. 





WHERE WERE YOU IN 1898? 


One company suggests as a good 
question to put to a prospect, “Where 
were you in 1898?” It says: 

“Ask him if he didn’t use fifty or a 
hundred dollars that year in unneces- 
sary ways without getting much good 
out of it. 

“Ask him if he hasn’t spent as much, 
or more, uselessly in each year since 
then. 

“Ask him what he has to show for it. 

“Once in a while some wizard like 
Edison or some genius like Paderewski 
makes a fortune by his own work, but 
the most of us have to accumulate what 
little we have by dint of saving, and 
meanwhile accident or disease may slip 
in and sadly interfere with our plans. 

“Now when your prospect stops to 
consider that 33 cents a day means $10 
a month, and that 33 cents a day can be 
saved by almost anybody out of a 
pretty small income, what excuse can 
he have for letting ten, fifteen or twenty 
years go by without accumulating the 
fund that a life policy—large or small— 
would give him?” 





Insurance is based on the law of aver- 
ages. So is success in soliciting. The 
agent who interviews twenty people 
every day will average a much larger 
number of applications than the agent 
who interviews but five. And his daily 
average will be more certain. 





LIFF STIPPIRFMENT TO TUR wPReeTenon rANnocvourpmeo 








AUTHORIZED CAPITAL $500,000 
THE VERY NAME 


The Ohio State Ltife 


Should cones to Ohio people everywhere, because of the protectien 
guaranteed under the Ohio Laws and the safeguarding of the Com- 
pany’s funds thru the administration of the Ohio department, 

ized as the very best in the country. The business getter 


ail legadiicte the advantages. 
tuethods "are: tard siweys hove beck ceckaely chase cekiaene 
To the agent contemplating a permanent connection, address 
THE COMPANY, Columbus, 0. 
NATIONAL LIFE INSURANCE COMPANY 
of the United States of America 
CHICAGO 


ESTABLISHED 1868 


ALBERT M. JOHNSON, President 
ROBERT E. SACKETT, Vice-President 
CHARLES B. SHEDD, reasurer 
ROBERT D. LAY, Secretary 




















Insurance in Force December Sist, $50,066,932.77 
Inerease in Apportioned Surplus in 1907, 105,734.09 
Gain in Assets, - - - 1,037,668.19 
Excess of Income over Disbursements, 1,093,023.43 


CHICAGO’S OLDEST AND STRONGEST COMPANY 


AMERICAN CENTRAL LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


ee + 2 « « - © «© 


Surplus Security to Policy Holders - 
Insurance in force - - - - - 


_ Deposits with the State of Indiana, as required by law, non-speculative securities 
im an amount exceeding entire reserve liability to policy-holders. 


Energetic agents desiring liberal contracts for exclusive territor should wri 
today direct to the Company. . _ 


ARBA T. PERRY, Supt. of Agencies, Illinois Department 
1303 Tribune Bidg., Chicago, Il. 


TE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


ST. PAUL, MINN. 











$ 1,856,364 
317,617 
21,167,000 





If you are honest, and employ successful business methods in 
writing life insurance, investigate The Minnesota Mutual. 
Any of the Agency Managers will tell you what the Company 
is doing and how it treats its field forces. If your antecedents 
will not bear inwstigation, do not waste time or postage. 


T.R. PALMER, t FRANK E. HITCHOOX, 
PUTNAM, WM. D. 2nd V. Pres. and Gen’! Counsel 
H.W. iy oe io and DR. CHARLES D. PIPER, Med. 





As Helps to Selling our New Policies (1908), an Agent 
has: 

Our Moderate Premiums; Low Net Cost; High Interest 
Earnings; Low Mortality Experience; Deposit of Assets to 
secure policies; and our History of Conservative and Econom- 
ical Management for over Forty Years. 

These are effective helps with intelligent people. 


We have some open territory. 


EQUITABLE LIFE OF IOWA 


Des Moines, lowa 
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IMPORTANCE OF LIFE AND 
FIRE INSURANCE COMPARED 


John J. Lentz, ex-congressman and a 
well-known political leader in Ohio, ad- 
dressed the board of trade at Columbus, 
Ohio, recently comparing fire and life 
insurance. He said in part: 

For the purpose of comparison and 
deduction, we use the federal census of 
1900 for the state of Ohio and its four 
largest cities, Cincinnati, Cleveland, Co- 
lumbus and Toledo. 

The statistics of these four cities 
show that within their corporate limits, 
within the five years of 1903-04-05-06-07, 
there were 86,477 deaths, or an average 
of 17,295 deaths each year. 

During the same five years the sta- 
tistics in the office of D. S. Creamer, 
state fire marshal, show that the entire 
state of Ohio had 25,670 fires, or an an- 
nual average of 5,134 fires. 

The annual death rate in Cincinnati 
for the last five years was 19.7 to the 
thousand; in Cleveland, 18.2 to the thou- 
sond; in Columbus, 15.8 to the thou- 
sand, and in Toledo, 14.8 to the thou- 
sand. Approximating the death rate of 
the whole state at 18 to the thousand, 
it shows an average of about 75,000 
deaths for each of the last five years, or 
estimating the total deaths in the state 
by comparing the total population of 
the state with the total population of 
the four cities mentioned, it shows an 
average death rate of 75,200 for each of 
the five years under consideration. Tak- 
ing the death rate of the four cities for 
the last year and assuming the same 
rate for the state, it would indicate a 
total of 79,900 deaths in the year 1907. 

Taking the average number of fires 
as 5,134, and the average number of 
deaths as 75,200 for each of the past 
five years, it appears that there were 
approximately 15 deaths to one fire in 
the state of Ohio. 

In 1907 Ohio had 79,900 deaths and 
4,534 fires, or approximately 18 deaths 
to one fire. And those four thousand 
and odd fires included all fires where 
damages were done to the extent of five 
dollars or upward. 

The purpose of these figures, as we 
stated at the outset, is to center the at- 
tention of the business men of this city 
upon the gigantic importance of life in- 
surance, independent of any sentimental 
consideration whatever, and dealing 
with the matter purely on a financial 
and commercial basis. 

Each and every one of these deaths 
meant a considerable loss in the way of 
funeral expenses, compensation of phy- 
sisians and nurses, medicine, and time 
lost during the last sickness of the per- 
son dying, as well as the loss of time to 
the relatives and friends who gave their 
care and attention. 

The vast importance of life insurance 
has not been sufficiently emphasized. It 
is a public duty to educate the people 
to provide for themselves by insurance, 
rather than depend upon the alms- 
houses, poorhouses and boards of cher- 





ity. 

Tt will develop a much higher grade 
of manhood and womanhood to educate 
the people to insure themselves than it 
will to teach them to be indolent and 
indifferent, relying upon beggary and 
charity for help in case of accident, dis- 
ease, or death. 

It is difficult to conceive how the 
board of trade can do much greater 
good along any line of education than 
by impressing every family within the 
radius of our influence, with the neces- 
sity of making this reasonable and in- 
expensive provision against the possi- 
ble loss and confusion of a death at 
any hour of any day of the year, a loss 
which is at least eighteen times as sure 
of happening as is a loss by fire. 





CROOKED GENERAL AGENT 


An agent brought up a case the other 
day to show how an unscrupulous gen- 
eral agent can take advantage of his 
subagents. The general agent required 
his men to record the names of their 








prospects in the office. The general 
agent secured a man from out of town 
to work with these prospects in a quiet 
way, hoping to land some of them and 
keep the soliciting agents in ignorance 
of what was going on. The maneuver, 
however, soon became known and the 
agency was deserted. 

This is a rare case, as general agents 
aim to protect their men in every way. 
The motive of self-interest alone would 
prompt the general agent to throw 
proper safeguards around the agents 
If any agent finds an advantage is taken 
of him, he is quick to demand his rights, 
and if he can not get them. he is justi- 
fied in leaving. 





TOOK A NEW TACK 


An agency manager cites the case of 
an agent who faithfully and energetic- 
ally solicited wholesale merchants. He 
could not get results. More steam was 
put on and longer hours were spent at 
the task, but still no applications ma- 
terialized. He began to investigate and 
found that owing to the financial condi- 
tions these merchants were snowed un- 
der with unpaid accounts and protested 
notes. The agency manager says: 

“He thought the situation over, 
studied it out, and figured that a certain 
class of business men would be in bet- 
ter shape. He stopped entirely the line 
he had been following and gave all his 
attention to the new plan. Within a 
week he had closed two applications, 
and since then he has sent in a steady 
stream of nice, clean-cut business. He 
might have pushed along the first plan 
until financial conditions changed before 
getting any results, instead of in the 
meantime sending in business at the 
rate of nearly half a million a year. 
Study conditions, take advantage of 
them. The same conditions that pre- 
vent business along certain lines helps 
it along others. 





SOME INTERESTING FIGURES 


The following are figures taken from 
the Connecticut life report: 
COMPANIES OF CONNECTICUT. 











*Expense of Ratio of 

management Actual to 

per $1,000 of Expected 

Insurance. Mort. on 
First New 
Year. Renewal. Bus. 
eee $33.57 $3.86 35.19 

Conn. General ...... 27.15 2.72 os 
Ch Ce excesses 34.03 3.40 27.16 
OO ae 33.87 8.39 49.22 
OM BERG Sos ccce 84.21 8.42 8.34 
Travelers Life ...... 28.64 2.86 19.52 
rer $32.22 $3.22 23.13 
COMPANIES OF OTHER STATES. 
Berkshire cereccosece 6.96 $3.70 8.09 
Equitable, N. Y...... 40.65 4.07 46.68 
Fidelity Mut. ....... 88.32 8.83 75.48 
OO” eee 46.41 4.64 33.78 
DUD cccccccccceece 38.38 3.84 36.66 
BG, TE, ccccccecs 9.98 3.00 8.90 
Mutual Benefit ..... 30.87 3.09 81.40 
Mutual, N. Y........ 85.89 3.54 42.04 
National, Vt. ... 3.88 3.39 58.86 
New Eng. Mut...... 81.88 3.19 11.08 
New York Life..... 29.91 2.99 102.88 
, Se ee 28.58 2.86 49.46 
Penn Mut. .......... 9.45 2.95 67.51 
Provident L. & T.... 31.18 8.11 62.10 
Security Mut. ...... 50.20 5.02 78.97 
State Mut., Mass.... 31.77 318 20.26 
Union Central ...... 8.59 2.86 51.91 
Union Mutual ...... 40.55 4.06 15.60 
United States ....... 49.02 4.90 108.58 
Washington ......... 40.58 4.06 cece 
Totals ...........$83.09 $3.81 57.54 
INDUSTRIAL COMPANIES, 

John Hancock ...... $45.50 $4.55 82.16 
Metropolitan ........ 38.45 3.85 58.74 
POM csscvccses 42.73 4.27 41.60 
WED. cdveseesei $40.86 $4.09 46.86 
Grand totals ....$35.98 $3.60 50.46 


“Based upon the assumption that the cost of 
obtaining new | ess is ten times as great as 
the cost or caring for old business. 





DRIVE THIS HOME 


Do you know the death-rate of per- 
sons between twenty-five and sixty? Do 
you know that out of a large body of 
men at age 25 about 35 per cent, or over 
one-third, will die before 60? That 
shows the hazard of life. Impress the 
fact that any one of these is liable to 
die; some certainly will die soon. 


Can You Write Life Insurance ? 


and did you know that the OLD COLONY LIFE is paying as 
much commission (and in some cases more), for writing the 
popular NONPARTICIPATING } og as most of the participat- 
ing companies are paying for the HIGH-PRICED kind now so 
hard to place. 


We make PERMANENT (Life) contracts, the NON-BREAK- 
ABLE KIND; RENEWALS PERMANENT whether you stay 
with the Company or not. 


Write for terms and plans, stating how much you can place annually. 


OLD COLONY LIFE INSURANCE COMPANY 
Old Colony Building, CHICAGO. 


5 tol 


Advantage to High Class Salesmen 
Selling Our 


Guaranteed Income Policy 





The Cleveland Life Insurance Co. 
Home Office: Rockefeller Bldg., CLEVELAND, OHIO 
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) _ ADDRESS HOME OFFICE 
HEYWORTH BUILDING 
CHICAGO 


A 
THE BANNER COMPANY OF THE WEST. _. 


WE CAN OFFER 


Splendid opportunities and top notch contracts to expe- 
rienced and successful managers able to show clean 
records. Territory open in Indiana, Ohio am, Michigan. 


The Lincoln National Life In- 
surance Company 


OF Fort Wayne, INDIANA 














The company that invites annually a thorough examina- 
tion of all its affairs by the Insurance Depart- 
ment and receives 


A CLEAN BILL OF HEALTH 


ARTHUR F. HALL THEODORE F. RUHLAND 
Secretary Superintendent of Agents 


A Good Man Wants a Posi- 
tion With a Good Company 


A Company that can meet the requirements of the various Insur- 
ance Departments, prospective insurants and policyholders alike, and 
at the same time so —ae a schedule of commissions that a position 
in the field will be profitable; one whose general agents are all making 
money. Such is the 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


For General Agency Contracts, address 


ROY M. MARSH, Superintendent of Agencies 


THE ROOKERY, CHICAGO, EAL. 
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Among the Companies 


Among the Companies 
The following is the dividend scale 
of the Manhattan Life for 1908: 
CRBENARY LIFE 





—Year of Issue— 

> at Issue. 1907. 1906. 1905. 1904. 1903. 

Perry veeeeee $2.80 $2.86 $2.96 $3,06 $3.17 
HH PTITTTTTTiTy 3.68 8.74 8.89 4.04 4.20 
Gercccecccesce 5.12 +4 6.57 6.80 6.04 
BB. ccvccvccece 7.66 8.71 9.04 9.37 

20- PAYMENT LIFE 
Oe i eb wdc vase 08 38.30 8.51 38.74 
BBeccccccccces 78 +08 4.31 4.58 4.86 
EB a cccccescece our + 72 oan 6.38 6.72 
BB cccccccccce 69 9.48 9.88 
20- YEAR ENDOWMENT 

BB. cccccvcvece 6.40 6.81 6.23 6.67 
BB. cccvccssese ‘35 6.91 6.32 6.74 7.18 
Bao ccceccesece ote 6.92 7.838 7.77 8.21 
BB ccccccccses 8.17 9.23 9.67 10.11 10,56 


The rates in force in 1907 were slightly dif- 
ferent from those previously used. 





The following are annual dividends 
~~ on policies issued by the New 
ork Life in 1906 payable this year: 


Age at Cash 
Plan Issue Amt. Premium Divi'’d 
Léfe Ord..cccoe 4 $5,000 104.95 $16.85 
Life Ord..ceces 42 3,000 106.17 16.53 
10-pay. life..... 26 8§=10,000 625.10 64.00 
20-pay. life..... 24 2,000 62.62 8.54 
BG BWeecsccce 85 7,500 628.75 63.88 
BOG, BOcccescee 28 1,000 60.97 6.32 
BE. BOs cvcevc 86 1,000 62.47 6.75 





Regarding the total abstinence de- 
partment of the Security Mutual Life 
the company says: 


“Dec. 31, 1907, completed a period | 


giving an experience of seven and one- 
fourth years with the total abstinence 
department of Security Mutual Life. 
Nearly one-third of the total paid-for 
new business in force Dec. 31, issued 
in 1907, stands to the credit of the 
class, and the amount of insurance in 
force in the department, viz., $4,551,581, 
represents nearly ten percent of the 
total, while the amount in death claims 
for the period, viz., $53,000, adds an 
American link in testimony that ab- 
stainers show a more favorable mortal- 
ity than those who use alcoholic bev- 
erage, to the chain of English, Scottish 
and Canadian legal reserve companies 
that have classified total abstainers for 
periods — from more than twenty 
to over sixty-five years with mortality 
ratios largely in favor of those insured 
in the total abstinence sections of the 
companies producing a corresponding 
increase in dividend apportionments in 
reduction of premium cost for insur- 


nce. 

“Our 1908 dividend to those insured 
in the annual dividend class of the de- 
partment will, as in the past, show a 
substantial increase over the apportion- 
ment to those insured in the general 
class of the company. Total abstain- 
ers holding policies that have not been 
in force over one year may be trans- 
ferred from the general to the total 
abstinence class on signing the form of 
application furnished by the company, 
on request.” 





“You get just what you give—there- 
fore be courteous.” 


CONVERT TERM POLICIES 


One of the managers in discussing 
term insurance calls attention to the 
larger amount written on that form in 
view of the financial depression and the 
general desire for lower cost. In some 
respects this manager says term insur- 
ance is much easier to write, but the 
agent should not lose sight of the op- 
portunity to convert the policy on any 
anniversary. 

Unless the insurance is taken for 
some specific, temporary purpose, the 
agent should be able to convince the 
policyholder that it is not the most eco- 
nomical form for a long period. Often 
it is impossible to place the higher form 
at first and in such instances the term 
policy is a good entering wedge, but it 
should be converted into a higher pre- 
mium policy later on. This manager 
says: 

“Any agent who allows a term policy 
to run beyond its conversion period has 
lost a chance which is almost irrepar- 
able. Until that period he has the ar- 
gument of the conversion to a higher 
premium form either upon the basis of 
back premiums with interest, the new 
contract to bear original date, or to a 
contract with the rate based upon the 
age attained of the insured, no medical 
examination being required for either of 
these conversions. By continuing as of 
original date, the insured is enabled to 
get the benefit of the rate at the 
younger age. From a practical stand- 
point the conversicn is very much to 
the agent’s interest in that he is enabled 
to collect his commissions on the new 
premium less the small first year com- 
mission already paid on the term con- 
tract. Managers should also arrange 
that the conversion of term policies be 
effected if possible upon risks which 
were written by agents no longer with 
the company.’ 





DEATH AND POVERTY 


Premature death and poverty in old 
age are the two great risks in human 
life against which life insurance under- 
takes to provide. 

Mortality tables show that 21 per cent 
of those living at the age of 35, or 21 
men out of each 100 will die within 
twenty years; and commercial statis- 
tics indicate that of those living at the 
age of 55, five per cent will be wealthy; 
fifteen per cent will have about held 
their own as regards their financial cir- 
cumstances, and eighty per cent will be 
in poor circumstances. 

he following table shows in a 
graphic manner what the ensuing twenty 
years may have in store for the man of 
35 who today is in comfortable circum- 
stances and well able to carry life in- 
surance. 

Chances of living............. 79 to 100 
Chances of dying...........<. 21 to 100 
Chances of becoming rich..... 
Chances of continuing in pres- 

ent circumstances .......... 15 to 100 

Chances of poverty in old age.80 to 100 
—Illinois Life Bulletin. 











EVERY POLICY A SQUARE DEAL 


Michigan State Life 


Insurance Company 


DETROIT, MICH. 








J. W. McCAUSEY, President 
F. H. WATSON, Vice-President and Counsel 
FRANKLIN B. MEAD, Actuary and Secretary 


FREDERIC APPS, Director of Agencies 
JAMES B, BRADLEY, M. D., Medical Director 
A. M. HUME, M. D., Associate Medical Director 








of Michigan. 


If 
can SHOW 





The First company to organize under the new and stringent laws 


The Company for the agent because its policies are exceedingly 
liberal, readily understood and easily sold. 


ou have a clean record and are contemplating a change, we 


YOU where it will be to your interest to be connected with 
this hustling home company. Address the Home Office. 











COMBINATION OFFER | 


TO ACENTS 


National Life Annuity Company 
Mutual Health and Accident Associatie. 
OF AMERICA 
FRED. H. ROWE, President, Jacksonville, Ill, 


Endewment Life, Accident 
And Health Insurance 
Ona Plan Everyone can Afford. Cenrtracts Up-To 


Date. One Agent can represent beth Companies 
giving him a complete equipment. 











Address the Home Office 








Men Who 

EARNEST WORKERS Can 
WANTED IN meet the first An 
GOOD TERRITORY | °C" Uther 
TO SELL two y 
PLAIN PoLicies | 7ticd, ty. 
Policies recently 








cha 
ply with revised laws. Everything up to the times. 


Union Mutual Life Insurance Co. 
Portland, Maine 


FRED E. RICHARDS, Presipent 
ADDRESS EITHER 
Thornton Chase, Supt., 84 Adams St., Chicago, Ill. 
Edson D. Scofield, Supt., 180 Broadw' y, N.Y. City 











The State Life Insurance Company 


INDIANAPOLIS, IND. 
HENRY W. BENNETT, President 
WILBUR S. WYNN, Vice-President and Actuary 





THE WORLD'S RECORD. 


_ Insurance in Force —- Assets, other Liabilisies. ‘Soviess 

— Ei sei fire sear, want, 

1901....... $33,615,656 $1,015,072 $699,418 $815,654 
1902. $39,541,688 $1,527,036 $1,176,249 $850,786 
1908....... $49,713,796 $2,205,636 $1,815,059 $390,577 
1904....... $60,148,904 $3, 160,083 eee! 498 $544, 585 
1008 440,588 21,731 $605, 317 


vaso DUA, $4,126,682 
1906 $81,047,860 $5,353,744 


Growth of business exceeds that of 


TEAR. pe Savrares® sum in 


pe anf 5 HE  - 


any other 
Sacco of POUR MILLIONS EIGHT HUNDRED 
the State of Indiana and other governments 


Oy $679,626 
aD goa vig 











DIRECTORS 
PF, A. CHAMBERLAIN 











LEONARD K. THOMPSON, President, 


Northwestern National Life Insurance Company 


MINNEAPOLIS 








Pres. Security Nat’! Bank 
Cc. T. JAPPRAY 
Vice-Pres. First Nat'l Bank 





A WESTERN COMPANY FOR WESTERN PEOPLE 


Note 


Northwestern National 








B. W. DECKER 
Vice Pres. Northwestern Nat’) Bank 
A. A. CRANE 
Vice-Pres. Nat’| Bank of Commerce 


B. F. NELSON 
Nelson-Tathill Lumber Co. 
GEO. B. TOWLE 
Treasurer 
JOHN T. BAXTER 

Course! 
W. J. GRAHAM 
Vice-Pres. and Actuary 
L. K. THO! 
President 














RECORD FOR 1907 





pL | 
Excess of Income over Disbursements... 
Paid Policyholders and Beneficiaries 
Increase in Surplus......... 


JANUARY 1, 1908 


Admitted Assets.. 
Paid Policyholders ont ‘Benaiictates.. 
Insurance in Force........ 

Surplus.. 


ee 


osevecccsec sees $1,532,925 12 


492 452.84 
787,345.03 
49,104.65 


-----$5,231,828.94 

- 6,620,024.92 
ipivacinddden -- 22,635,623.00 
tececeerecesecessecssecee 180,820.69 


is entering additional 
Western States 

and offers especially 
advantageous 
propositions to reliable 
Men who desire to 
establish permanent 
business connections. 



































